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ANNUAL MESSAGE 
TO WEBSTER DEALERS 


Yor MANY YEARS it has been my custom to write a message to 


Webster dealers at this season. 


This year the war is uppermost in all our minds. Some of us 
have sons serving with the armed forces. Every one of us, from 


Maine to Califoruia, has been called upon for some measure of 


sacrifice. And we have been glad to serve. 


No man can foretell what new demands and new sirains the war 
will bring to our businesses in the year that lies ahead. But whatever 
those demands may be, they will not be too great. They will not 
be too great for men who believe that the first business of every one 
of us is to help win this war. They will not be too great at this 
time when fighting determination is daily glowing more strongly 
in every heart. And they will not be too great for American inge- 
nuity to overcome, at least in part. For ingenuity has always been 


one of America’s strongest weapons. 


In these days of crisis when the soul of a nation is being tried, 
superficial rules of value count less than ever. Each of us ts called 
upon for a higher faith a faith in the future of our country, 


a faith in ultimate victory, and above all, faith in each other. 


This faith, this mutual confidence, has always been deeply valued 
by the F. S. Webster Company. I am sure we shall all prize it even 
more in the critical days to come. 


oF 


Y/ 


Treasurer and Generai Manager 


F.S. WEBSTER COMPANY 


13 Amhérst Street, Cambridge, Mass. 
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{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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Professional Selling Should Be ‘Based on Professional 

Education 24 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year,$2.00;two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50; 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office of Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 
{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 
{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 

{Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIL, 
under Act of March 3, 1879. 
{Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 
{COPYRIGHT. Contents 
covered by Copyright, 1942, 
by the Office Appliance 
Company. 








These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 
They do, however, offer their services in resolving any disagreements which result from relations established 
through the journal. 


customers. 

A 
Acco Products, Inc 110 
Acme Safe Co. 154 
Aeme Visible Records, Inc 133 
Aigner, G. J., Co 87 
Allien & Co 149 


Allied Carb. & Rib. Mfg. Corp...151 
Amer. Number. Machine Co 153 
American Passbook Co 155 
American Photo Laboratories..153 


Amer. Writing Mach.Stores Div 64 


Ames Supply Co 67 
Anderson-Hickey Co., Inc 90 
Art Metal Construction Co 69 
Art Steel Sales Corp 94, 95 
B 
Bankers Box Co 71 
Barkley, C. L., & Co 109 
Bentson Mfg. Co 142 
Blaisdell Pencil Co 148 
Bolens Products Co 122 
Boorum & Pease Co 153 
Bright Chair Co 134 


British Staty. Exporter 149, 154 


Browne-Morse Cx 


Buckeye Ribbon & Carbon Co...133 


Business Efficiency Aids 155 
C 

Carter's Ink Co., The 127 

Clarotype Co., The 154 

Codo Mfg. Corp i8 


Columbia Rib. & Car. Mfg. Co...62 


Continental Ink. Co 154 
Cook, The H, C., Co 138 
Corona Typewriter 15 
Corry-Jamestown Mfg. Corp 81 
Cotterman, |. D 153 
Cramer Posture Chair C: 153 
Cushman & Denison Mfg. Co R5 
D 
Daco Card & Index Co 152 
Darnell Corp., Ltd 155 
Dawn Mfg. Corp., The 153 
Dayton Stencil Works 152 
Dennison Mfg. Co 137 
Dictaphone Corp 113 
Domore Chair Co., Ine 84 
Downey, C. L., Co 15 
E 
Eaton Paper Corp 
Ehrlich Upholstery Works 146 
Esterbrook Pen Co., The 125 


FE 
Fair Furniture Co. 108 


Farber, Louis H 145 Markwell Manufacturing Co. 
Finch & MeCullouch 148 Meilicke Systems, Inc 
G Melind, Louis, Co. 
General Fireproofing Co., The Metalstand Co 
58, 59 Meyer & Wenthe, Ine 
} . larniek ) The - 111 
Globe-Wernicke Co., Th 47, 111 Michigan Desk Co. 
Graff, Geo. B., C 145 Midwest Naturlite Co 
Guide System & Supply Co 104 Mittag & Volger, Inc 
Gunlocke, The W. H., Chair Co, 124 Monroe Calculating Mach. ¢ 
H M Push Pin Co. 
Hall-Welter Co 15 
Mut ile Bros. Co 
Harding, Milo, Co. 149 : 
N 
Harter Corporation, The 155 National Blank Book Co 
Hedges Mfg. Company 118 Nat’! Brief Case Mfg. Co 
Heyer Corporation, The 157 National Desk Co.. Inc 
Hotchkiss Sales Co 5S National Engraving Co 
I Nat'l FiberstoK Envelope Co 
Imperial Desk Co 5 
Nat'l Ronzite Industrie 
Imperial Mfg. Co 120 
New Indiana Chair C« 
Imperial Methods Co. 107 
. i) 
Indiana Desk Co 144 
Old Town Ribbon & Carbon 
Ink Specialties Co., Ine 102 
C 
. 1 Fi ] 
— . Oxfor ling S Co 
Jasper Chair Co 128 se a doch 
P 
Jasper Desk Co., The 72 ‘ 
Pacific Cb. & Ribbon Mfg. ¢ 
Jasper Office Furniture Cx« 112 , 
Pe é Key-Imperial Mfg. Co 
Jasper Seating Co. RE / 
Peerless Steel Equip. Co 
“ I I I 
Kahn, David, Inc. 12 _ shed oe 
' : , *hoto Materials C 
Kilian Mfg. Corp 150 ; ie “s 
Polar Mfg. Company 
L 
Leopold Co 13 Postindex Visible Files 
Lyon Metal Products, Inc 135 Pronto File Corp 
M Q 
Manifold Supplies Co 51 Quality Park Envelope Co 
Markilo Co 15 Quigley Furniture Co 





THE SERVICE 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 
of its various commissions this bureau calls upon 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
pares advertising copy, furnishes list of desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle 
tin which is mailed frequently to leading manufac- 
turers, 


BUREAU 








R 
Red Feather Products, Ltd. 
Reliance Pencil Corp. 
Rite-Rite Mfg. Co 
Rivet-O Mfg. Co 
Roberts Numbering Mach. Co. 
Rock well-Barnes Co 
Royal Typewriter Co 
Ss 
St. Johns Table Co. 
Schwab Safe Co., The 
Seatmaster Co. 
Sengbusch Self-Cl. Inkst’d Co. 
Service Industries 
Shaw-Walker Co. 
Sheaffer, W. A., Pen Co. 
Shepherd, N. T., 
Sheppard, C. E., Co. 
Shipman-Ward Mfz. Co. 
Sikes Co., The 
Smith, L. C., & Corona Type- 
writer, Inc. 
Speed Key Mfg. Co. 
Speed-O-Print Corp 139, 
Speed Products Co. 
Standard Duplicating Mach. Co. 
Storms, H. M., Co. 
Sturgis Posture Chair Co 
T 
raylor Chair Co., The 
Technygraph Co., The 
Toledo Metal Furniture Co. 
t 
Elliott 


Underwood Fisher Co. 


sack Co 


U. S. Typewriter Ribbon Mfg. 
Ci 
U. S. War Bonds—Stamps 
V 
Vail Mfg. C 
Van Dyke Industries 
Victor Safe & Equip. Co 75, 
Vogel-Peterson Co 
Ww 


Wabash Cabinet Co., The 

Wavemaker Co 

Warshaw Mfg. Co 

Webster, F. S., Co 

Weis Mfg. Co 53, 54, 55, 

Wi Office Furniture Cx 

Wi n Jones Cx 

Furn. Institute 
Y 

Yawman and Erbe Mfg. Co. 


Chair Co.....76, 7 


144 
149 


154 


141 


91 


148 


100 








For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
obligation. 


Adding Machine 





Parts 


Amer. Writing Ma D 
Ames Supply Co 
Shipman-Ward Mfg. ( 
Acding Machine Rolls & Paper 
Rockwell-Barnes Co 
Adding Machines 
Amer. Wi Mact D 
Monroe ¢ t Machine ¢ 
Smith, L. ¢ & Corona T 
Adding Machines, Rebuilt and Used 
Shipman-Ward Mf Ce 
Adding Typewriters 
Underwood | tt Fisher. Back ¢ 
Adhesives 
See Inks Adhesives 
Arch and Clip Board Files 
Cushman & Denis Mfg. ¢ 
Gl Wernicke Co The 
R vell-Barnes C¢ 
S ce Industries 
Shaw -Walke ( 
Ya n ar Ert Mf ( 
Ash Trays & Smoking Stands 
Finch & MeCullouct 
Associations, Manufacturers 
Wood Off Furniture Institut 


Ball Bearings for Drawer Slides, Ete 








Kilian Mfg. Corp 
Bankers Note Cases 
Art Steel Sales Cor 
General Fireproofing 
Clot Wernicke Co 
\ r 8 & | 
Binders, Catalogue 
Acco Product In 
Aigner ro 
National ink B 
Sheppard, The ¢ 


Binders, 
Bankers Box Co 
Sheppard, Tl ( 

Binders, String 
Bankers Box Co 


Blank Books 





Boor & f 
National Bl Bo 
Rockwell- Bar ( 
Wilson -J Co 
Blue Print and Pla 
Anderson-Hickey 


Art Steel 


Cor Jar ' 
General Fir oof 
Globe-Wernicke ¢ 
I s Steel } 
I » File ¢ 

SI Walk ( 
Y 1 Er 

Bond Boxes 

Art Steel Sa 

G if I 

( e-Wer \ ( 


Book Cases 





Sales Co 


p 


and Periodical 


n 


Co 
Art Metal Construc 





Art Met Construct 


File 


B Mo Co 

( Mf 

q Fir ofir ( 

Giot We { 

M n D ‘ 

Peerless Steel F Dp 

Shaw-Walker ( 

Wabash Cabinet ( 

Wi M ( 

Y Ert Mf 
Bookkeeping Machines 

Under od | I 
Box Letter Files 

Art Steel Sales ¢ 

Globe-W t k ( I 

Hedge Mir ( 

Rockwe Barne ( 

Weis Mf ( 


Brief and Zipper Cases 


National Brief ¢ 


Caleulating Devices 
Meilicke Systems 
= man-Ward Mf 


Mi 


Permanent Storage 


Cabinets 


Calculating Machines 
Monroe Calculating 


Calculating Machines, Used 
Shipman-Ward Mfg. Co 


I 





Carbon Papers 

s Rit ind Carbons 
Card Index Boxes and Trays 

Art Meta ‘ truction ¢ 

Art Stee Sales Corp 

I Mf ( 

( J vn Mfg. Corp 

I I H 

( i Fir roofing Co he 

Gq W I Co The 

( Syste I Supply Co 

H Mfg. ¢ 

Ir M ( 

I s St I p. Co 

I » I Cory 

Ss W K ( 

W ! Ker ¢ 

W Mf Co 

W Mr ( 

W oO I ture Co 

\ I Mfg. ¢ 
Cash Boxes 

Art S&S Sales Corp 

General Fireproofing ¢ The 
Casters, Caster Bezrings, Slides 

Darne ( p 

Kx n Mf Corp 


Celluloid Envelopes 

See Envelope Celluloid 
Chair trons 
Bole I s ( 


Chair Mats 


I’ Mi ( 
Se I 
Chairs, Folding 
I n Metal Products, Ir 
Chairs, Office 
I { ( 
( 1 I t Chair ¢ 
Dor ! ( cs Inc 
I I tery Work 
Get 1 wofir ( he 
Gu I Te W. H., Chair ¢ 
Ha ( 
la ( ( 
J s ( 
Mi Desk ¢ 
New Ir I Chair ¢ 
Ss Walker Ce 
She N I Cl r Co 
Sike ( T} 
Ss I Chair Co 
Ta r Cha Co., The 
Toled Met Furn. Ce 
Wells Office Furniture Co 
Chairs (Posture 
Br ( Co 
( l cl ( 
D Cl Co Inc 
( } oot ( mr 
Gut . I ". @ Chair ¢ 
Har ( 
] { { 
Si ( 
s Walk 
S N I cl r Co 
Sik ( I 
7 | { air { 
( ( The 
I M I ( 
Chairs, Tablet Arm 
( r 
las = ting ‘ 
Ne I ( ( 


Check Covers & Passbsoks 


\ -asshook ¢ 
Check Protectors & Writers 

iH \ ( 
Checks, Stamped Metal 

D S Work 

Vl «A W ’ Ir 
Clip Boards 

s \ Clip Board Fi 
Coin Bags, Trays and Wrappers 

4 ~ S ( 

1) i | { 


Machine C 


100 


& to 


Copyholders 

Acco Products, It 

Dawn Mfg Cor he 
Costumers 

Fair Furniture ¢ 

Globe-Wert \ ( The 17 

Peerless Stee Equi ( 

Quigley Furniture ¢ 


Walker ¢ 
Vogel-Peterson 


Shaw 
Cushions and Pads, Chair 
Fair Furniture ¢ 
Polar Mfg. ¢ 
Seatmaster ¢ 
Cuspidor Mats 
Polar Mfg. ¢ 


Dating Stamps 
Amer. Number. Mac Co 
Melind, Louis, ¢ 
Meyer & Wenthe I 
Rivet-O Mfg ( 

Desk Bumpers 
Polar Mfg. ( 


Desk Lamps 


Dawn Mf Cory 
Midwest Nat e ( 
Van Dyke I t 


Desk Pads & Tops 


Fair Furt ( 
Finch & Met 
Polar Mfg. ¢ 


Wagemaker Co 


Desk Pen & Ink Sets 


Sengbusch Self. ¢ Ink 1 Co 
Sheaffer, W A. B Co 
Desk Trays 

Aigner, G [. e 

Art Metal Construction Co. 

Art Steel Sale Cory 4 
Corry-Jamestown Mf Corp 
General Fireproofir ( The 8 
Globe-Wernicke ¢ The 47 
Hedges Mf ( 

Imperial Methods ¢ 

Peerless Steel Equip. Co 
Shaw-Walker (¢ 

Weis Mf ( 

Yawrmiar nd Er Mf ( 
Desk Work Distributors 

Art Steel Sales ¢ M4 
Globe-Wert ke ¢ he 17 
Polar Mf ( 

Vic Ss & | ( 7 
Desks 

Art Met ( ( 

Art Steel S ( 4 
Bentsor M ( 

Browne-M ( 

Cor | ( ! Mi ( 

General |! wofir ( T ~ 
Globe-Wert \ ( I 7 
Imp Desk ¢ 

Indiana Desk ¢ 

la er Des ( 

lasper Off i ( 

Leot 1 ¢ 

M n Desk ¢ 

Na Desk ¢ I 

Peerls St i ( 

Qui } ( 

Sha Walk ( 

Vic Safe & 1 ‘ 

W maker ¢ 

We oft I ( 

Ya } [ 


Dictating Machines 


Dictar ne { 
Dictating Machines, Used 
Shipman-W Mi ( 


Drawing Mats 


Se e | 


Duplicating Machines & Supplies 


An Writ M Ss Di 
( i a Rit & f Mf ( 
Harding, M ( 

Heyer ¢ 1 tior I" 

Ink Specialt ( 

Manifold Supplies ¢ 

Mittag & V r, Ir 


110 


108 


100 





Old Town Ribbon & Carbon Co..73, 74 
Red Feather Products, Ltd 144 
Smith, L. C., & Corona Tws a5 
Speed-O-Print Corp 139, 140 
Standard Duplicating Machine Co. 83 
Technygraph, The 148 
Victor Safe & Equipment Co....75, 97 


Envelope Sealers 
Standard Duplicating Machine Co. 8&3 


Envelopes 

Globe-Wernicke Co., The 47, 111 

National FiberstoK Envelope Co....143 

Quality Park Envelope Co. 60 
Envelopes, Celluloid 

Markilo Co 155 
Eradicators, Ink 

Carter's Ink Co., The 127 

Heyer Corp., The 157 
Erasers, Rubber 

tlaisdell Pencil Co 148 
Eyelets & Eyelet Fasteners 

Rivet-O Mfg. Co 155 
File Boxes, Collapsible Corrugated 

tankers Box Co. Tl 

tarkley, C. L., & Co 109 

Globe-Wernicke Co., The 17, 111 

Guide System & Supply Co 104 

Oxford Filing Supply Co 92 

Pronto File Corp 116 

Weis Mfg. Co 53, 4, 5, 6 
File Boxes, Metal 

Art Metal Construction Co 

Art Steel Sales Corp 

Corry-Jamestown Mfg. Corp 

Globe-Wernicke Co., The 

Peerless Steel Equip. Co 

Pronto File Corp 

Rockwell-Barnes Co. 

Shaw-Walker Co 

Victor Safe & Equip. Co 

Weis Mfg Co 53, 





Filing Cabinet Ball & Roller Bearings 


Kilian Mfg. Corp 150 
Filing Cabinets, Insulated 

Shaw-Walker Co 65 

Victor Safe & Equip. Co 75, 97 


Filing Cabinets, Metal 


Anderson-Hickey Co. 90 
Art Metal Construction Co 69 
Art Steel Sales Corp 94, 95 
tentson Mfg. Co 142 
Browne-Morse Co 114 


Mfg 
Fireproofing Co. 


Corp 81 
The...58, 59 


Corry-Jamestown 


General 


Globe-Wernicke Co., The ...47, 111 
Peerless Steel Equip. Co 132 
Pronto File Corp 116 
Shaw-Walker Co. 65 
Victor Safe & Equip. Co 75, 97 
Yawman and Erbe Mfg. Co 100 
Filing Cahinets, Wood 
Art Metal Construction Co 69 
Art Steel Sales Corp 94, 95 
Business Efficiency Aids 155 
General Fireproofing Co., The 58, 59 
Globe-Wernicke €o., The 17, 111 


Methods Co. 
Desk Co 


Imperial 
Indiana 





Michigan Desk Co 
Peerless Steel Equip. Co 
Shaw-Walker Co. 
Victor Safe & Equip. Co. 75, 97 
Wagemaker Co 126 
Weis Mfg. Co 53, 4, 5. 6 
Yawman and Erbe Mfg. Co 100 
Filing Supplies 
Acco Products, Ine 110 
Aigner, G. J., Co 87 
Art Metal Construction Co 69 
Barkley, C. L.. & Co 109 
trowne-Morse Co. 114 
Corry-Jamestown Mfg. Corp 81 
Dac Card & Index Co 152 
General Fireproofing Co., The...58, 59 
Globe-Wernicke Co., The 17, 111 
Guide System & Supply Co 104 
Imperial Methods Co 107 
Nat'l FiberstoK Envelope Co 143 
Oxford Filing Supply Co 92 
Pronto File Corp 116 
Quality Park Envelope Co 60 


THE CLASSIFICATIONS 


(Continued om page 6 








THE CLASSIFICATIONS 


Continued from page 


Rockwell- Barne ‘ 
Shaw-Walker Ce 
Victor Safe 
Wabash Cabine r I 
Warshaw Mfg ( 

Weis Mf ‘ 

Yawman and Ert Mit ‘ 


Filing Tables 
Toledo Metal Fu ture ¢ 


Finger Pads 
Melind, Loui ( 


Speed Product ( 
Folders (See Filir Sup 


Fountain Pens 
Carter's Ink 
Esterbrook re i rhe 
Kaht David, Ir 
Sheaffer, W. A., Pen ¢ 


Gummed Cloth Rings 
Dennison Mfg ( 
Graff, Ge 


Warshaw Mf ( 


inwex Card Signals 


Cook, H. ¢ ( 

Graff, Geo, B ‘ 

Victor Safe & Equip. ¢ 
Index Tabs 

Aigner fe J i 

Barkley, ¢ I & { 

Globe-Wernict ‘ I 

Guide System & Sur ‘ 

Markilo Co 

Melind, Loui ‘ 

Shaw-Walker ¢ 

Sheppard, The ¢ I ( 

Speed Produc ar 

Victor Safe & Kq ( 


inks, Adhesives, Etc 
Carter Ink ¢ " 
Continental Ink ¢ 
Dennisor Mf { 
Ink Specialtie ( 


Melind, Loui ( 
Sheaffer, W \ en ¢ 


Inkstands 


( ! in & Th Mf ‘ 

Ss busch Self-4 Ink " ‘ 
Labels 

Imperial Me r 

Oxford Fillr Supt ‘ 

Warshaw Mf ‘ 


Weil Mf ( 


Ladders, Library, Store & Vault 


Cottert I ID 
Lapboards, Plastic 
Service Ir str 


Leads for Mechanical Pencils 
Kahn, D 1 J 
Rite-Rite Mf % 
Sheaffer W \ Pen ¢ 


Leather Goods 
Nat'l Brief ¢ Mf ( 


Leather Upholstered Furniture 


Bright Chair Co 

h t I W \ 

Cu ck The W Hi ( ( 
Jas Cl ( 

Ne Ind Cl r ( 


Letterheads 


Na nal Er i { 
Letter Trays (See Desk Tr 


Library Equipmen 


Art Metal Const m ¢ 
Art Steel Sales (¢ 

Corry-Jamestown Mf ( 
General Fireproof ‘ 
Globe-Wernicke ¢ r" 
Peerless Steel Eq ( 


Shaw-Walker ¢ 


Yawman ar Erbe Mf ( 


Lockers and Storage Cabinets 


Anderson-Hick ‘ 
Art Metal Cons n ¢ 
Art Steel Sales ¢ I 
Browne-Morse ¢ 
Corry-Jamestown Mf ‘ 
eproofit i r 
ke { | 
Pr I 
( 
( 
Er Mf ‘ 





Loose Leaf Books & Systems 
Aigner G J ( 
Boorum & Pease ( 
National Blank Book ( 





Loose Leaf Sheet Covers, Celluloid 
Markilo ¢ 


Loose Leaf Metals and Devices 
Sheppa The ¢ I ce 


Mail Distributors 


Globe-Wert \ { I 

\ r Safe & Eq ‘ 
Map Tacks 

Graff, G | ( 

M Pu I ( 


Matched Office Suites 


A Metal ¢ on ¢ 

Gene ! { ( 

G e-W k ‘ I 

Leor 1 ¢ 

SI Walke ‘ 
Memorandum Books 

Boorur & Pease ¢ 

Natie Blank Book ¢ 

Rockwell-Barne ( 


VW m-Jones ¢ 


Memorandum Devices 
Fir & Met 


Mending Tape 
Der Mi ‘ 
Wars! v Mf ( 


Metal Badges, Checks, Tokens, Ete 
1) n Ste 1 Work 
Mie r & Went I 
Moisteners 
K oO Mf ( 
Sengbusch Self Cl. Ink ‘ 


\n Number Machine ¢ 
Me 1, Lou ‘ 
Robert Numbering Mae ( 


Office Partitions and Railings 
Globe-Wernicke ¢ The 


Pads, Figuring 
Booru & Pease ( 
National Blank Book ¢ 
Rockwe Bart ( 
W n-Jone ‘ 


Paper 





\ I’ 

‘ ! & Der M ( 

I rbrook I’ ( I 

Na I K Er I ( 
Paper Clip 

\ o Pro r Ir 

{ k iH ( { 

( in & Det Mf ( 

G Y. G B ( 

Vail Manuf r ( 
Paper Fastening Machines 

Hotchkiss Sales ¢ 

Markwell Mf ( 

Spee Produ ( 

Victor Safe & Equi; ( 
Paste s Ink \ 8 ! 


Pencil Sharpeners 
Graff, Gee R ( 


Pencils, Mechanical 


Kahn, Da Ir 

Rite-Rite Mf ( 

Sheaffer, W \ Pen ¢ 
Pencils, Paper Wound 


Blaise Per ( 


Pencils, Wood Cased Lead 
Bla ell Pe ( 
Reliance Pe ( 


Penholders 


Este ok P ‘ Ir 
Pens, Steel 
Ester ok Pen ¢ Inc 
S« bu Self « Inkstar ( 


Pins and Pin Containers 


Vail Mf ( 
Plaques, Rolls of Honor 
Nat Ror te Ir 
Platens, Typewriter 
Ame Wri M Stor ID 


Ar Sup ( 


Presentation Covers 


Ont i | neg S ‘ 


Publishers 


Ss Ex 1 
Punches 
\ P I 
B & I ‘ 
G \\ ( I 
Na B I k Co 
Wils« r ( 





Push Pins Imperial Methods Co 
Moc ' Pin ¢ Peerless Steel Equip. ¢ 
I File Corp 
Ribbons and Carbons Rockw sarnes ¢ 
& | Shaw-Walker ( 
’ ‘ n & Ribl Mfe Wagemaker ( 
( Weis Mfg ( 3, 4 
W Ma Store I) Y in and Erbe Mfg. Co 
4 ~ r i 
: ; R & age Tables 
‘ Ink ¢ I" art Metal Constr acai 
Mt Cons . Browne-Morse ( 
F R & ( Mi ( Corry Jamest wn Mfg Corp 
uf Siaeien® ( General Fireproofing (« The & 
’ & \ . ; 7 Globe-Wernicke (« The 17 
mn . R er ee - - Metal 1 roduet Inc 
i ( & Rib. Mfg. ¢ 5 Mutschler Bros. Ce 
. k Impertal Mf ( I 88 Steel Equip. ¢ 
Pt } cee Ss Johns Table Co 
R lypewriter Ce Ir Shaw-Walker ( 
S Ward Mfg. ( Viet & Equip.. ¢ , 
vs ‘ H M Co Well Furr ire ¢ 
I Elliott Fist Back ¢ Tags 
U. S. Typewriter Ribbon Mfg. ¢ Dennison Mf Co 
W I Ss ‘ 
Telephone Accessories 
Rubber Stamps Victor Safe & Equip. (« 7 
M Louis, Co 
- i Telephone Stands 
Art Metal Construction ¢ 
ia Art Steel Sales Corp j 
Art M ‘ struction ( Ge Fireproofing Co., The._58 
G _ oan 1 9 G , Wernicke C¢ The ti 
G W ke ( r peanneen eon mau, 
" ohn 4 I Shaw-Walker ¢ 
S Wall ( Yawman and Erbe Mfg. ¢ 
Safe & Equip. ¢ 7 Thumb Tacks 
Erbe Mfg. ¢ Graff, George B ( 
Safes, Used Ticket Holders 
\ sal (¢ \ M ufacturing ¢ 
Scrapbooks Trimming Boards 
( Wi ke Co f i \ Photo Labora f 
W Mf ( | Materi Co 
Secretary Desks Type, Typewriter 
Art Metal Construction ¢ Ar Writing Mach. Stores Di 
Gene Fireproofing ¢ he . Ames Supply ( 
G Wernicke ¢ The ! S in-Ward Mf ( 
P S Equip. ¢ 
Ss Walker ¢ Typewriter Cleaning Material 
\ Cabinet ¢ The a8 Ame Writing Mach. Stores Div 
\ Supply C¢ 
Shelving ( pe Co 
I 
Art Metal Constri m OY M & Volger, In 
Bb ! M ( R ince Per 1 Corp 
Mf ( 8 R oO Mf ( 
Gene Firep g 4 8 Shiy Ward Mfg. ¢ 
Glot Wernick ( r W ster ] S ( 
I n M 1 Pro I 
Ss Walk ( Typewriter Cushion Keys 
(me Writing Mael Stores Div 
Stamp Affixers \ s Supply Co 
s rd Duy M ne Co. 8 Peerless Key-Imperial Mfg. Co 
: Ship n-Ward Mfg ( 
Stamp Pads Spe Key Mf Co 
( I { Spe Products Co 
\ I ( 
M & W Ir Typewriter Cushion Knobs and Bases 
I Process ( \ Writing Mach. Stores Div 
R oO Mf ( Ar Ss ‘ Co 
Rock Bar ( 5 Pr Key-Imperial Mf ( 
s & Eq ‘ - Ward Mfg. Co 
Stands for Office Machines Typewriter Parts and Tools 
\ Ss ( \ Writir Mac Store Di 
Hick ( \ Sup ( 
\ S Ss { s W M ( 
} i S 
{ I - ( s Typewriter Tables 
( \\ ke ( nm S S s f om. M 
‘ 
( Typewriters, Mfrs. of 
St Equi ( R >rypew ( 
~ W Mf ‘ s I ( & Corona I'ype 
= ? e r ( : 
M I i ‘ El | Back ( 


Staples and Stapling Machines Typewriters, Rebuilt and Used 


“ ‘ 5S \ W g Mach. St D 
I Mfg. ( . Ward Mfg. ( 
( s 
I f ( Visible Systems Equipment 
\ Visible Records. Ir 
Stencils, Brass 4 G , ( 
~ Works Art Meta Constructior ‘ 
Stenographer’s Note Books B & Pease Co 
N Blank Book ( ( ER RY T" 7 
R I ( 8 . Blank Book ¢ 
\ le I 
Stools S Walker ¢ 
. s i ey ( 
‘ . Safe & Eq ( 7 
| ( ‘ 
I Mf ( 
Storage and Transfer Cases 
4 \ ‘ : ( Wardrobe Racks 
\ S S Cor ’ I n ¢ 
I & Waste Baskets 
} Ml ( \ St Ss ( 
uf ( ( Me ( 
M ( 8 ( I wfing ¢ rt 8 
G ‘ I 8 ( W ke ( I 
( WV k ( s I ( 
( Ss & 8 ( . W ( 








N 


WANTS AND LOR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED MANUFACTURERS 








SALESMAN WITH EXCELLENT RECORD as sales agent for leading office appli- Do you adequately cover the Pacific Northwest? 

ance manufacturer is open for new connection, preferably in New York area 

although will consider other location Is a good salesman personally and Salesman with approximately 150 live accounts in that territory now would 

successful as manager. Competent to handle anything in specialty selling like to hear fre manufacturer seeking distribution in Oregon, Washington, 

ncluding systems, from salesman on territory to sales manager Top refer- Montana and Idaho, or from one who under present conditions no longer finds 

ences. Address M-122, care Office Appliances, Chi it practicable to cover area with own full-time salesman. I have a plan which 
assures active, intelligent coverage of the trade on a cooperative basis which 

EXPERIENCED SALES, BRANCH and District Manager is interested in making will solve the present problem of adequate coverage. For particulars address 

connection with Office Equipment Manufacturer, preferably furniture, but will M-123, care Office Appliances, Chicago 

consider other lines. General business and erchandising experience has been 





inusually broad A go-getter Address M 126, care Office Appliances, Chicago RETAIL BUSINESS FOR SALE ‘ 





~ eS T ? ? v1 ' ai ct « > > o > - 
a a —— fects roms gepetlns pe eth — = Lae oneee ; ap FOR SALE—Office pply and stationery business. Best location in Amarillo, 
where he can put his talents to work Will consider other location in the West Texas——a Defense Area Net $12,000 in 19 42. Will sell for 50% above 
or South; A good sales producer and: orgasiaer whose scoompliishments have inventory cost: whic h should be approximately $15,000. Must be cash. Owner 
Sarhiamlsk ile. Ri @eGRenTten anion “Galati aed sameenaneanane “er saline entering armed ser ices but } time to teach purchaser business. Write or 
that will confirm all statements Address M-124, care Office Appliances, call Bill Dee, 408 Polk St Amarillo, Texas = is . 
Chicago. ———__-. 
° SALES LETTERS 

MAN, FORTY-NINE YEARS, draft exempt, wants position in typewriter service nem eee 
Fifteen years experience servicing all makes typewriters, five years in charge LETTERS WILL BUILD SALES For years I have built letters that pull sales. 
f service department Address M-125, care Office Appliances, Chicago You need them more than ever now. Send me your data for new letters, or 

unsuccessful letters for reshaping. Particulars on request. Address H. M. 


MAN WHO IS RELIABLE, energetic and a sales producer would like position as Goldthwait, 1659 Broadway, Denver, Colorado 


manager of stationery or furniture business or as manager of large furniture 
department Has had a wide business experience Address M-127, care FOUNTAIN PEN REPAIRING 
Office Appliances, Chicago : 
ALL MAKES Pens, Pencils, Desk Sets, et« Repaired—Usually 12 to 24 hour 
SALES MANAGERS WANTED service, Standard prices Welty Pen & Repair Co., 38 So. State St., Chicago. 


4 LARGE MANUFACTURER of wood and steel office equipment, stationers 
TRADE SCHOOLS 


products and filing supplies needs three sales executives at its home office 

which is located in a pleasant and interesting city in the central states Appli . 
cant should be draft exempt with retail sales experience or selling to dealers WEBER TYPEWRITER-MECHANICS SCHOOL. A simplified Practical Homestudy 
The jobs will require sound sales sense, executive ability, pleasing personality Course. Our students now operating their own business. Division 2, Canton, Ohio 
You must be able to write convincing and interesting letters to dealer Tell us — 


all about yourself in a letter nel iding names of reference All information ADDING MACHINE PARTS, TYPE, ETC. 
confidential Address Box BY-255, care Office Appliances, Chicago = 5 
LARGE STOCKS of new and used Adding and Calculating Machine Parts avail- 
SALESMAN WANTED able. Quotations furnished on specific parts upon request, I. A. Dehn, Jr., 
1643 101st Ave., Oakland, Calif 
EXCELLENT OPPORTUNITY OFFERED an experienced salesman who is reason- - 
ably draft exempt, by large manufacturer of office equipment, accessories and FOR SALE AND WANTED TO BUY, USED EQUIPMENT 











filing supplies This is a permanent position witl me of the oldest and best aoe 
Knov o rns th industry Salary traveling expenses ar opportunit raw . > l 
as een al ae si oe inforn t niga t yurself. includ - Ait vada te ELLIOTT-FISHER, Burroughs Moon Hopkins, Adding-Calculating Machines, 
ences to Box BY- 40 care Off ee Appliance s, Chie 10 meer Dictaphones, Ediphone bought and sold. Chicago Office Appliance Co., 529 
coca : ne cte: is S. Wells St., Chic 
"TRY ane ll-known ma facturer o yank passhooks == . — 
weary wills otitis sidelin ag stint nits ' iis a " valet > ' } — - “ m ELLIOTT-FISHER Machine Adding Machines, Comptometers, Burroughs and 
ey ¢ t ti ne bes : Ja on ‘ vn ; f 1 : cant hehe hir i = ‘ “e : “ % ce Hd ty Z Monroe Calculator Typewriters and all office machines bought and sold 
a statio y salesmen > Oo a ed ichiner p mits quot yr lov a vt o og AES. _ 
prices on super-quality line We make all styles of passbooks including N.C.R Teeter-Warsh Co., 849 N i St., Milwaukee, Wi ’ 
and Burroughs machine; also all styles of checkcase Impressive sales port 
folio und selling plan will enable ou to produce re t mr eatatato. Write ADDRESSOGRAPHS, Duplicator Dictaphones, Multigraphs, Sealers, Folders, 
todas for complete information Addre - BY », care Office Appliances rypewriters, Adding Machines Write for FREE Money Making Circular. Pruitt 
oe ’ Office Machines, 527 Pruitt Bldg., Chicago 


Chicago. - 
WANTED—ALL TYPES of Visible equipment, such as Acme, Kardex, Y&E, 

















SALESMAN WANTED in Boston with experience in selling general office supplies oo ¥ 
and equipment Address BY-251. care Office Appliance Crtcaen Globe-Wernicke, and Post Index, in all standard sizes, 5x3, 6x4, and 8x5, also 
: . a : “s a Duplex Y&E and Acme cabinets Also Acme Insite cabinets, as well as Flex- 
WANTED—Salesman or Saleslady for inside work in a Stationerv Store and oline panels. Equi ent needed for War Plants. Write advising what you have 
Printing Conc ern now doing a nice volume of b ine with wood prospects ‘You available, giving complete details and prices Address Post Office Box 552, 
advancement South Texa cit f 60,000 Adare BY-250. care Office St. Louis, Mo i 
ances, Chicago | 
boot tin —— BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, Comp- 
MECHANICS WANTED tometers, all make calculator bought and sold Dorrell-Markel, 93 8S 
lith, Minneapol Minn 
FRIDEN MECHANIC We want a first-class Friden mechanic If ve are dis —o 4 ‘ 
satisfied with your maak @aalaiun or cane making less tha $60 00 pigte ELLIOTT-FISHER machine calculating machines, adding machines—all office 
ee es id like t 3 ave , By jeer P ong rs . : Ad ; . RY “ sag oe equipment bought nd rid W J. Crowley Company, 434 Caswell Bldg., 
ould hi o he vour applicati« " nee ddress B 2 ca c - 
Appliances, Chicago Milwaukee, W Preeet. 
MAN TO DO TYPEWRITER and BAing mashtna war Work asia coil BURROUGHS—Duplexe Moon Hopkins, Bookkeeping Machines, Kardex All 
t in med ze tow w nderful r tion for ‘ lif “sy Ad types office mi bought and sold. Fort Pitt Typewriter Co., 644 Liberty 
ou medium si own onder 1 propo ! ” r who qualifie d ae 
dress Box 215, Easton, Pa Preferably A or deferred Ave., Pittsb M 
WE HAVE A GOOD, steady job open for a good typewriter echanic, good BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting Ma- 
* ls oy. pleasant workine conditio: eg gen ae a dort - : Ad. vm Ts F chines, and everything in the office machinery line State model, serial number 
i iter ree ais Pec : “4 1! wal ‘ sin ee eee eal and we will quote highest cash price International Office Appliances, Inc 
pany, a, 26 Broadw New York City 
2VICEMAN for shop and outside work by deale cated in mid-wes sady a 
moms at a B cobb ee agent Re ~einctrnt ; ( ial dent Addre ~ BY = vs as DICTAPHONES——EDIPHONES——Foremost specialists in rebuilding, sales and 
Office Ppa: Pia Chic “aie phen : 7 ; ‘ * —* purchases of dictating « iipment Write for catalog American Dictating 
ieteina aes Machine Co., 2 Fifth Ave., New York, N. Y 
LIOTT FISHER ME6 NI¢ VANT Highest *ermanent positio ' 
fentenWak te, 819 Ic aot ee. Eicon a es Pree KARDEX, ACME makes used visible filing equipment. Thousands of re- 
conditioned cabinet panel books, always on hand Special service and prices 
t s for ‘ ‘ 1 ale ; our quotations as f é a, & 
ADDING MACHINE MECHANI( so Typewriter Addressograpl Multigrap! bedi a8 lor pur h Get r itior Chas S. Nathan, Ine., 18 
Mechanic. Good salary Pruitt Office Machine 125 N. LaSalle, Chicago TORDWAY, sve : ; 
E : KARDEX, ACME, POST INDEX, ete isible filing equipment of all types bought 
. ANT a ONE BAC H: Me — c— - esmal c ! b r t Mec han cM tl ale ind sold We pec e in this field and offer full cooperation to dealers 
iit r Ex. h i Mg M oli India a ropes . ‘ ; oe Muncie Type Commercial Card Syste 135 Grand St., New York City 
wr € X¢ lange uneie,. Maiana 


GUARANTEED REBUILTS, KARDEX, other visible systems, attractively refin- 
REPRESENTATIVES WANTED shed, thoroughly rebuilt for years of additional service, moderately priced. 




















sed equipment a » bought and exchanged Univers: Office Equipment Co., 
DISTRIBUTORS: AMAZING hand envelope sealer seals 50 envelopes minute! £61 Peluduae New Your N. 4 wre ee 
Retails $3.75 big profits, fast iles, exe sive territories free trial offer! ae 
RedE, 1010 Journal Bldg., Bostor Mas 
VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in rebuilt 
Kardex, Acme nd International Visible Factograph cabinets, as well as other 
REPRESENTATIVES AVAILABLE makes. We can pp new improved brass shift rods (that will not break), 
for International cabinet ecards and card holders. Have available credit 
SALES ORGANIZATION with office n San I ncise¢ nd Los Angele nd cove 1uthorization equipmer r ne line tube panels, and 5x1! pocket panels, for 
ng all important Califor citie r ‘ tion to handle n additional office reasonable price Write nd tell us what Visible Equipment you need or have 
specialty r stationery ne Substantial € been built p through man for sale Spec price t Dealer } H. Hei nan, 4 North Eighth Street, 
vears by nten ‘ rect é ng The dditior ne ght avy he yne for St. Louis, Mo 
direct sale, but can do ec | ‘ elling to dealers for resa f that the 
anufact peaplidl. mero, r . agaage be _ ned perating Mors —— WANTED: Typewriter 11°—12”"—14”, ll makes; Ediphones, Dictaphones 
eale and is ready to put full effort behind om mee ty which will replace und adding ichine Highest prices paid Carter’s Office Equipment Co., 
‘ ne restricted because f critica er He f reference Addre , 45 Loeb Ar de, Minneapoli Minn 
M-121, care Office Appliances, Chicag . 
OWING TO PRIORITIES. a we ganized and experienced , w?reranisation WANTED TO BUY: One ed Kingsley Gold Stamping Machine Alexandria Office 
covering seven southern state can handle ada : * . : A Equipment ¢ J ennett 25 De Soto St., Alexandria, Louisiana. 
K se I 1 ce equiy en 
ffice furniture appliance t r € Or high t « f equipment de red 
Address M-120, care Office Ap nee oO xg FRIDEN CALCULATOR bad anted Highest cash prices paid R. B. Brady, 
1108 Union National Bar Bldg., Houston, Texa 
RESPONSIBLI ORGANIZATION ca ng fice é ent d cor erc _ a _ 
stationer dealers, Eastern Territory for 1 t ter ear seek dditional iter WANTED TO BUY FOR CASH—International Payroll Machines. Address BY-254, 
Commission or Jobbing basis Address M-119, care Office Apr nee Chicag are Office Ar nce Chicag 











8 OFFICE APPLIANCES 





























echni idivice t the smatie it I 
e third development of basic interest t 
NEW TRADE LITERATURE , the various proposals now before 
I f specific legislation These ha 
(Catalogues, pamphlets, broadsides, folders and other publicity ! ny attempt t na e each leg 
materials recently released) t than t dd to the prese nl 
I nt with sma t nes ner however, it appears clear 
t the t maj while desiring assistance, do not think of this ia 
Allied Carbon & Ribbon Manufacturing Corp., 165 Duane street, \ ‘ fa cash subsidy. Rather, they wist fair opportunity to compete 
York, N. Y., has put into circulation catalogue No. 4 ind wholesale p both the production and distribution f civilian and war goods 
list No. 41 In convenient 54% by 11 size, both the price list and the it One of the more recent legislative proposals is that introduced in the 
alogue are planographed \ Allied products are described in detai House in behalf f Congressman Lea hairman of the Interstate and 
Fourteen pages are devoted to carbon papers, eleven to inked ribbons anc Foreign Commerce Department It ild set up regional representatives 
one to gelatin rolls The back page carries an il tration of the Allred hose work would be along lines of aiding small business men in connectior 
building in the company of a brief history of the ryanizatior Copies t their pro s and in procurement f government contracts 
will be sent to dealer n request While the ic policy of the bi ippears sound, much of  suel 
ire worth would depend upon the type of representatives placed i 
The Gregg Publishing Company, 270 Madison avenue, New York, N. \ the field Only individuals with practical experience in small business 
has put into distribution a book entitled Army Office Training—What roblems could have a fair chance of aiding small business men to meet 
Everybody Should Know About Army Organization, Administration a he present challenge; the alternative would mean, more or less, an added 
Clerical Procedures Written by M. Allison and containing ninety-t p e to the government for which the mall busine nan, through 
pages, the book retails at $1.00. This timely publication gives authoritative vher taxe would have to pay |} hare 
information on the vast busines called Army Administration and I In general, there are a few jor items upon which all small busines 
correspondence, reports, filing, and other clerical practice that grow it en appear to be il vreement I t, relief from the numerous reports 
of it rhe comprehensive information on inductior Army organizatior hict re particularly burdensome t the nall business man’s limited 
administration and procedures should be of interest and value to every ff 
The book's use as a text could be in classes giving on training Secor in attitude f wreate nfidence on the part of the official 
for the potential clerical workers of the Army, and i isses for those ement agencies in the ma business man’s ability to supply ma 
seeking Army orientation prior to induction The purpose of the materia ter rto manufacture needed item Willing to compete with his bigger 
obviously is to reduce the Army processing that follows induction yrother the smaller business man would like to avoid the recurring neces 
goal which, when achieved, manifestly become in educational contrib t f proving capability merely because his firm is in the smaller category 
tion to the war effort ‘ business men generally rea that in many instances the procure 
nt agencies of the government must get volume celiveries on schedule 
Horder's, Inc., Chicago, has issued another attractive Christmas greet I realize also that the maintenance of many small business units in 
ing card catalogue A clear vellow cover carrying a large wreath made the var times will be an important contribution to the post-war mainte 
of modernistic pine needle ind colorful Christmas ornaments invites the ¢ f the type of government t re defending on the field of battle 
recipient to peruse the entire booklet Although devoted primarily t They fee therefore that the ¢ iest way may not be the soundest 
greeting cards, several pages are lively with illustrations of gift iten In expressing it in this fast they do not suggest that deliveries 
is fountain pens, games, desk sets, lamps, et« needs be irtanied whatsoever heir facilities, in fact, are offered 
ease such deliverie 
The R. H. Liewellyn Company, Manchester, N. H., has published a bea 
Tul little catalogue jacketed in brilliant red and carrying on the front cover ie 
only the word “Gifts,” and the company name On the first page of the 
catalogue is a portrait of one of R. H. Llewellyn’s sons and the messag 


lo Mother and Dad—May God protect and watch over you until the d 
when we will have won our fight and again may live in peace. May He give 


strength to prove my love for you and my country.—Stat his sentiment Addressograph-Multigraph Corporation, Cleveland, Ohio, has a backlog 
f \-ti 


Current Corporation Reports 


‘ v} 


sets the stage perfectly for the remaining pages of the catalogu er totaling %$33,000,000 ul e high iwccording t President 
carry illustrations of greeting cards, papeteries, leather goods and othe Joseph E. Rogers and Chairman Frank H. Woods. In the annual report, it 
items appropriate as Christmas gift \ nnounced that domestic rder eceived by the corporation in the 
ended July | were thirty-three per cent higher than a vear ago and 
The Quigley Furniture Company, Whitesboro, N. \ has issued a new that ve are cooperating with the I ted States and British governments 
catalogue in two sections, the first being devoted to wardrobe supply er ibstantial orders for defense and war work have been received 
cabinets, bookcases and check desks, and the second to occasional table The report, dated November 4, iid that since the end of the fiscal vear 
telephone tables and cabinets, costumers, umbrella stands, display table hipments have increased fiftv per cent compared with a vear ago. Net 
ind hat and coat rack Both sections are punched to fit into a two rings profit f the past year, including the Canadian subsidiary, was $1,660,750 
binder 844 by 11 inches in size Copie of the new italogue are available vetter than $2.20 a share mpares with 81,510.04 or $2.00 a 
to dealers on request hare the vear before Deduetior for the vear include $700,000 for con 
tingencies. Current assets totale . 04,494, including $1,072,290 cash, 
irrent liabilities were $4,004 ‘ fter payment of $753,813 in dividends 





nd repayment f bank loan installments of $200,000. A vear ago current 


RESINESS OPPORTUNITIES St et toms eal corres titiin taurme—in 


International Business Machines Corporation and subsidiary companies 








t earnings for the nine months ded September 30, 1942, subject to the 

Printer Plans Opening Stationery Dept. Soltis Brothers, 4541 Sout! fina ear-end adjustments, were SIs 652.4 before providing for I s 
Seeley avenue, Chicago, request catalogues and price lists from manufa Federal and Canadian income and exce profits taxes, Thomas J. Watson, 
turers of commercial stationery, writing materials, filing supplies, greeting ‘ lent of the compar reported on November 2 They compare with net 
cards, etc., for the purpose of forming a new department of their printing earnings for the corresponding 41 period of $13,217,217, an increase in 
business for the ile of these goods net earnings before taxe of 35,438 f After providing for estimated I 
S. Federal and Canadian income and ex profits taxes (including 87.299, 

2 (Mp estimated I Ss Federa ‘ es profits tax ifter deducting post-wal 

lit of $811,000 being ten per cent of the excess profits tax) the net 

for the nine months of 42 was $7,096,433, equivalent to $7.17 

-! ate? - ° hare 1 the 0 116 share utstanding September 0 1942 This 

Small Business Watching Three Current Moves to Aid ated Maa ciety Ginna Ge 2 SET tee iow dace, ame Sey 
It in Its Survival Battle tember 30, 1941, a decrease of $19,784 ews pakinataa WT. >a 

Small business, faced with many severe problems because of the effect f Federal income and excess | fits tax months ended Sep 
the war, is now watching three current developments, designed to aid it tember 30, 1942, was computed ur tt of 1942, the report 





during the difficult war production period, it is pointed out in the Nover ed 
ber Business Review of the National Association of Credit Men by Henr 


H. Heimann, executive manager Remington Rand, tInc., and bsidiarie report for the three months 








Analyzing current attempts to aid small business, Mr. Heimann note september 50 estimated ! lated net income of $1,406,658, 
in the review, which was released November 16, that the new Contr ed Ite harges, including Federal taxe his was ual to 69 cents 
Materials Plan of the WPB for supply of materials is the first of the cr 743,040 common share ne mpared with net income of 
fundamental approaches $796,542, or 34 cents a share, in the preceding quarter, and with $1,918,590 

‘The CMP is the latest in a series of official efforts aimed at coordinat I is cent share iW the Ke 4 juarter For six months ended 
ing raw materials with pr ition needs,” he says ind it is hoped t t Septembe ), net income was estimated at $2,203,200 r $1.0 1 share, 
it will aid both sub-contractors and prime contractors pared with $3,302,285 or $1.¢ ire a year age New York 

| Herald-Tribune October 28, 194 


“Disequilibrium in the supply of vital materials had developed under the 


Priorities system and it is this problem that CMP has been designed t rhe newly enacted tax measure t Royal Typewriter Company, 
; ae : 











correct. It will, however, take several months to determine whether t Inc., niv 844.000 in new taxe Ed nd ¢ tmann, president, told 
this plan's hoped-for advantages can be realized tockholders at the annual meeting. held October 27 Net income of 
“Some small manufacturers and material suppliers have already indicate $2,474,590 was reported for the fiscal ve end July ind at that time a 
the possibility that the new ‘vertical’ method of allocating materia \ footnote explained the company wou } e to pay about $360,000 more thar 
leave them more vulnerable, as sub-contractors, than did the earlier P the nt provided under tert f the revenue bill of 1942 as passe 
orities and the subsequent Production Requirements Plan, which operated the House of Representative r} footnote added, however, the 
yn a so-called ‘horizontal’ basis ~ t Finance Committee ha ine ted this requirement might be 
The second development is the ann neement of plans t eur the dow! hat t less Stock! der i ed I imendment increasing the 
ward trend in sub-contracting it mnection with war pr 1 t t } j f director fror nine t ten member Joseph A. Zock was 
the same time to provide a greater amount of work f siler ted ‘ ector New York He 1-Tribune Octoher =| 142 


dustries 
“In this connection the Smaller War Plant Corporation, together wit! W. A. Sheaffer Pen Company ect meeting held in Fort Madisor 


the WPR, the Arn ind the Navy, has developed steps designed t halt | Nove her eg terly dividend of 50c¢ per share 

machine tool and equipment deliveries t prime ntractors where ian ext dividend of ‘ tot rs pavable November 95 t 

smaller plants can, on a sub-contracting basis, employ mparable facilitic } ' tock of re rd at ‘ f ness November { Thi 

which they already have The Smaller War Plants ¢ poration, by mear with $1.00 paid f t} set vear 

of advance information from the procurement agencis wi ittempt ft 

meet production need vith p ble facilitice tlready in exister L. C. Smith & Corona Typewriters, Inc., reported for the quarter ends 

maller plants . { her 30 nsolidated net t a» 4 equal t nineteen cents a 
The announcement { tt deve pment als pointed it that the SWPP ‘ the Sf umulat e pret t ' Phi ompared with net profit 

will endeavor to maintair st of sma plants whicl in be acapte fo f {1s $1.44 hare ntl ! tock in the September quarte 

production of certain types of needed war goods a \ id the r The ny ] { rt le ’ in the 

nent agencies in plac prime } ntracte } t ; ’ refl t¢ +} t ent tyr ‘ ts. 1 rs 7 


ind the credit f the smaller plants as well as providir er neerir ere WPR } r DD Ne N robe 0 M4 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 





2,299,134 File Drawer Follower Thomas 
Eppes Madison, Fla., assignor of one-half to Woo 
row Gibson, Lee, Fla. Application October 30, 194 
Serial No. 417,192. Granted October 2 1942 

2,299,251. Adjustable Bracket. Albert ©. Perbal, 
University City, Mo Application Octot 15 4 
Serial No. 415,031. Granted October 20, 1942 

2,299,319. Pad Holder. Emanuel Gale, New York 
N. ¥ Application March 13, 194 Serial No 83, 
129. Granted October 20, 1942 

2299, 49¢ Locking Paper Clip Cort 
Rolfs son, Portland, Ore Application March 
Serial No. 385,929. Granted October 20 j 
557 Device for Making Sasdlowier Master 

P 








2 299 
} 


Tapes. Iva I Morris, Haverford i assignor 
tenjamin D. Gilbert, New York, N. Y¥ App! 
November 14 1940 Serial No 65,606 
October 20, 1 

2,299,648 Indicating Means for Cash Registers 









George V. Nolde, San Francisco, Calif assignor 
Butte Electric brane gw Sr sl Co San Frar 
alif rpora lifornia. Apy it M 
1940 Serial “No. Grant October 





9,715. Coil Binder. Rudolf Tauber, New York 
nN. ¥ Application September 12 941, Ser N 
10.506 Granted October 20, 1942 

2,299,751 Combined Record Form and Window 
Envelope. Louis Huffman, Toronto, Ontario, Canada 
assignor to Appleford Paper Products, Ltd Hami 
ton, Ontario ( anada Applicatior June 26 19 
Serial No. 281,110. Granted October 2 1942 
2,299,795 Posting Tray and Signature Card File 





Dora D. Cayton, Kinston, N. ¢ Application Febru 
ary 13, 1941, Serial No, 378,800 Granted October 
27, 1942 

2,299,799. Device for Pointing Lead Pencils. For 
rest E. Correll, Huntington Park, Calif Applicatior 
November 24 1941 Serial No 420,164 Granted 
October 27 1942 

2,299,980 Scale. Marius H Hansen, Chicage 
Il assignor to Hansen Scale C¢ Chicago, Ill, 
corporation of Illinois Applicatior November 10 
1938, Serial No. 239,847. Granted October 27, 1942 

» 299,981 Paper-Holding Attachment ties Type 
writers. Louis G. Harlam, Stockton, Cal ADI 

tior July 25 194] Serial No 104,005 G 
October 27, 1942 

2,300,029 Sorting Device for Duplicating Ma- 
chines. Robert Alonzo Willi Chic 


signor to Ditto, Incorporated 
poration of Mage Virginia 
1941, Serial 0. 398,799. Grantec ober 27 142 
2,300,089 Post for Record Books. Hubert Aubur 
Mount Healthy, Ohio, assignor to The Tenacity M 
ifacturing Co Lockland, Ohio, a corporation of Ol 





Application February 14, 1942, Serial No. 430,98 
Granted October 27 1942 

2,300,215 Folding Case. Benjamin B. Freife 
New York, N. Y. Application May 12, 1942, Ser 
No. 442,652. Granted October 27 ) 


2,300,256 Manifolding huatlines for Fanfolded 
Forms. James Gordon Kerr, Washington, D. ¢ 
signor to Gilman Fanfold Corporation, Niagara Falls 
N. Y., a corporation of Delaware Application Jar 
vary 2 194 Serial Ne 372 Granted Octe 
‘ 


2,300, 27¢ Strip Feed for Typewriting Machines 
Louis F. Hageman, Niagara Falls, N. ¥ assigne ) 

















American Sales Book Company, Ine Niagara Fall 
N. Y., a corporation of Delaware Application D 
cember 9 1939, Serial No 08.438 Granted Oct 
ber 2 1942 

2 00 279 Manifolding Pack. Arthur A. Jobhr 
Bridgeport, Conn., assignor to Autographic Register 
Company Hoboken, N J ' oration of New 
Jersey Application March 28 Serj ‘ 
385.610. Granted October 27, 1942 

2,300,423. Tape Dispenser. Harold |} B. Holt 
Allentown, Pa., assignor to The Industrial Tape Cor 
poratior New Brunswick, N J a corporatior 
New Jersey Application September 16, 1941, Sx 
No. 411,037. Granted November 1942 

2,300,469. Desk Pad. Jacob S. Sherman, C1 
Il Application May 28, 1941, Serial N 
Granted November 3, 1942 

2,300,595 Impression Device } G. R 
Chicage Il assignor to Americar rator Cor 
pany, Chicago, Il., a corporation of Il Apt 
tion August 31, 1939, Serial No. 292,89 Gr 
November 1942 

2.300 61 Listing Mechire Lor Pickerir 
Crosman, South Orange J assignor t Monr 
Calcutating Machine Comp Orange N j 1 
poration of Delaware appli ition December  2¢ 
M41, Se 1 No. 423,809. Grat Nove ! ' 
2 30082 Index ‘ renee P. Hornur H 
stead N Y assignor « ne-half to Leo H 
Joachim unty of New Y« . % Application M 
2 4 Serial Ne 394,747 Granted N« 
1942 

2,300,639. Typewriter Fastener Joseph E. Ber 
ind Chester J soteler Denver ( " Apr 
September 12 1941, Serial Ne 110.586 a 


November 442 
2,300,836. Cluteh Mechanism for Lead Carrier of 
weaenine Pencils George W. White Union Cit 


J assignor mesne issignment Sa 
ae and Jules Jacobs, Borough of Mar ur New 
York, N. ¥ copartners loing business unde t 
firm name and style of Norma Multikolor ADI 
tion October 29, 1940, Serial N 2 G 
November 1942 

2,300,979. Key Holder. Koscoe (. Simpk N 
man, Ok Appl i \y . se 
89,257. Granted November 1942 

2,301 ,02¢ age Leaf Filing Folder 
Fifel, Chicago I Application May = 
No 196 ORE cs November 42 

2,301,112 Vopseritiag Machine Otto } M 
peth, N. Y. Application Octobe HO, Ser P 
60.098. Grante 1 Novembe j2 

4 ‘XS Manifoldi g ‘Machi e ¢ WwW. B 
Mi lair N J assignor to Au raj Re 








pany Hoboken N J a corpor m of Ne 
Jersey Application November 24 39, Se N 
05,786. Granted November 10, 194 

2,301,354 Machine for — Envelopes. wi 
liam H. Alden, Jr., Bry Athyr Pa icat 
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Fs 14, 1940, Serial No. 318,837 Granted Forea, Brooklyn, N. Y. Application July 8, 1941, 
N 0 942 Serial No. 400,891 Granted November 10, 1942 
2 6 Pencil with Booklet Michael Bruck 2,301,716 Record Making Machine. Oscar J 
New York, and Herman Treibitsch, Astoria, N. Y Sune dstrand, West Hartford, Conn., assignor to Un- 
Applicat.o. Januar 23 J94l Serial N« x lerwood Elliott Fisher Company, New York, N. Y., 
Granted November 10 1 corporation of Delaware. Application December 30, 
s Peper Guidin g Attac’' ment for Type 139, Serial No. 311,742 Granted November 10, 
writers and SiaRer Machines Fritz Eibert, Dvesd«s 1942 
Gern e Alien Property ¢ oi DESIGN PATENTS 
re December ee 2281, Serial No. 177,68 134,205. Design for a Mechanical Pencil Tip. 
Be be ee a3 Hugo S. Hasselquist, Oak Park. Hl, assignor to 
3 30 - — hae ae = ee Pad loseph Dixon Crucible Company, Jersey City, N. J., 
14 ele ar boy : 41 on aoe coh : 04 i “r- “x . a corporation of New Jersey Application July 15 
Samumann 4h gl — ge ain 1942, Serial No. 107,547. Granted October 27, 1942 
Apogee Sadar yew te 134,269 Design for a Calendar. John Keith 
0. Loose Leaf Binder. Will P Clark, New York, N. Y. Application July 31, 1942, 
Elizabeth, N assignor to Wilson-Jones Company Serial No. 107,775 Granted November 3, 1942 
igo, Ill., a corporation of Massachusetts. | At 4,293. Design for a Combined ink Bottle 
m February 24, 1940, Serial No 20,0409 Stopper and Quiil. Augustine M. Mazzarelli, New 
Granted November 10, 1942 York, N. Y sssignor to Plastic Quill and Novelty 
01,482. Writing Machine. William Uhl, Roche Corporation, New York, N. Y., a corporation of New 
ter, N. 1 issignor to The Todd Compar I York. Application July 19, 1941, Serial No. 102,297 
Rochester, N. Y a corporation of New York A Granted November 10, 1942 
ication January 8 1941, Serial N f 134,298. Design for a Desk. James F. Eppenstein 
Granted November 10, 1942 Chieago, Il Application September 28, 1942, Serial 
» 301,611. Key Holder. Max Brociner, Baltimore No. 108,347. Granted November 10, 1942 
M Application July 30, 1941, Serial N 10 , 4.405. Design for a Typewriting Machine. Law 
Granted N ber 10, 1942 ence KE. Lentz, New Canaan, Conn assignor to 
2,301,618 “Folding Mailing Box. Albert R. Cur \nderwood Elliott Fisher Company, New York 
M kee, W Application July 2 | s N. Y 1 corporation of Delaware. Application Jan 
bi Granted November 10, 1942 ary 20, 1942, Serial No. 105,337. Granted Novem 
2.30 i4 es ag ~ Register Bernard \ ber 10, 1942 
Schroeder, Wi tka, Ill.. assignor to United A 134,307 Design for a Bottle. Raymond Loewy 
ap tegister Ce Chicag Il a corporation of New York, Y., assignor to Eversharp, Ine., Chi 
Illinois Application August 30, 1941, Serial N« eago, Ill., a corporation of Delaware. Application 
409,041 Granted November 10, 1942 September 16, 1942, Serial No. 108,241 Granted 
01,692. Typist’s Sheet and Bookholder. James November 10, 1942 
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GREETINGS 


[% COMMEMORATION of the birth anniversary of the Prince of 

Peace we wish the joys of Christmas for all. A sacred, holy 
day throughout Christendom, its celebration this year is 
freighted with sacrifice and suffering. Yet through these very 
agencies its significance becomes more apparent, making the 
peace for which humanity is struggling a more precious guer- 
don. May it be an enduring and just peace, a Christmas gift 
beyond price. 


KINDLINESS 


fb MANATING from the heart and mind of the kindly man is the 

spirit of good will, a rich heritage of the great proclamation 
of “good will among men” made to the shepherds on the hills 
of Judea nineteen hundred years ago. On this foundation the 
kindly man builds his life. He is well disposed toward his fel- 
lows—helpful, gracious, thoughtful. His contributing attitude 
generates similar impulses in the hearts of those with whom he 
comes in contact, setting in motion an ever widening circle of 
influence for good. The spirit of kindliness lifts the individual's 
level of usefulness to the world and invests mankind with the 
dynamic force of good will. 


THE FUTURE’S UNTURNED PAGES 


T HE BOOK of coming events can never be read with accuracy 

because its pages remain unopened even to the most astute. 
Shrewd guesses, based on current facts and trends, may be 
made, but hidden variables exert tremendous influence, often 
shifting the direction of advance just enough to arrive at unan- 
ticipated goals. 

To venture into the realm of specific prognostication is a 
hazardous undertaking. Purpose, however, may be expressed 
with assurance, and if adhered to faithfully, direct the course 
of the future to a large degree. All of the statements in the “1943 
Perspective of the Office Equipment Industry” on the following 
pages, written by spokesmen for various divisions of the indus- 
try, carry clear notes of dedication of heart and strength and 
skill to the task of winning the war. That purpose will reach ful- 
fillment in exact proportion to the effort expended for the cause 
by every individual under the flags of the United Nations. 
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1943 Perspective of the 


Office Equipment Indus 


ry 


With the advent of an all-out war economy last year, normal commercial economy became 


virtually inoperative. 


In the office equipment field, as in every other industry, the paramount 


purpose of all activity was and is to contribute to the winning of the war. Tuned to condi- 

tions, the 1943 ‘Perspective’ section is reduced in size but wide in coverage, containing 

statements from chief executives of five associations in the United States and Great Britain, 
as well as officials of the U. S. and Canadian governments. 


UNITED STATES 


The Office Equipment Industry Gors to War 


T SEEMS only a very short time 

ago that the pages of OFFICE 
APPLIANCES were devoted to spec- 
ulation and analysis of the effect 
of the war in Europe on the office 
appliance industry, particularly 
its export trade, always an im- 
portant part of the industry. To- 
day, the office appliance industry, 
to use an overworked but best de- 
scriptive phrase, has gone to war. 
When it became evident that the 
productive facilities of office ma- 
chine plants were needed in the 
war effort, the response was im- 
mediate and effective. 

While it is true that skill and 
facilities necessary for war pro- 
duction are readily available in 
the office machine industry, ex- 
perience ih the manufacture of 
arms is practically nonexistent. 
Our industry has been developed 
to produce typewriters, adding, ac- 
counting, calculating or other 
types of office machines most effi- 
ciently and most economically and 
all the equipment for production 
has been developed and built with 
only that end in mind. Several 
members of the industry have the 
experience from arms production 
in the last war to assist them. 

Office appliance manufacturers 
are fitted for production and as- 
sembly of equipment requiring 
fine mechanical skill and close 
tolerances, a characteristic of the 
fighting tools now being produced. 
All are “pitching in” with all the 
Skill and “know how” at their dis- 
posal and will continue to do so 
for the duration. 

There is every indication that 
the whole or partial conversion of 


By H. B. McCOY 


Chief, Division of Industrial Economy, 
U. S. Department of Commerce, Wash- 
ington, D. C. 


& 


American manufacturing indus- 
try, particularly in the metal 
working fields, to war materials 
and equipment will have a pro- 
found effect on post-war opera- 
tions of individual plants and en- 
tire industries. We have already 
had a few glimpses of the 
industrial designers’ preliminary 
sketches of future automobiles, re- 
frigerators and other products of 
everyday use. New materials, old 
materials in new uses, new designs 
and other features are startling 
and revolutionary and will, of 
course, when available after the 
war, immediately make all exist- 
ing equipment obsolete. 
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On the production lines business 
machines have been displaced by 
machines to wage war and in this 
change new Skills and new tech- 
niques have been developed. And 
not only problems of new methods 
have had to be solved for success- 
ful production, but in many cases 
new materials took the place of 
those commonly used in peace- 
time operations. These difficulties 
have been successfully solved and 
it is therefore very likely that 
some of these methods and ma- 
terials will be carried over into 
post-war production of business 
machines. 

When victory is won and we “re- 
convert” our immense productive 
facilities to making all the things 
we will need and desire, the public 
will expect, and demand, that all 
the experience gained by our in- 
dustries in the war be reflected in 
the products that will appear on 
the market. Will the office appli- 
ance industry merely take up 
where it left off when the war 
began? Will the typewriter, cal- 
culating and bookkeeping ma- 
chine, office furniture, cash regis- 
ter and duplicating machine of 
194x be the same as the 1942 
model? I do not think so. I have 
had the privilege of discussing 
some proposed new developments 
with manufacturers which leads 
me to the conviction that if such 
planning is carried out through- 
out the industry, the modern office 
of the future will resemble the 
office of today as little as the lat- 
ter compares with business offices 
of fifty or sixty years ago. 

The immediate responsibility of 
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the office appliance industry, as 
with all industry, is to exert an 
all-out effort to help win the war. 
A secondary responsibility, but 
equally important in relation to 
time, is rapid conversion, after 
victory, to peacetime operation 


with high productivity and maxi- 
mum employment. As a nation 
dedicated to peace, we were un- 
prepared for war; we can and 
must be prepared for peace. Long 
range planning does not interfere 
with or delay the war effort. The 
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office appliance industry can meet 
its post-war responsibilities by 
appraising peace time problems as 
they emerge during the war pe- 
riod and be prepared promptly to 
carry out post-war plans when the 
war is over. 


U. S. TYPEWRITER DEALERS 
Prople of America Will Share Peace and. Happiness With the World. 


T IS again a privilege for me to 

send my best wishes to the men 
and women of the office machine 
industry, and to all other readers 
of OFFICE APPLIANCES. I am hoping 
again that 1943 will bring us 
peace and happiness, this time 
for the whole world. I hope that 
we in America have learned for 
all time that we can’t wish for 
peace and happiness unless we 
want it for the whole world. From 
now on we can expect only to 
share in that happiness that the 
whole world can enjoy. 

I speak today to the industry 
that has been regimented as no 
other industry in the history of 
the United States has been regi- 
mented. Even at that, perhaps 
because of it, I think that we can 
look forward with pleasure to our 
job for the coming year with the 
thought that we have not only an 
important job to do, but that we 
are better prepared than any 
other industry for what is com- 
ing. We all know our orders. We 
are acquainted with our jobs. 
Think how everyone else will still 
have to come under regulation! 
They will have to learn to operate 
under restrictions that will be 
ever tightening, even while ours 
might be loosening, as they have 
the past month or so. I am sure 
that we can look forward to an 
increase in our contribution to the 
nation’s industry and to the 


By IRWIN VINCENT 


President, Western Typewriter Com- 

pany, Topeka, Kans., and President, 

National Typewriter & Office Ma- 
chine Dealers Association 
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armed forces during the year 
ahead. 

I am now going to speak of our 
industry’s largest need, and I 
speak advisedly. We have been 
warned that we will have to keep 
our manpower at its peak point. 
This must be done, if we are to 
continue. You have been warned 
that hope of any deferment in 
the calling of your men to the 
armed services will be only on ac- 
count of your program of train- 





MR. VINCENT 


ing mechanics. It is now apparent 
that the demands on these men 
by the Army and Navy will not 
even allow the usual deferments 
of past months. So therefore, it 
is imperative that training be 
given to those who might stay 
with you. Leaders in our indus- 
try have turned to training 
women mechanics. It is wise to 
follow the leaders in this case. 
The pleasure of announcing the 
“all high point” in membership 
during the history of our associa- 
tion is mine. It is a very fine 
thing also to announce that there 
have been practically no fatalities 
to the firms who are members of 
our association. The reason speaks 
for itself. In union and coépera- 
tion there is strength. So we are 
now working for that new “goal”, 
DOUBLE THE MEMBERSHIP IN 
1942-43. We are doing it with your 
help; we will succeed if you will 
help us. Membership is for the 
full year; joining now still gives 
you twelve months of service. 
My wish for America last year 
definitely came true. I wished 
that the American people would 
truly become “United” in purpose. 
Well, the Japs did it for us. May 
we keep this national “Unity of 
Purpose” until “Victory” is ours, 
and until we achieve that peace 
and happiness that America has 
always striven for, not only for 
ourselves, but for the whole world. 


U. S. STATIONERS 
Conducting a Retail Business in Wartime’ 


N TRAVELING around the coun- 
try I never miss an opportunity 
to visit the leading retail stores, 
noticing particularly their method 
of display and the reception given 
me by the sales people. There has 


By E. B. HEALY 


President, Santa Fe Book & Stationery 
Company, Santa Fe, N. M., and Presi- 
dent, National Stationers Association. 
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been a decided decline the past 
few months in the quality of serv- 
ice rendered by some of our lead- 
ing stores throughout the country. 
It seems that many of us are too 
prone to blame everything on the 
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war and are perfectly content to 
let things slide in a slipshod man- 
ner simply because we have sold 
ourselves on the idea that this 
kind of service is what the public 
expects during these times. Some 
dealers make no effort to improve. 
In my opinion, this is indeed a 
mistake. Perhaps our sales force 
today is not up to standard. We 
can, however, sell them on the 
importance of being human and 
greeting customers in a friendly 
manner. War or no war, cus- 
tomers still think that they are 
entitled to some personal service. 

We have lost some of our best 
salesmen, including our manager. 
These men have been replaced 
with girls who have required and 
received the necessary help to 
carry on and do what I think is 
a swell job. In our social depart- 
ment we even have girls trimming 
windows. We've been able to re- 
tain a happy atmosphere, which 
is noticed and appreciated by our 
customers. 

During such times as we are 
experiencing, I think it is more 
important than ever to conduct 
sales meetings regularly. A good 
many dealers won’t agree on this 
-they will say that we can sell 
everything we are able to buy, so 
why sales meetings? Certainly if 
we expect to maintain a high 


level of merchandising now and 
after the war, these meetings are 
necessary. 

Another thing which I have 
noticed is the indifferent way so 
many salesmen operate today. 





MR. HEALY 


This attitude of “Somebody else 
will be glad to buy it if you don’t” 
is bound to be remembered and 
will prove most unfavorable when 
things get back somewhere near 
normal. One of the most abused 
phrases, in my way of thinking, is 
the one voiced by so many mer- 
chants and manufacturers today 
—“Because of conditions beyond 
our control.” Let’s put forth a 
special effort to sell what we are 
fortunate enough to obtain and 
forget the critical items that are 
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out of the picture. Conditions for 
the small business man who is 
conducting what is termed “a 
non-essential business” will not 
improve for quite some time. If 
we take the attitude that our gov- 
ernment must see to it that we 
stay in business regardless, then I 
think we are doomed. Let’s do a 
better job with what we have to 
work, forgetting entirely our old 
method of merchandising and I 
think we all will be agreeably sur- 
prised at the results. 

Another thing that has been 
quite noticeable lately is the ap- 
pearance of some of the stores 
that have always been the last 
word in neatness and arrange- 
ment. Today some of these places 
permit shelves to become empty, 
and display tables junked*up so 
that they fail to do the very thing 
that they were originally intended 
to do—that is, sell more mer- 
chandise. 

I guess I’m an optimist. If I am, 
I thank God for it, for I do have 
faith in our country, our govern- 
ment and our business, and do 
feel that we are headed for better 
times in the none too distant 
future. So let’s take up a notch 
in our belts and do our job a little 
better. If we do, we will certainly 
be in a better position to carry on 
when the world is at peace again. 


U.S. OFFICE EQUIPMENT MANUFACTURERS 
Tho. Industrys. Throo-Fold Function in Wartime 


ONVERSION to war production 

in many units of the office 
equipment industry started well 
before Pear] Harbor. The past year 
has seen the completion of that 
conversion. 

In addition to the problems of 
transforming any industry from 
well known and well understood 
manufacturing routines to the 
new and exacting requirements of 
war, a tremendously difficult job 
in itself, the office equipment in- 
dustry has had to meet some spe- 
cial problems all its own. 

On the one hand, its products 
are even more essential in war- 
time than in peace-time. Produc- 
tion of munitions could not be 
carried on at an ever increasing 
tempo nor could an Army be re- 
cruited, trained and_ supplied 
without office equipment. 

On the other hand, the produc- 


By C. E. HALLENBORG 


Vice-President, Dictaphone Corpora- 
tion, and President, Office Equipment 
Manufacturers Institute 
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tion of materiel for war requires 
precision in manufacturing—ma- 
chines able to work to close toler- 
ances and production skills to op- 
erate such machines. The office 
equipment industry has always 
been an industry of precision. Its 
very stock in trade is exactness. 
Its machines and skills are just 
the sort needed for the manufac- 
ture of munitions. 

The industry, therefore, was 
confronted with the three-fold job 
of building up a stock pile of its 
regular products for essential ci- 
vilian and military use, getting 
into production on war items, and 
maintaining service on its equip- 
ment in the hands of customers. 


Achieving full steam ahead on 
war production and at the same 
time maintaining essential civilian 
service has been the wartime as- 
signment of office equipment ex- 
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ecutives during the past year. 
Some evidence of how well the job 
has been achieved is the billions 
of dollars of war contracts held by 
members of the industry including 
some of the most intricate of mili- 
tary requirements. 

I am sure that if in some mircu- 
ulous way the industry could have 
made its regular products, in addi- 
tion to making materiel for our 
Army and Navy, that the whole 
process of war production would 
have been speeded. But because 
this is obviously impossible a 
choice had to be made. It was 
office equipment or bullets. So 
now, with its manufacturing fa- 
cilities converted to munitions 


most office equipment companies 
are distributing new office equip- 
ment from their stock piles on 
releases from the War Production 
Board and are relocating ma- 
chines for other urgent needs by 
finding unused equipment and 
getting it into the hands of users 
to whom it is essential. 

There are compensations for 
these wartime restrictions. When 
I went to work for Dictaphone 
Corporation immediately after 
World War I, i started as a com- 
mission salesman. I made a lot 
of commissionless sales because of 
the tremendous surplus of equip- 
ment created by the ending of 
wartime production. Certainly the 


CANADA 


os 
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shift from wartime to peacetime 
conditions will be less difficult 
after this war just because the 
manufacture and sale of office 
equipment has been restricted. 

Members of the Office Equip- 
ment Manufacturers Institute and 
others in the industry have pre- 
sented an intelligent, codperative 
attitude toward the requirements 
and restrictions placed on them 
by the war agencies. I believe that 
the members of the industry will 
look back with pride on the year 
1942. 

But the office equipment indus- 
try isn’t taking time to feel satis- 
fied. It is too busy helping to 
avenge Pearl Harbor. 


Industry Converted to War Work —Presont Equipment Use Increased 


HE YEAR 1942 will be remem- 

bered in Canada as the year 
in which the manufacture and 
distribution of office machinery 
came under government control. 
Although manufacturing facilities 
in this industry were set up prin- 
cipally for assembly operations, 
as Canada was two years ahead 
of the United States in converting 
its industries to a total war econ- 
omy, a few office machinery 
plants were already operating on 
war contracts before the an- 
nouncement of the first limitation 
orders from Washington in the 
early part of this year. 

While the “L” orders, which 
were issued by the War Production 
Board at Washington had no force 
in law in Canada, their affect on 
the whole situation of the distri- 
bution of office machines and 
equipment in this country were 
far reaching. The principal source 
of supply for all types of business 
machines, accounting machines 
and typewriters for Canada was 
our friendly neighbor across the 
border. 

The Wartime Prices and Trade 
Board had been set up in Canada 
by Orders-in-Council in the latter 
part of 1941 for the purpose of 
stopping infiltration by maintain- 
ing an overall price ceiling on all 
goods and services. A separate di- 
vision had been created to admin- 
ister the maintenance of the price 
structure on all office machinery 
and a director of office and ac- 
counting machines was appointed 
in February, 1942, under D. P. 
Cruikshank, the co-ordinator of 
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metals. No sooner were prices 
clearly established (as per basic 
period—September 15 to October 
11, 1942) and many differences 
and disputations ironed out, when 
the disturbing problem of shortage 
of supply loomed on the horizon. 
PD-1A applications for priority 
ratings covering the importation 
of office machinery in completed 
state went into effect immediately 
and Administrator’s Order A-194 
and A-195 regulated the distribu- 
tion of typewriters and office ma- 
chinery which were already in 
Canada and to be imported in sets 
of parts under the quotas set forth 
by the U. S. limitation orders. 
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Amendments to these orders fol- 
lowed, as the American policies 
tightened, until these necessary 
machines were released only to 
the armed forces, Dominion Gov- 
ernment departments vital to war 
and essential war industries en- 
gaged in dynamic war production. 

The typewriter and office ma- 
chinery plants in the United 
States were rapidly converted to 
war production. In the autumn 
months Canadian war industries 
took stock of their office equip- 
ment and faced new problems on 
double shift operations with the 
office help market almost com- 
pletely dried up. Sales representa- 
tives made a right-about-face and 
their efforts are now being di- 
rected towards economies in meth- 
ods and materials. They have still 
a long way to go and much can 
be accomplished by an intelligent 
survey of office procedures in the 
interests of a broader and more 
concentrated use of existing equip- 
ment. Those who have adopted 
mechanized accounting do not yet 
sufficiently realize that these ma- 
chines are in critically short sup- 
ply. 

A program of simplified practice 
is in operation under the Wartime 
Prices and Trade Board, the ob- 
ject of which is to release the 
maximum amount of materials, 
machine capacity and manpower 
for direct war purposes. Under 
this program, all manufacturers 
had to eliminate two carriage 
widths of typewriters, and styles 
of type have been reduced from 
fifty-two to two. An outstanding 
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economy was accomplished by cut- 
ting down the variety of keyboards 
on typewriters from approximately 
225 to only two, which are now 
English and French. 

The Director of Office Machin- 
ery in Canada has wide powers. 
He may prescribe the kinds, mod- 
els, types, qualities, sizes and 
quantities of the products under 
his control that may be manufac- 


tured, sold or supplied in Canada. 

We now have a new pattern of 
business throughout the world 
bringing the economic systems of 
the various countries under the 
control and direction of the gov- 
ernment. 

We have adopted this new pat- 
tern of business as a defensive 
measure, for we know only too 
well that it does facilitate the de- 





OFFICE APPLIANCES 


velopment of a powerful military 
machine. As a contribution, office 
machinery has been mobilized for 
war in Canada. However, our win- 
ning the war will be in vain unless 
we remember that, although as a 
defensive measure we have 
adopted government control of 
business, our democratic way of 
free business enterprise must 
again prevail. 


GREAT BRITAIN 
Office Appliance Trades Association 
Older Mon Carry. On and. Plan for Carcor Salesmon After the War 


INCE the formation of the 

Office Appliance Trades Asso- 
ciation of Great Britain & Ireland 
in 1921, we have each year elected 
a chairman and executive com- 
mittee until the beginning of the 
present war. Then we decided 
continuity was the best policy, 
and have since elected the same 
chairman and executive commit- 
tee to carry on. 

We have accumulated quite a 
list of “ex-chairmen” who have 
spent most of their lives in the 
office appliance and _ kindred 
trades, and who, in their turn, 
have accumulated a wealth of 
experience in the diverse activi- 
ties covered by this wide term 
“Office Appliances.” 

Many years ago we decided to 
hold an,annual social gathering 
of ex-chairmen, no one being 
present other than ex-chairmen, 
not even the chairman of the cur- 
rent year being acceptable. Just 
such a meeting was held last week. 
We always hold it in October just 
prior to the annual general meet- 
ing of the association. Last week 
there were present eleven ex- 
chairmen. Seven were absent, 
two of them serving with the 
forces, one had to attend an im- 
portant social gathering, two of 
them have passed on and two are 
now located in America, so we 
had a full attendance of those 
available. 

In view of wartime difficulties 
our meeting this year was a 
luncheon meeting and afterwards 
we sat around the table for an 
hour or so reminiscing on the 
past, considering the present and 
endeavoring to forecast the future 
of the trade. Perhaps some of 
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our reminiscences would be of 
interest to you in America. Each 
year we tell ourselves that we are 
a lot of old fogies and that 
shortly we ought to be handing 
the reins over to a new genera- 
tion. Although this is said each 
year, each succeeding year still 
finds us in the saddle. Perhaps we 
are selfish, perhaps a little self- 
opinionated, thinking that the 
younger ones cannot carry on. 
However, in wartime such excuses 
are not needed. We older ones 
have got to carry on. We must 
keep business going and the jobs 
open, first for its value to the 
war production effort and sec- 
ond to have jobs available for 
the young men when they come 
back. 

Our discussion was largely on 
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these lines. It was emphasized, 
for instance, how necessary it 
was to bring up a race of well 
educated, first-class young men 
who do not just drift into the 
office appliance trade. We must 
have men who have left their 
school, college or university with 
the definite intention of becoming 
office appliance men and with the 
ambition of becoming leaders in 
our industry, who accept their 
first useful training in our trade 
and who by the time they reach 
mature age are satisfied that the 
trade is sound and can carry 
them through their whole careers. 
Regretfully, we have to confess 
that we have yet to convince 
these young men that in the office 
appliance trade there really is a 
useful and profitable career. 


A Heritage from World War I 


After the World War I, a large 
number of people who had all 
sorts of specialties to sell, e.g. 
vacuum cleaners, refrigerators, 
office appliances and many other 
types of specialty lines, engaged 
ex-officers and ex-soldiers on a 
commission basis to sell their 
goods regardless of their capabili- 
ties as salesmen and regardless 
of their training. Only one point 
seems to have been considered, 
namely that these people had a 
gratuity and they had some means 
of living for a little while. For 
some years we had a very shifting 
population in our industry, but 
very few of these commission men 
remained. How could they? Very 
few of them ever really knew the 
industry. What had been their 
period of training? And what had 
been their apprenticeship? As 








DECEMBER, 1942 


you in America will readily appre- 
ciate, as we do here, no crafts- 
man can be thoroughly trained 
without a suitable apprenticeship. 
So we ex-chairmen discussed the 
future of our trade on these lines. 

We thanked Providence for the 
fact that we were still reasonably 
well, physically, with a_ great 
capacity for thought, initiative 
and above all, enjoyment of life. 
We were grateful that none of 
us had come to an untimely end 
during the very difficult period 
that “our London” had _ gone 
through. We thanked our lucky 
stars that we were still able to 
keep business booming, although 


difficult, but with goodwill and 
determination on both sides, diffi- 
culties had been overcome. 


Typewriter’s Influence 


We discussed the origin of type- 
writers—the reason why the key- 
board was so constructed and 
constituted, the influence of this 
extraordinary invention on mod- 
ern commerce and our industry 
in particular. Generally, our dis- 
cussion tended toward looking 
forward, but there were some who 
said looking forward was just 
“hooie.” How could we talk of 
reconstruction until we knew what 
we had to construct? But had 
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inventors followed those lines, and 
invented only what they knew 
had to be invented, then we 
should have been short of our 
most remarkable lines of the 
present day, lines which have 
made a great difference to civil- 
ization. Those inventors did not 
work on the lines of what they 
had to construct. ‘They were 
visionaries who looked forward. 
Thus do we “old men” of the 
trade talk together on one day 
in each year, and let our thoughts 
wander. Will you, in your land 
of push and energy, will you tell 
us that we waste our time? We 
think not! Goodbye. 


GREAT BRITAIN 
Typewriter Trades Federation 
Man Power Shortage Serious — Labor Pooling Bang Jrued 


HIS number of OFFICE APPLI- 

ANCES will be in the hands of 
readers shortly before what, in 
those golden days of peace, was 
the festive season. Even though 
the exigencies of war may deny 
us indulgence in the material 
things, the spirit of good will 
which Christmas engenders, and 
the hopes for the dawning year, 
cannot, and will not, be quenched. 
It gives me great pleasure to have 
this opportunity to convey to our 
American friends, on behalf of the 
executive council and members of 
the Typewriter Trades’ Federation 
of Great Britain and Ireland, our 
cordial wishes and good will for 
Christmas, and the hope that 1943 
will prove “Victory Year” for the 
United Nations. 


1942 Most Difficult Year 
in Industry History 


I do not exaggerate when I say 
that the past year has been one 
of the most difficult in the history 
of the typewriter trade in these 
Islands. Even the last war—diffi- 
cult as conditions then were—did 
not produce the multitudinous 
problems that have confronted us 
in recent months. These difficul- 
ties, if not surmounted entirely, 
have been made easier only by 
the loyal cooperation and the sup- 
port with which the general body 
of the federation’s membership 
has accorded the executive coun- 
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cil in all its efforts to steer the 
ship through troublous waters and 
sudden squalls. 


It would take many pages to de- 
tail all our difficulties and the 
industry’s valuable contribution to 
the war effort, but the solution of 
the problem of diminishing man 
power is indicative of the spirit of 
collaboration, and the elimination 
of private and individual interest 
to the common cause, which is the 
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actuating motive in our industry 
today. 

In common with other indus- 
tries increased demands have 
been, and are likely to continue 
to be, made on the man power of 
the typewriter trade in order to 
provide labor in the armament 
factories and men for the armed 
forces. This has resulted in an 
embarrassing shortage of skilled 
labor with which to perform the 
all-important duty of keeping the 
many and very much overworked 
typewriters up to concert pitch, 
the efficiency of which if impaired, 
would slow down administration 
to an alarming degree. One may 
quite well imagine the chaotic 
condition which would prevail if 
manuscript had to be resorted to 
in the distribution of orders and 
instructions to the millions in the 
armed forces, in the factories and 
to the general public. Therefore, 
some form of interchange of labor 
was essential. After several imma- 
ture attempts, a scheme of pooling 
of skilled labor has been brought 
into being, from which it is hoped 
and expected that a considerable 
all-round saving will be effected, 
and the eclipse of the smaller 
traders averted. I am very sen- 
sible of the fact that without the 
wholehearted cooperation of ali 
classes of the industry, the sub- 
ordination of self, plus the in- 
herent good humour and tolerance 
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of our people, the scheme could 
not have been mooted, much less 
put into operation. 

There is, I am sure, much logic 
in the maxim, “Good cometh out 
of evil,” and it is my hope that 
when victory is achieved the same 
spirit of mutual trust and under- 
standing, born of necessity and in 
adversity, will live and flourish 
during the no less difficult days 
which may be the aftermath of 


total war, not only in this coun- 
try, but throughout the world. 
Our trade is essentially Anglo- 
American, and the friendliness 
and mutual aid which now char- 
acterizes the relationship between 
our two countries is surely an 
augury for the future. I look for- 
ward to the day when there will 
be a regular interchange of dele- 
gates to official conferences and 
social conventions on both sides 
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of the Atlantic; when all conten- 
tious matters pertaining to our 
trade might be elucidated in a 
spirit of good will and under- 
standing. It may be, too, that life 
long friendships will arise from 
this interchange, and, if so, who 
will deny that something of the 
utmost value has been achieved, 
that “something” which cannot 
fail to follow the principles of the 
Atlantic Charter. 


Travelers’ Restrictions Increase Journal's Value 


RANSPORTATION _ difficulties 
for the traveling representa- 
tives of office equipment manufac- 
turers have become acute with the 
nation-wide rationing of gasoline. 
Of course dealers in the trade 
will understand why, in the fu- 
ture, they may receive fewer calls 
from these salesmen who have 
been so helpful in supplying prod- 
ucts and merchandising sugges- 
tions, as well as other services. 
Fortunately, however, through 
the pages of OFFICE APPLIANCES 
the manufacturers are still able 
to maintain regular contact with 
their dealers at a time when the 
dealer is seeking information. The 
majority of the companies pro- 
ducing stationery and office equip- 
ment have for many years pre- 
sented their sales messages 
through both the advertising 
pages of this journal and the per- 


sonal calls of their traveling men. 

The business publication, as the 
clearing house of trade in forma- 
tion, has teamed up with the sales 
forces to render a constructive 
service in aiding the development 
and operation of the individual 
retail establishment. Now that 
part of the team is handicapped 
by war conditions, the trade jour- 
nal becomes more valuable than 
ever aS a means of contact be- 
tween dealer and manufacturer. 

Many a dealer in recent months 
has said that OrricE APPLIANCEs is 
more important to his business 
than ever. For many years en- 
thusiastic readers of this journal 
in the United States and other 
lands have declared they would 
not—could not—get along with- 
out it. 

The fast changing conditions 
brought about by the war have in- 


For a Successful Success 


creased the necessity of keeping 
constantly informed on regula- 
tions pertaining to sales of office 
utilities and the availability of 
various products. The journal has 
tuned its pages to the times in an 
effort to be as helpful as possible 
in meeting the need. 

The department on New Equip- 
ment, Devices, and Supplies in 
every issue is found equally as 
valuable as the advertisements in 
announcing in word and picture 
new products and developments, 
many in alternate materials. 

In the advertising pages, read- 
ers will find the current messages 
of each manufacturer on both 
their established and new lines. 
Dealers will also observe that com- 
panies which have converted to 
war production are no less desir- 
ous of keeping in touch with their 
retail friends. 


a MAN who is licked by one failure is a man who may be spoiled by 
one success. If you can't stand it to lose, you probably can’t stand it 


to win. 


That may sound foolish, but consider the men you know who have suc- 
ceeded at something the first time they tried. Success has gone to their heads 
and when they have tried next time, they failed. Failure has gone to their 
hearts and they have wilted. 

None of us can be a second Abraham Lincoln, but some of us can exhibit 
something of Lincoln's persistence in the face of one failure after another. 
Lincoln ran for the legislature and was defeated. He was to marry beautiful 
Ann Rutledge and she died. He ran for congress and was beaten. He sought 
a political appointment and it was given to another. He was a candidate for 
the United States Senate and Stephen A. Douglas beat him. All these failures 
kept Lincoln from getting definite political preferment until he achieved his 
final crowning distinction. 

The man who achieves an early success, with no experience in the tough 
school of failures is not likely to continue having one success after another, 
and a successful beginning is going to make it hard for him to stand up under 


future failures. 


It is not to be expected that a man will court failure at the outset in order 
to harden himself, but the man who does start with more or less failures is 


going to have a more successful success when it comes. 


—Frank Farrington 





19 


An Outline of Eight Methods of 
MEETING PERSONNEL SHORTAGES 


F THE many war-time prob- 

lems besetting office appli- 
ance dealers, the worst is not the 
lack of materials and equipment 
to meet peak sales and service, but 
that of personnel. Almost every 
company has lost important em- 
ployees to the lure of high-pay 
defense jobs, while military and 
naval service have taken many 
more. 


Many stationers are taking steps 
to solve the difficulty by training 
new people in advance of the time 
they will be needed; by “recruit- 
ing” new help through existing 
employees, and by offering far 
more attractive working condi- 
tions. Ordinary methods, however, 
are useless under current war con- 
ditions, according to a midwestern 
office appliance dealer who has de- 
veloped eight methods for com- 
batting personnel shortages. These 
are: 


1. Re-hiring of former employ- 
ees who resigned several years ago 
to go into private business or other 
occupations. There are many 
such experienced stationery people 
who now find that their present 
occupations are endangered by 
priorities, price ceilings, etc., and 
who will be glad to return to the 
store if the idea is presented to 
them attractively enough. Rec- 
ords of former employees kept in 
the personnel office can turn up 
names of people who should be 
followed up, carefully aud individ- 
ually, and invited to return to 
their old jobs at once. The major- 
ity, of course, will not make a 
change, but there are bound to be 
several available. 


2. Use of retired men and wo- 
men. On every personnel record 
there can be found numerous re- 
tired office appliance people who 
are now “itching” to have some 
part in winning the war, but 
whose age precludes their entering 
war-plant work. Many will be 
glad to re-enter the trade, and 
will need only a small amount of 
“brushing up” to be able to handle 
their former responsibilities again. 
Others, of course, will not be able 
to work full time, but can “spell” 
others to help get needed work 
out. 


How Unavoidable 
Staff Reductions 


Can Be Overcome 
° 


3. Use of part time workers. 
New federal and state employment 
agencies are now listing men and 
women with slight physical han- 
dicaps or whose time will permit 
them to work only half days, who 
are apt enough or experienced 
enough to step in to do office ap- 
pliance work. Two part time work- 
ers, of course, are better than 
none at all, and their use can re- 
lease more experienced employees 
to handle the more difficult or 
complex jobs. Men with disabili- 
ties which prevent full time work 
are often experienced and capable 
and need the work as well. 

4. Use of high school and col- 
lege students. Although college 
men have been largely ruled out 
by the recent decision to draft 
them, high schools are glad to 
recommend deserving boys who 
can spend afternoons and week 
ends in the store and on more 
arduous stock jobs, and girls with 
high ratings in business efficiency 
for office work. Often they are 
surprisingly quick to “catch on” 
and again have the power to re- 
lease the older, experienced men 
for the work which requires long 
service. Hundreds of high school 
students are now splitting their 
time between school and impor- 
tant jobs. 


Retaining Present Employees 

The above methods apply of 
course to new-personnel procure- 
ment. Above that, according to 
the firm mentioned, there is the 
far more important matter of re- 
taining the old employees who 
may be casting longing eyes at 
fantastically large pay checks in 
war plants. They hear stories con- 
cerning the $105 check the neigh- 
bor’s boy earned for a week’s work, 
and others. To keep them “on the 
job” the company should: 


5. Demonstrate the employee’s 
importance to the war effort in 
his own job. 

6. Make clear the fact that em- 
ployees who remain on peace-time 
jobs during war periods invariably 
show a better financial return 
averaged over five years or so 
than those who quit to enter war 
employment which will suddenly 
“fold up.” During World War I, 
records kept by federal agencies 
demonstrated this to be a fact. 
Personnel should be reminded that 
the company will continue to give 
them employment long after the 
last war plant has been closed 


7. Pleasant working conditions. 
Employees in all departments de- 
serve such attractive facilities as 
clean, warm rest rooms, good 
lighting and warmth in all work, 
a pleasant and cheerful place to 
eat. They should be made associ- 
ates in getting a big job done, 
should never be rebuked for ordi- 
nary mistakes, and be given ample 
hope for advancement to better 
jobs later on. Bonus systems for 
meritorious work which demon- 
strates that the employee has the 
company’s interests at heart can 
be paid at long intervals and pro- 
vide an incentive for the worker 
to stay at his job. If family work- 
ing hours are such that it is diffi- 
cult for the devoted husband and 
father to see his family, he should 
be given an arbitrary half-day 
off for this purpose. Many em- 
ployees will resign for this one 
reason alone. Give the employee 
the job he likes most, and let all 
apply for a change to other work 
if they feel they will be happier 
there. 


8. Lastly, increase _ salaries 
wherever possible. Employees who 
see profits jump while their own 
income remains the same in the 
face of higher living costs are sure 
to be disgruntled enough to quit. 
While office appliance dealers can- 
not pay salaries comparable to 
defense plant pay scales, they can 
demonstrate that the employee 
shares in the benefits by raising 
his salary. It is far wiser to pay 
a larger salary than to waste time 
and money under war pressure in 
training new people! 
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Efficiency. 9s. Gided. by 
APPROPRIATE OFFICE ENVIRONMENT 


Busi 


NVIRONMENT is just as im- 

portant to an office program 
as it is to social development. No 
matter the quality of personnel or 
equipment of an office, the com- 
bination will produce more and 
better results when influenced by 
the best surroundings possible to 
create. 

To have proper environment 
you don’t have to have an office 
that resembles in splendor the 
foyer of the Waldorf Astoria or 
the main salon of the Queen Mary, 
but an office, no matter how plain, 
can be devised and arranged so 
that it will lift the morale and 
energy of employees above that 
found in any ordinary workshop 
that has not had the benefit of 
planning. 

The light and roomy office, 
which is so attractive to the 
casual visitor, may have draw- 
backs as a working place which 
interfere seriously with efficient 
performance. Its means of venti- 
lation may produce only annoy- 
ing cross shafts which disturb the 
workers without effecting an ade- 
quate change of air. Its lighting 
fixtures may produce more glare 
than real illumination. Its pol- 
ished floor and rows of shining 
desks may be a perfect sounding 
board for a constant clamor which 
beats with deadly effect upon the 
brains and nerves of those em- 
ployed there. These are the prin- 
cipal factors in good office en- 
vironment from the standpoint of 
efficiency; proper ventilation, 
effective lighting, and adequate 
noise control. To be efficient the 
office worker has to think, to see 
and to concentrate. 





The Meaning of “Ventilation” 


Ventilation and temperature 
have frequently been confused. 
Not so long ago we were ready 
and willing enough to “ventilate’’ 
an uncomfortably warm room, but 
gave no thought to the needed 
ventilation of one that was cool. 
Air-cooling for comfort will be 
found helpful, but air-cleaning for 
health and working efficiency is 
more important. Of course office 
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workers do not die, or even be- 
come seriously ill for lack of suffi- 
cient quantities of pure air, but 
they do become unduly fatigued 
and enervated, and errors mount 
in spite of their honest efforts. 
The extent of any office venti- 
lating system required will natu- 
rally depend on the number of 
people employed. There isn’t much 
of a problem in ventilating a room 
only one person occupies, but 
when more than one person is in 
a room the need for proper venti- 
lation becomes highly important 
because employees then become 
contributory factors to their own 
efficiency or inefficiency. 


So far, the man hasn’t been 
born who could arrange ventila- 
tion that will be uniformly accept- 
able to even a small group of 
people. The slightest draft will 
define pneumonia in one person’s 
mind while being a source of com- 
fort to another. Needless to say, 
the office manager cannot bring 
100 per cent comfort to each em- 
ployee, so he inherits the difficult 
task of getting an average venti- 
lation that all can accept in vary- 
ing degree and that all will profit 
by whether they know it or not. 
The very fact that this is a diffi- 
cult job should impress its impor- 
tance on the management. 


Office executives for many years 
have wrestled with the ventilation 
problem and one reason why it 
has not been better solved is there 
probably were so many problems 
easier to solve. But with artificial 
air-cooling or air-washing sys- 
tems coming into vogue today 
with attendant expense, the prob- 
lems of ventilation, simplified or 
expensive, is going to be one no- 
body can sidetrack. 


Nood Awakening. to Importance of. Swrroundings. 


Lighting, in a broad sense, is a 
factor of environment, although 
the daylight or general overhead 
lighting in an office may be so 
inadequate, desk lamps are re- 
quired as a part of the equipment. 

Good lighting is of prime im- 
portance in an office because of 
the steady and close seeing tasks 
peculiar to it. The office worker 
not only has to see, but to see 
quickly. The rapid operation of 
the modern calculating machine 
is an example. There must be 
enough light on the dials of the 
machine to enable the operator to 
read the results accurately at a 
glance. Taking time for a second 
or third look slows up the opera- 
tion and lays the groundwork for 
error. Straining the eyes sets up a 
muscular fatigue that affects the 
whole nervous system. 


A most interesting demonstra- 
tion of the relationship between 
lighting and efficiency is described 
in a book, “The Science of See- 
ing,” by Matthew Luckiesh and 
Frank K. Moss, published by the 
D. Van Nostrand Company. In a 
specialized department of consid- 
erable size the level of illumina- 
tion on the work was raised from 
eight to sixty foot candles and the 
position of the copy was changed 
so that it could be read with the 
eyes in a normal position. An im- 
mediate, sharp increase in pro- 
duction and decrease in the per- 
centage of error was. noted; 
moreover, the new rate of perfor- 
mance continued to improve for 
some eighteen months after all 
machines in the department had 
been equipped with the new facili- 
ties for seeing. 


It is a well known fact that hu- 
man behavior adjusts itself to 
conditions and environment. This 
is particularly noticeable in visual 
habit. Almost any person who has 
had occasion to have his eyes ex- 
amined by an expert and to be 
fitted with new glasses for the 
correction of defects in vision, 
knows that the new glasses sel- 
dom give the maximum relief un- 
til they have been worn for a 
time. The vision adjusts itself to 
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the aid furnished by the ophthal- 
mologist and results are then sat- 
isfactory. 


Poor Lighting Does Not Save 

Poor lighting in an office is false 
economy, as the additional cost 
necessary to bring the lighting up 
to standard is offset many times 
over by the reduction in errors 
and increase in production which 
is sure to follow. Many times, of 
course, poor lighting is not so 
much the result of an effort to 
save expense as of a lack of 
knowledge. Since lighting has be- 
come a rather exact science, the 
way to be assured of good lighting 
is to put a specialist on the job 
to make a survey of requirements, 
thereby ascertaining what is 
needed to supply the _ correct 
amount of light, at the proper 
place and of the quality called for 
by the particular kind of work. 

In “The Science of Seeing,” 
Luckiesh and Moss have shown, 
too, that there is a marked rela- 
tion between vision and noise. In 
a test made on visual performance 
of certain tasks under intensities 
of illumination, a further variable 
was added by the introduction of 
noise. The test was first taken in 
a quiet room, then in a room in 
which several small generator sets 
were operating. The results indi- 
cated that the distracting noises 
of the machines increased the 
average time required by the test 
by about six per cent. 


Noise Disturbs Workers 
Unnecessary noise in an office 
can and should be eliminated. It 





is distracting and annoying. In 
tests conducted by Dr. Donald A. 
Laird, noted psychologist of Col- 
gate University, the output of the 
average typist was shown to be re- 
stricted about five per cent, and 
in some cases considerably more, 
when noise was not reduced by 
acoustical installations. With 
every increase in mechanical 
methods used in offices there has 
been a tremendous increase in 
noise with a resultant enormous 
increase not only in distraction 
of personnel concentration, but in 
energy consumption of the indi- 
vidual. 

The experiments of Dr. Laird 
disclosed that the energy con- 
sumption of the typist working 
under noisy conditions was some- 
what more than twenty-five! per 
cent greater than when the same 
typist was doing the same work 
under less noisy conditions. 

This large decrease in energy 
might be hard to chart, but it can 
easily be found in absenteeism, 
“three o’clock fatigue” and the 
various vague anatomical and 
mental disturbances that probably 
could be shown only by the con- 
stant use of a blood pressure de- 
vice. 


Take Steps to Eliminate Noise 

Obviously the first thing to do 
about noise is to prevent as much 
of it as possible by simple meas- 
ures. The noise and vibration re- 
sulting from the use of present 
day high speed office machines 
can be materially lessened by pro- 
viding pads made especially for 
calculating machines and type- 
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writers, and by using the shock 
absorber mountings which are 
available for the heavier ma- 
chines. These insulating mount- 
ings prevent the noise originally 
made by the machine from multi- 
plying in metal to metal, or metal 
to wood, contact with desk or 
stand. 

The distressing volume of noise 
in a large office is made up of a 
number of small noises multiplied 
as the sound waves are thrown 
back and forth, from floor to wall 
and ceiling. The principle of 
sound control is based on sound 
absorption. For this purpose a 
carpeted floor has great effect. It 
not only prevents the original 
sound of footsteps, but it breaks 
up the reverberation of sounds 
originating in desks and other 
furniture; it absorbs rather than 
reflects sound waves. 

The carpet doesn’t have to be 
of plush or Brussels and it doesn’t 
have to meet the varying aesthetic 
tastes of the personnel, but in giv- 
ing the office a softer touch and 
absorbing noise it will bring its 
measure of efficiency. 

A bare floor, of course, is not the 
only enemy of office sound har- 
mony. The smooth surface of hard 
walls and ceilings toss the sound 
waves back to distress the hearer. 
Walls and ceilings can be covered 
with a material of porous finish; 
the little open cells break up and 
absorb the sound waves. 

Elimination or reduction of 
noise will aid employees in con- 
centrating on the particular job at 
hand and consideration of such 

(Turn to page 23, please) 
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UNITIZED OFFICE OPERATION IN A STATISTICAL DEPARTMENT.—Specially 
designed desks, incorporating key punch machines, properly arranged for systematic 
handling. While the general illumination in this room was twenty foot candles, the 
unitized lighting on each desk provided sixty foot candles on the work. The specially 
designed desk, the arrangement of lighting, and the posture chairs were all combined 


to relieve physical fatigue and ocular strain. 


Functional wiring for both lighting 


and machine operation are an integral part of the desk. 











An Efficient (Collection System 
TAKES THE RED OUT OF CREDIT 


OLLECTION experts contend 

that most business men do not 
fail through loss of accounts never 
paid, but because, lacking an effi- 
cient collection system, they can- 
not collect the money due them 
when they need it most. In pe- 
riods when business dips, office 
appliance retailers plagued with 
inadequate collection systems find 
the going rougher than those who 
use efficient methods. In periods 
when business skyrockets, such as 
now, dealers tend to get lax with 
collections, assuming that money 
is plentiful and their receivables, 
even though past due, will be paid. 


The collection system for office 
appliance dealers that begets 
maximum results with economical 
outlay, has three essentials. 


1.—Collection records. 

a—Ledger sheet, preferably 
with lines for “terms,” “rating,” 
“credit limit.” 

b.—Filing tray, preferably 5 by 
8 inches, for active past due cards 
at front end. (Live file). Rear end 
for inactive past due cards. (Dead 
file). 

c.—Past due cards. 

d.—Numerical index tabs from 
1 to 31, one tab for each day of 
month to operate tickler system in 
live file. 

e.—Alphabetical tabs for alpha- 
betical filing in dead file. 

f.—Folder for credit reports and 
financial statements. 

g.—Binder for collection anal- 
ysis chart. 

h.—Folder for collection forms 
or master make-up of collection 
letters individually typed. 


2.—Collection routine. 

Go through accounts receivable 
daily. Prepare past due cards for 
delinquent accounts. Make nota- 
tion on ledger sheet to show that 
card has been made out, eliminat- 
ing duplicates and permitting use 
of the same cards on subsequent 
past due sales. Date of sale, cus- 
tomer’s name, address, phone and 
terms are marked on past due 
card. 


Write collection letters to ac- 
counts on cards. Signify with 
form number or symbol the kind 
of letter written and mark on card 
the date it is to come up for fol- 
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low-up. That date is at the deal- 
er’s discretion. In general, a ten- 
day spacing is effective. If a letter 
is specially written, not a form, 
clip the carbon to card or file in 
folder. Mark “Special” in column 
designated on past due cards. 
Forms of individually typed letters 
belonging to a series may be num- 
bered, the number placed on past 
due card for quick reference. A 
form folder should hold all cur- 
rent forms with their reference 
numbers to avoid confusion. 


Make Daily Checks 


Check past due cards in active 
file daily against the ledger. These 
cards are behind the tab card for 
the day. If an account or install- 
ment has been paid since the last 
collection, mark card accordingly, 
and file it alphabetically in dead 
file. If unpaid, send another fol- 
low-up letter and mark card ac- 
cordingly. Then file ahead to the 
day you want it to come up for 
follow-up again. If part payment 
has been made, or other changes 
in the delinquency, note on card. 


Each transfer from ledger page 
to past due card is initialed on 
ledger page for reference. Being 
a transcript of the ledger page, 
the past due card should agree 
with its figures. On installment 
accounts, only the past due in- 
stallments are placed on cards. 
Differentiate installment from 
open accounts with a symbol. 


The tickler system operated in 
the live file provides means to as- 
sure prompt follow-up. The book- 
keeper or collection manager 
dates the card ahead to the date 
he intends writing again, then 
places the card behind the numer- 
ical tab for that day. If he writes 
a letter on May 10 and intends 
following up on May 20, he places 
the card behind the tab 20 in the 
file. If the customer pays mean- 
while, the card is “killed” in the 
daily check-up, and is filed in the 
dead file, thus preventing another 
follow-up. Dunning a customer 


who has already paid all or part 
of a bill creates unpleasantness, 
and it sometimes happens where 
inefficient collection systems are 
used. 

Monthly Analysis Chart 


The office appliance dealer can- 
not get a good perspective of col- 
lection efficiency unless he com- 
piles a monthly analysis chart 
showing accounts past due ac- 
cording to age, bad debts written 
off, etc. This gives a bird’s-eye 
view of collection progress and 
total past due outstandings. Many 
dealers lose money, even though 
they write collection letters 
promptly, because they do not 
have a clear perspective of past 
dues. Assets are inflated because 
many old accounts are really bad 
debts but still considered active. 
Monthly scrutiny, by means of a 
collection analysis chart, provides 
opportunity for quick visualiza- 
tion of all past due accounts; 
hence, prevents undue delay in 
taking action on delinquents and 
tells when to overhaul the credit 
policy and the methods used in 
granting credit. 
3.—Collection letter 

A mighty important business 
tool. Poor collection letters can 
wreck a good collection system. 
The effective collection letter gets 
the money and keeps the cus- 
tomer. Here are eight rules for 
writing the collection letter right. 

a.—Brevity. The short letter 
suggests immediate action. The 
long letter implies delay. Except 
in unusual cases, keep the word- 
ing to fifteen lines or less. Many 
collection letters analyzed by us 
were found to say the same thing 
in a different way too often, un- 
necessarily increasing length and 
weakening appeal. 

b.—Courtesy. Pack no dynamite 
into wordage. Even when you 
threaten suit, say it with courtesy 
and dignity. 

c.—If debtor cannot immedi- 
ately pay, get definite under- 
standing when he can pay. Not 
an approximate date, the exact 
date. Research shows that when 
a debtor is given an opportunity 
to set his own date of payment, in 
eighty per cent of the cases, he 
pays. Where debtors make indefi- 
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nite commitments, they pay in 
less than thirty per cent of the 
cases. 

d.—Try to get the reason for 
non-payment. Next to collecting, 
the important thing is to know 
why you can’t collect. This knowl- 
edge provides an opportunity for 
some arrangement toward even- 
tual settlement. Induce the debtor 
to contact you even though he 
can’t pay right now. 

e.—Personalize your collection 
letters. In many cases, the credi- 
tor knows his customers well 
enough to write friendly letters 
that fit the customer, instead of 


stilted type bromides with their 
cold business-like phraseology. 
Use more of the conversational 
Style of address with customers 
you know. Inject cheerfulness, 
humor, news value and timely in- 
terest, whenever in good taste. A 
collection letter with some human 
interest in its make-up is read 
with less negative reaction than a 
colorless message. 

f—Use the “you” appeal so ef- 
fective in salesmanship. The de- 
sirability of a good credit stand- 
ing in the community, the injury 
to personal pride, social standing 
and business reputation through 
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Collection Analysis Chart.—Enter delinquent’s name in the first column and note, 
with initials, whether installment or open account in the next column. Then list 
amount past due; if suit has been started, place date in column headed “‘suits”’; if 
judgment has been taken, place date and amount in column headed “‘judgments.” 
Under repossession column, mark date beside the name of the customer and the 
item repossessed. If any debts have been written off during the month, list them 
in the proper columns. Also list legal costs beside the name of the debtor incurring 
them. A column is provided for such entries. Extend the total in last column and 
add up totals at the bottom. The total adding downward should equal the total 
adding crosswise, serving as a check upon accuracy. The office appliance dealer 
may add other headings to suit his particular requirements but the same layout is 
advised because it has been found effective by many using it. 


PAST DUE CARD 


Size 5 by 8 Ledger Cards Make Desirable Past Due Cards.—The bookkeeper makes 
out a past due card for each delinquent account, with name, address, phone, date 
of past due sale and amount. The collection department writes the follow-up letter, 
enters the symbol or form number in column headed, ‘’F.U.Letter,” and the date, 
and then under “next F.U.,"" the date they wish the card to come up again for 
another follow-up. The card is filed in the tickler file behind the tab card for that 
day, the bookkeeper in his daily check-up “kills’’ the card by marking thereon 
payment and date in columns designated and then files the card in the “dead file’ 
alphabetically, where it remains until the customer becomes delinquent again on 
an installment or open account. If no payment has been made, the card goes 
through the same routine as before. 
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credit delinquency, are some of 
the “you” appeals that speed up 
collections. Without threatening, 
get across to the debtor the idea 
that he, instead of you, benefits 
by paying. 

g.—Be sparing with trick word- 
age or stunt letters. The trick 
letter may work out well with 
direct-mail but it is usually a dud 
with collections. If used, it should 
be printed. Then the recipient 
feels that he has not been singled 
out as the only zany to be fooled 
with the legerdemain. His reac- 
tion is caustic if he feels that it is 
just another form sent to all de- 
linquents. A few trick collection 
letters get results but they must 
be handled with care. 

h.—Use form letters with dis- 
crimination. Some dealers buy 
stock form letters and use them 
on all cases. They are not flexible 
enough to fit every case. Analyze 
the exceptional account carefully, 
confer with the contacting col- 
lector if you have one, then write 
a special letter with an appro- 
priate appeal. It is more effective 
than a form letter. 

“It isn’t what he said but the 
nasty way he said it,” is the rea- 
son why one fellow gave another 
a black eye. Often a mild collec- 
tion letter with the wrong appeal 
kills the chance of prompt collec- 
tion, whereas, a more aggressive 
message framed tactfully, brings 
in the money without loss of good- 


will. 


EFFICIENCY IS AIDED BY AP- 
PROPRIATE OFFICE SUR- 
ROUNDINGS 
(Continued from page 21) 
measures is of more than passing 
importance. Perhaps no office will 
ever reach perfection in acoustics, 
but it is something for which to 

strive. 

Other items possibly could be 
classified under the heading of en- 
vironment, but in this chapter the 
most important have been dis- 
cussed at length. The complete 
harmony of employee association 
comes under environment. One 
discontented and complaining 
soul can make a score unhappy. 

Just a simple rule to be kept 
hard and fast might serve for en- 
vironment. Let the office smell 
and breathe the best it can, look 
the best it can and sound the best 
it can. 

Improvements in environment 
can no longer be considered prod- 
ucts of the zealous salesman’s 
mind, but something that the ad- 
vanced office executive seeks. 











Professional Selling Should Be 
BASED ON PROFESSIONAL EDUCATION 


Results Would Be Increased Sales, Stabilized 
Profits and Customer Satisfaction 


HE merit of any severe situa- 

tion we must overcome is that 
it inspires us to broadened and 
more intensive efforts. In the end 
we shall have found ourselves 
risen to previously unattained 
heights. Looking at our present 
difficulties in that light, the future 
of our industry holds great prom- 
ise in new products and new 
methods, but most of all, in a finer 
adjustment of selling methods to 
the needs of customers of the in- 
dustry. It has proven true in past 
crises. Due to the severity of our 
present situation, we shall go on 
to refined techniques. It will mean 
better management, culminating 
in more equitable profits and fur- 
ther reactions in better usefulness 
of what is sold. 

From years of practical experi- 
ence comes this suggestion—put 
selling on a _ professional basis. 
This means definite preparation to 
produce definite results. Many 
years ago, in starting out to sell, I 
had a great many professional 
men to contact. They were pre- 
pared. They analyzed, and anal- 
ysis indicated the direction to be 
taken, what should be accepted. 
It could hardly escape me, coming 
into contact with the method so 
often, that here was something to 
be incorporated in selling. All of 
my own best and largest work has 
been done under this method, and 
all who have secured similar re- 
sults will surely subscribe to it. 


Sales Training Too Empiric 


The unhappy thing in the situa- 
tion of the salesman who accom- 
plishes worth while things is that 
so far as his business is concerned, 
he just about goes through the 
whole process, from kindergarten 
selling, to the grades, to high 
school and colleges. The only cer- 
tification of his standing and 
training is that he has accom- 
plished certain things in actual 
sales work. No matter what the 
result of his work he gets no 
diploma other than his written 
orders. These diplomas are frag- 
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mentary, covering as they do indi- 
vidual successes over the years. 
The architect’s diploma certifies 
that the holder is prepared to per- 
form competently in his field. He 
has gained his technical knowl- 
edge through several years of 
study, always with very practical 
demonstrations of what is to fol- 
low any certain procedure. 

The salesman, unfortunately, 
does not have a completely cer- 
tified experience. He commences to 
“practice” selling of this and that 
because that is the way it has been 
done. Such a procedure is most 
unfair to the product, the manu- 
facturers and the customer users, 
but perhaps most unfair to the 
salesman himself. The reaction 
of the experienced business man 
to incomplete, unprepared selling 
efforts is severe indeed. The state- 
ment has been made that the 
complete equipment of the sales- 
man is composed of personality 
and a high school education. Up 
to the present, perhaps. those 
qualifications were adequate, but 
for what business of the coming 
years is going to demand, they 
will not do at all. Just what we 
shall have to sell in the future 
only the future will indicate. We 
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do not Know the whole story now 
but we can at least believe that 
with intensive education selling is 
going to be one of the acknowl- 
edged professions; for with manu- 
factured products of the kind we 
will have it will take that kind of 
prepared presentation. 

A picture filled with miscellany 
is a poor picture. In many cases 
the business office of today pre- 
sents a poor picture. The need is 
quite as serious as prescribing to 
better or save human life. Every 
minute we are getting more tech- 
nical as well as more artistic. For 
instance, the seller who presents 
anything having to do with the 
accounting department should be 
thoroughly grounded in that field, 
which is getting stiffer every day 
in its requirements. 


Salesmanship Should Be 
Certified 


Certification is the great need 
in establishing confidence in the 
salesman as well as in the prod- 
uct. And that means tremendous- 
ly more than hiring a man be- 
cause he has had experience in a 
similar line. Too often the line 
may be “similar” but the condi- 
tions so different that they actu- 
ally handicap success. Over years 
of experience I have had occasion 
to observe thousands of sales made 
because the buyer controlled the 
sale. The seller was not enough 
educated in methods to overcome 
that resistance. That is what is 
the matter with a good many Sys- 
tems and office set-ups. On the 
seller’s part it was simply a mat- 
ter of incomplete preparation and 
consequent incapacity to propose 
the proper method. His penalty 
was that he came out of the ring 
with a small profit and not much 
reputation. 

By this time the industry is far 
enough advanced to form plans 
for an educational institution giv- 
ing at least a two year course, 
preferably longer. If the profes- 
sional man can give eight years to 
preparation, it should seem at 
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least worth while to give the sales- 
man a professional standing and 
diploma after two years of study. 
It will establish his relations to 
business and manufacturing and 
indicate what he is able to do ina 
finished way for his clients, his 
customers. Complete information 
is far more satisfactory to the cus- 
tomer than any possible exhibition 
of personality. I recall an old time 
hurry call to a railroad executive. 
When I arrived he simply indi- 
cated a chair and said: “I should 
like you to sit close and answer 
my questions.” That was a won- 
derful afternoon and Satisfactory, 
too, because I left with a con- 
firmed order for around five hun- 
dred dollars worth of accounting 
supplies for a new system. There 


can be many experiences of that 
kind, but there should be vastly 
more of them. 


Suggested Courses 
The outline of courses must be 


complete indeed. Briefly, they 
should include: 
Mathematics. 
History of architecture. 
Drafting. 


History of furniture styles. 

History of business furniture 
styles—wood and steel. 

Study of design as applied to 
new designing. 

Methods of survey for drawings 
and specifications involved in 
bidding. 

Study of card systems in all 
forms and applications. 
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Study of all vertical filing sys- 
tems. 

Complete setup of furniture, 
equipment and systems for 
study of practical applications. 

Basic accounting course with 
study of applications to varied 
types of business. 

Perspective and color sketching. 

The above is far from complete, 

but it indicates the trend. Thus 
educated, the salesman could ap- 
pear as an authority and would 
not have to learn the business at 
the expense of the dealer and the 
customer. Most important of all, 
he would push ahead faster and 
with more satisfaction to all con- 
cerned. Such a program would 
elevate selling to a standard far 
from realized now. 


Duplicating Equipment Demonstration Room 
BUILDS SALES AND SERVICE MARKET 


HE most logical means by 

which the stationer can build 
up a profitable sales volume with 
supporting service income in the 
duplicating machine field is to 
gain a reputation for “specializ- 
ing in it,” according to Louis Ruiz, 
manager for the duplicating 
equipment department of Dame- 
ron-Pierson Company, New Or- 
leans, La. 

The Dameron-Pierson organiza- 
tion has done just that in operat- 
ing a large duplicating depart- 
ment for almost a decade. It has 
nine employees in all, including 
two shop men, two service men, 
three city salesmen and a “coun- 
try” man. Sales records of dupli- 
cating equipment show as many 
as two or three machines sold to 
the same customers, followed by a 
long line of service calls, which 
have been steadily profitable. 

The whole sales program oper- 
ates around the “Duplicating 
Equipment Demonstration Room” 
—a ten by seven foot enclosed 
area at the left of the main Ssta- 
tionery and office supply counters 
at the rear of the store. With a 
rich, green carpet, quiet atmos- 
phere, and separation from the 
heavy traffic area of the first floor, 
this space has been ideal for effec- 
tive promotion of this higher-unit 
price merchandise. There are two 
entrances, one large enough so 
that a customer can step in easily 
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from the office and experiment 
with the machines himself, as he 
pleases. 

That self-selling idea is one ad- 
vantage of the room. In addition, 
of course, it is used for completing 
education of customers partially 
sold on the idea by salesmen on 
outside calls. Prospects for such 
equipment come from almost every 
type of business, the duplicating 
equipment salesmen simply watch- 
ing for offices in which getting out 
bulletins or large mailings is a 
laborious task. When a prospect is 
uncovered, a salesman steps in 
with an offer to demonstrate how 
duplicating machines can take 
over the whole job. One fertile 
source of leads is careful ques- 
tioning of secretaries. Many of the 
latter faced with the job of typing 
the same letter twenty times or 
more are quite willing to tell the 
salesman about it. Whenever such 
an occasion comes up, it is a fine 
opening wedge for the salesman 
discreetly to suggest that dupli- 
cating equipment would leave the 
secretary’s time free for other 
work. 

When the prospect is agreeable 
to a demonstration, the company 
either sends out a serviceman- 


demonstrator with a machine for 
an approval trial, or invites the 
prospect to visit the demonstra- 
tion room at the store. Here, there 
are five models to choose from, 
along with a lighted drawing table 
for forms and tracing sketches 
and other accessories, all mounted 
on convenient tables with supplies 
for demonstrating. When brought 
in or calling of his own accord, the 
customer is asked for a description 
of his duplicating needs so that 
the specific machine suitable for 
his situation may be pointed out. 
In many instances Dameron-Pier- 
son men have found that office 
managers have never seen dupli- 
cating equipment in use and were 
delighted with the results. 

After determining the applica- 
tion, the demonstrator (who may 
be a salesman or any of the four 
service and shop men) first shows 
machines in various sizes. Then 
he turns to accessories and trac- 
ing outfits. Speed of production, 
the process of making duplicates, 
the proper use of inks, etc., are 
described step by step during the 
demonstration. In all cases the 
economy feature is emphasized, 
specific examples pulled from the 
salesman’s brief case helping to 
clinch the argument. Where the 
customer is willing to cooperate, 
the Dameron-Pierson man makes 
up complete cost records, which 
convince many doubtful business- 
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men chary of the investment in 
relation to their small size. 

Letting the customer operate 
the machine himself goes a long 
way toward making the sale, since 
he quickly “gets the feel” of pro- 
duction in this way. New custom- 
ers sometimes spend an hour or 
more learning the details of dupli- 
cating equipment, while “old cus- 
tomers” are chiefly interested in 
improvements on new models. 

A display of sketches duplicated 
is always helpful where the busi- 
nessman feels that drawing of his 
product would augment the effec- 
tiveness of direct mail. Mr. Ruiz 
has built up a complete collection 
of these from familiar New Or- 


leans business firms, using them 
to add the sketch tracer to some 
of the initial sales. 

Service profits run a close sec- 
ond to sales—and since the war, 
have loomed to even greater im- 
portance. The store has an ample 
stock of duplicating equipment 
and supplies, but soon after Pearl 
Harbor it began circularizing own- 
ers with direct mail invitations to 
check up, adjust and repair dupli- 
cating equipment to make it last 
for a longer period. Service in- 
cludes everything from outside 
work by two men who will leave 
the shop for the purpose of oiling, 
adjusting, straightening and re- 
placing parts on previously-sold 
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equipment, to complete rebuilding 
of the machines if desired. A flat 
minimum rate plus a per hour la- 
bor charge and costs charge show 
a steady profit, which no wise of- 
fice manager complains about 
paying. Businessmen, according to 
Mr. Ruiz, have had a taste of 
shortages which has taught them 
to take better care of their equip- 
ment, and to realize its value. 
When the first metal equipment 
shortages began to appear, many 
old duplicating machines which 
hadn’t been used for years came 
in for cleaning, oiling and repair 
—signifying that customers want 
every business machine in tip-top 
shape for the future. 


HOW TO HELP CUSTOMERS WIN 


THOUSAND -and-one little 

services attach to commer- 
cial stationers these war days and 
are cheerfully assumed by leading 
houses to help their customers 
win the war. The stationer’s sales 
force is in a position, for instance, 
to render yeoman service in gen- 
eral by securing the wholehearted 
cooperation of customers in the 
war effort—the “all out” con- 
dition in which good customers 
should ieally place themselves. 
And by virtue of doing this, the 
stationer helps himself in the bar- 
gain. 

Of course, the good customer 
is anxious to do his bit. He only 
asks that some one show him the 
way, suggest the path to him. He 
will not hang back. In the first 
place, prime cooperation may be 
secured in saVing those delivery 
miles with that vital “V” in saVe 
which signalizes Victory. That 
“Vv” in mileage paves the way to 
this goal when rubber is conserved 
for basic war services, for the 
wheels of bombing planes, army 
jeeps, trucks, mounted guns and 
fighting aircraft no less than 
many other specific military uses 
in a veritable “War of Wheels.” 

Surely the customer cannot ob- 
ject to taking back to the office 
or home little articles, or even 
larger ones that will go into his 
personal car, when no delivery 
service is provided, or at least 
delivery cannot be promised for a 
day or two, or maybe the following 
week. Furthermore to save on gas 
and rubber, more and more three- 
wheel motorcycles and side-cars, 
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and even bicycles and boys are 
being used for delivery. 

Too, wherever it is possible to 
economize on expensive wrapping 
or placement in a heavy carton 
this should be done—or rather 
the practice should be done away 
with—giving the customer the raw 
article, or wrapping it as simply as 
possible. Then, tactfully, the buyer 
can be told this is a contribution 
to winning the war. And so it is. 

As to deliveries on small items, 
these have to be completely for- 
gotten. They, of course, may be 
consolidated with the larger order 
—but even delivery of substantial 
items must be discouraged where 
the customer can be induced to 
take it. 


Eliminate “Free Service” 


All and sundry little free serv- 
ices will have to be foregone for 
the duration, since the high cost 
of doing business in wartime ren- 
ders “Free Service” impossible 
from an economic standpoint. One 
of the casualties of the war—it 
may be called. And as for costly 
service, whenever the public asks 
for it, a charge will have to be 
made. All such service will have 
its costs plus small profit passed 
along to the customer. 

Decorative touches and folderols 
have to be kissed goodbye. Com- 
mercial stationery that will be gift 
items—desk blotters, calendar 
pads, appointment books, or sim- 


ilar items that will serve as little 
tokens for Dad’s Day and Christ- 
mas For The Old Man—will have 
to be charged for extra if “gift 
wrapped.” 

When the customer says “Wrap 
it as a gift,” the clerk will have to 
inform him that the store will be 
glad to do so, but that it will be 
fifteen or twenty-five cents extra 

-as the case may be, to cover 
cost of envelopings and overhead. 
Otherwise it simply cannot be 
done. 

As another gesture, have a pen- 
cil sharpener available for cus- 
tomers. One placed at the end of 
a table or counter conveniently 
located will not only sell itself or 
its like by personal usage and 
demonstration, but serves a dis- 
tinct wartime purpose in enabling 
the customer to get maximum use 
from his pencils, sharpening them 
down to the very butt, for when 
a half-used pencil is discarded 
often rubber is discarded with it. 

Care should be taken to get 
patrons not to discard any of their 
equipment until it is really worn 
out. To this end, business machine 
repair, typewriter overhauling, in- 
spection and expert repairing 
should be featured. Service and 
yet more service is the watchword. 
Things have to be made to do for 
the duration, if possible. Replace- 
ments have to be considered, and 
possibility of shortages and not 
even getting replacements. Cus- 
tomers will cooperate 100 per cent, 
since they are all out—yes “all 
out” in more ways than won to 
win the war. 
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A Profit-Sharing. Plan. for 
DEALERS’ OUTSIDE SALESMEN 


EFINITELY, there is a trend 
in several sales fields using 
men to work largely outside the 
store, toward paying salesmen on 
the basis of profits they earn, 
rather than by either salary or 
commission. Firms that have tried 
the plan find that it not only is 
highly satisfactory from an im- 
mediate profit standpoint but it 
reduces turnover on the outside 
sales force and makes for a higher 
type of man on the Selling line. 
Here are two plans, each basic- 
ally the same but varying some- 
what in details, which are right 
now working well for a number of 
firms having outside men in addi- 
tion to a regular floor sales force: 


The first plan provides a very 
small salary for the outside sales- 
man, say about $40 a month. The 
Salary deliberately is set low, so 
that no man will take the job 
merely for the salary he can get 
out of it, and yet it is sufficient to 
bridge a man over slow-selling 
periods and forestall those days 
when he comes down with a long 
face because of worry over inci- 
dental finances. 

In order to justify that salary, 
however, the salesman is supposed 
to “earn” $40 during the month 
in profits, above the regular share 
of the profits he is to receive. 
However, it has no semblance to a 
drawing account and it is not 
charged against him, regardless of 
how small his earnings were for 
the month. It merely is a basis 
upon which to work. If his earn- 
ings are below the quota, he has 
performed unsatisfactorily; if 
equal to the quota, his perfor- 
mance has been average, and if 
above, he has been better than the 
average Salesman for that month. 
The slate is wiped clean at the 
end of each month, so far as his 
salary is concerned. 


The salesman’s real earnings 
come from his share of the net 
profits made by the company on 
merchandise he sells during the 
month. 


Method of Figuring Profit 


To arrive at actual profit, the 
company adds to the cost of mer- 
chandise all shipping and drayage 
charges, insurance, prorated to 
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each item sold, actual delivery 
costs, figured on a pro rata basis, 
and installation charges, if any. 
The difference between this cost 
figure and the price at which the 
salesman sells the article is con- 
sidered the net profit. If old 
equipment is taken in as part pay- 
ment, the amount allowed on this 
is deducted from the profit figure. 
In order for the salesman to real- 
ize his share of the net profit from 
this deduction, he must then sell 
the old equipment, which actually 
is placed in stock and is consid- 
ered on the same basis as new 
merchandise in figuring earned 
profit for the company and the 
salesman. 


In the particular case of the 
firm that pays a salary of $40 a 
month, it allows the salesman 
forty per cent of the net profit on 
everything he sells. Thus, if he 
sells equipment carrying a net 
profit of $400 during the month, 
his earnings amount to $160, plus 
his salary of $40, or $200. The 
company’s Share of the net on 
such a return would be the same 
-$200. 


The second plan differs from the 
foregoing only in that the com- 
pany allows a specified “drawing 
account” against earnings, instead 
of a salary. This drawing account 
varies according to tke individual 
salesman, and ranges from as low 
as $50 a month to as high as $100. 
The management tries to keep the 
“draw” to not more than half the 
man’s average morthly earnings, 
so that he does not unconsciously 
look upon the drawing account as 
his main source of income and 
start relying upon that for his 
living. 


From this point, the salesman’s 
share of the profits is figured on 
the same basis as the first plan. 
The company adds to the actual 
cost of merchandise the various 
items that add to its cost delivered 
to the consumer (not including 
rent and general overhead). 

This particular concern pays the 
salesman forty-five per cent of the 
net profits earned on his sales. 
Another company using basically 
the same plan pays fifty per cent 
of the net, figured on this basis. 


Profit-Sharing Checks Issued 
First of Month 


In every case where the net 
profit-sharing plan has been used, 
an adjustment is made on the 
first of each month, giving the 
salesman a sizable pay check. 
However, it has been found that 
the average salesman cannot carry 
himself for the first three or four 
months until regular adjustment 
date and the company advances 
him a part of his earnings as 
needed, until such time as he is 
able to build up a reserve sufficient 
to carry him a month, with the 
aid of his small salary or his 
drawing account. 

Every concern using the plan 
has found that it automatically 
induces the salesmen to push 
long-profit lines—usually the same 
lines the firm wants to push—be- 
cause the longer the profit, the 
greater the salesman’s earnings. 
Likewise, it has been found that 
the salesmen fall in line with the 
company’s general merchandising 
program, the salesmen finding 
that whatever lines the company 
may be advertising and otherwise 
pushing as seasonable are easiest 
to sell during the special mer- 
chandising period. 

In every case where such a 
profit-sharing plan has been used, 
it has been found that it is pos- 
sible to obtain higher type sales- 
men and to reduce the turnover 
rate among the outside sales force. 
This is possible because the sales- 
man actually is in business for 
himself, considers himself some- 
thing of a partner in the business, 
realizes that the harder he works 
the more he makes and that there 
is no limit placed on his capacity 
to earn. 
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Rip Van Winkle Looks at 
OFFICE MANAGEMENT IN 1967 


HE relativity of time and space 

has made possible the inven- 
tion which enables me to come 
back to you for a short time and 
tell you of my experiences in 1967. 

My name is Mr. Rip Van Win- 
kle, 2nd. In 1942, I was head of 
the planning division of the Fire- 
side General Insurance Company, 
one of the larger companies on 
the Atlantic Seaboard. One day 
in that year Hitler’s airmen 
cropped their first bomb on Amer- 
ican soil. Their raid was of little 
consequence to most people, but 
a bomb fragment hit me and left 
me unconscious. I was rushed to 
the hospital, but in spite of all 
the doctors could do, I remained 
in a state of coma for twenty-five 
years. I awoke a few weeks ago, 
and believe me, I have been 
learning a lot since then. 

It was exactly twenty-five years 
from the day I was hit in 1942 
until the time when I suddenly 
opened my eyes. My first words 
were, “Buy Defense bonds!”’ 

The pretty nurse looked sur- 
prised. “What are you talking 
about? There are no Defense 
bonds.” 

“What! Has the government 
sold out before I got all I 
wanted?” 

“No,” she replied, “Nobody is 
selling them now. There haven't 
been any since I was born, and 
that was four years after your 
accident. You haven’t talked with 
anybody for twenty-five years, 
and I guess you’d like to know 
what’s happened. Well, I don’t 
really know what things were 
like when you went to sleep, but 
my father has told me something 
about those days. The world was 
all divided up into little countries 
with separate governments and 
some fellow named Heitler, or 
Heiler, or something like that, 
was trying to run everything. I 
understand that this country and 
the others had a tough time for 
a while, but he was finally beaten 
and committed suicide. Then the 
United Nations began to take 
others into their numbers and 
now, of course, all the nations of 
the world are in—but you mustn’t 
get out of bed—you're still sick.” 


I was up by that time and re- 
plied: “I can’t 


help it. I am 


By HENRY NILES 


Secretary, 
Baltimore Life Insurance Co., 
Baltimore, Md. 


(Extracts from an Address Before the 
American Management Association 
Conference on Office Management in 
Wartime, Drake Hotel, Chicago, I[Il., 
October 15 and 16.) 


going to the office right now. I’m 
a bachelor, and my only love is 
my work. I’ve got to see what’s 
happened.” 

Fortunately I found my clothes 
in the closet, and soon I was 
dressed and on my way to the 
office. Cuffs had come back on 
trousers, and they didn’t look so 
bad; but I did feel funny in my 
old-fashioned collar! I hadn't 
walked a block before I took off 
my necktie and stuffed it in my 
pocket. Then I looked better. 


Expansion in Latin-American 
Trade 


One of the first things which 
struck me when I went to the 
office was that the building had 
an addition to it which made it 
about one-third again as large as 
it had been when I went to sleep. 
The parking lot had been ex- 
panded somewhat, and there were 
a few automobiles in it, although 
most of the space was taken up 
by autogiros. I headed for the 
office of the president, but the 
name on the door was wrong. 
Then I hunted up the vice-presi- 
dent. A new name was on that 
door—my friend, Tom Johnson, 
was vice-president. I had known 
him well as assistant secretary. 
All the other top officers were 
new. 

I went in to see Tom and he 
was mighty surprised. He showed 
me all over the place and helped 
me understand what had hap- 
pened since 1942. One of the first 
things he told me was that the 
company was doing about five 
times as much business as in 1942. 
Its business in this country had 
doubled, but most of the gain had 
been through expansion in Cen- 


tral and South America. The son 
of a company president had been 
stationed in South America dur- 
ing World War II and had seen 
the opportunity there; so the 
Fireside General had gone in 
heavily for South American busi- 
ness when the war was over. 


The Parallel Plan 


I asked Tom about the setup of 
the company because I have al- 
ways been interested in problems 
of organization. The company, it 
seems, had gradually realized that 
large organizations needed _ to 
modify their methods of handling 
clerical work. There was much 
less specialization than I had ex- 
pected. In fact, in most places 
operations were set up on the 
unit or parallel plan under which 
one division handles all of the 
steps on the work of a few branch 
offices, while others perform the 
same steps on work from other 
offices. In other words, different 
divisions were set up not to per- 
form different functions, but to 
perform the same functions on 
different parts of the work. There 
were a few controlling divisions 
which maintained the company’s 
general books or performed some 
highly specialized function ana 
gave advice to the operating divi- 
sions. There were also head offices 
for South America and for the 
Pacific Coast in order that prob- 
lems arising in those places might 
be handled on the spot. 

Tom told me: “It’s all very sim- 
ple. The fewer the people who 
have to study each case or act on 
it, the less time will be wasted, 
the less coordinating and con- 
trolling you’ll need, the fewer will 
be the number of feet the papers 
have to be moved, the faster the 
whole case will be closed and the 
lower the cost will be.” 

I could see, too, that perhaps 
the most important advantage of 
the unit plan was the breadth of 
view that it gave the individual 
clerks. Each saw a large part of 
the whole routine and his interest 
was aroused in a way it could not 
be under great subdivision of 
functions. 

I noticed typewriters, many of 
them portables, scattered all 
around the company and punch- 
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card installations on several dif- 
ferent floors. I learned that the 
central stenographic division and 
the central computing division, 
which I had set up in 1940, had 
both been disbanded several years 
later. Each had been reestab- 
lished after five years. About every 
five or six years, in fact, there 
had been a swing from the cen- 
tralized system to the decentral- 
ized plan or vice versa. Tom felt 
that this swinging from one plan 
to the other would continue be- 
cause the advantages of either 
plan were not overwhelming and 
to change the setup was the 
easiest way to throw out the use- 
less procedures which were apt to 
develop under either after a pe- 
riod of time. Tom believed that if 
a typewriter was regularly needed 
full time on the work of a divi- 
sion, it should be located in that 
division and that the central 
stenographic division should work 
only for those who required part- 
time use of a machine or who had 
irregular peaks of work. 

When Tom showed me about 


Preventive 


ITH serious merchandise 

shortages prevalent in the 
office machine department be- 
cause of the war, the only logical 
answer is “merchandising repairs 
and service,’ according to Missis- 
sippi Stationery Company, Jack- 
son, Miss. The company is ag- 
gressively encouraging customers 
to bring in all types of business 
machines for overhauls and up- 
keep repairs to keep them at peak 
efficiency for the future. 

Since its remodelling a few 
years ago, the Mississippi Station- 
ery Company has specialized to a 
large extent in office machines. 
On the second floor of the build- 
ing, at the left rear corner, is a 
special office-machine demonstra- 
tion section, separated from the 
office furniture display room by 
a heavy pipe rail, which encloses 
a square arrangement of display 
tables. On these are shown a 
dozen standard office machines, 
including duplicators, checkwrit- 
ers, shorthand machines, fanfold 
billing equipment, adding ma- 
chines, etc. This section had gone 
a long way toward encouraging 
customers to spend a few minutes 
experimenting with the sample 


the office, I remarked how few 
files there were. In fact, the old 
storage file space was only half 
filled with files whereas it had 
formerly been crowded. Half the 
space was being used for other 
purposes. Tom told me that the 
company followed a simple rule 
which was: “If you had done it 
verbally, would you have made a 
note of it? If not, don’t make a 
copy and don’t save his letter.” 
Just by following this simple pro- 
cedure, the material to be filed 
had been reduced by well over 
two-thirds. 


Open Shelf Filing 


Further savings were made by 
the use of open shelves for filing. 
This is particularly desirable 
when the material can be bound 
in cheap binders which compress 
it into much smaller space than 
it would occupy in a file. 

Microfilming of documents, us- 
ing a machine which takes a 
picture on both sides of the sheet 
at the same time, had been used 
extensively around 1952. But the 


machines on display or watching 
them demonstrated by store sales- 
people. 

Under war conditions, however, 
the ruled-off section has been se- 
riously curtailed in selling effi- 
ciency by the shortage of new 
machines—and has consequently 
been changed over to the business 
of “selling preventive service” to 
office managers using machines 
previously sold. The store is send- 
ing out direct mail invitations to 
customers using any of the above- 
listed machines to come in and 
discuss service and repairs, if 
needed, and most important, to 
bring their office machines in for 
“preventive service” to guard 
against future breakdowns, when 
parts may not be easily available. 


What the Service Includes 


Preventive service offered in- 
cludes checking all electrical con- 
nections and wiring, complete 
checking of gear faces, switches, 
key hinges, bearings, and mechan- 
isms, with a protective oiling and 
tightening up. “Most office man- 
agers realize that their equipment 
will have to last a much longer pe- 
riod in the future,” it was pointed 
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work of searching for the picture 
of a particular document was fre- 
quently burdensome, and even 
when the picture was secured it 
was often found that it was not 
essential. Now they were filming 
less and taking a few chances, 
because they had found that it 
paid in the long run. 

I noticed also that the girls in 
the files appeared to be unusually 
intelligent, and Tom told me that 
most of them were college gradu- 
ates. In fact, the clerks who han- 
dled the requests for filed mate- 
rial were generally of superior 
ability and considerable experi- 
ence. No longer were papers req- 
uisitioned from the files when- 
ever it appeared that they might 
possibly have some bearing on a 
current operation. Instead a note 
or telephone call started one of 
the trained clerks to the file. She 
answered most questions which 
arose by referring to the material 
at the file and wrote or tele- 
phoned the answer to the depart- 
ment requiring it. This not only 

(Turn to page 63, please) 


Service for Office Machines 


out. “Consequently it is not diffi- 
cult to convince them that it is as 
wise to check into the operation of 
business machines as into the 
condition of their own automo- 
biles and tires.” 

Salesmen calling on offices are 
making the same suggestion. They 
have uncovered countless  in- 
stances where some minor need 
for repairs had been let go in the 
past. When any such are discov- 
ered, the salesman points it out 
and warns that it may lead to 
future trouble of a more serious 
nature. 

The business machine repair 
department has been greatly ex- 
panded, using the former new- 
equipment showroom to demon- 
strate to customers why their 
machines need this and that 
treatment. To guard against labor 
shortage after the army and de- 
fense work had taken several men 
from the company, the Mississippi 
Stationery Company has trained 
one young employee in machine 
repairs who is exempt from the 
draft—and is keeping him busy 
with preventive service on hun- 
dreds of machines sold during the 
past ten years or more, 











How Some Firms Are Participating in 
WARTIME CONSERVATION IN OFFICES 


ONDITIONS resulting from the 

national defense and war 
effort have intensified waste elimi- 
nation campaigns, particularly in 
the office where, in the past, they 
have been far less frequent than 
in the shop. As late as 1940, a 
Policyholders Service Bureau sur- 
vey revealed only a few isolated 
instances of a formal program of 
control of office waste. 

This situation has been changed 
by the scarcity and increasing 
cost of many familiar materials 
and supplies used in every-day 
office operation. Many types of 
office machinery and equipment 
are not procurable, or are avail- 
able for delivery only at some 
indefinite time in the future. This 
puts a premium on the careful 
maintenance and full utilization 
of existing equipment. The in- 
creasing volume of record work 
resulting from wartime produc- 
tion and the difficulty of securing 
and retaining qualified office per- 
sonnel have stressed the impor- 
tance of eliminating all available 
wastes of clerical time. 

Because of these conditions, a 
number of companies either have 
inaugurated or are considering 
steps to eliminate or reduce waste 
in the office. Companies with for- 
mal conservation programs in 
effect have intensified them. 

This action has been initially 
concerned with conserving the 
“hard-to-get” items of office ma- 
terials, supplies, and equipment. 
However, consideration of the im- 
portance of such steps organiza- 
tion-wise, have caused the inclu- 
sion of the whole field of office 
operation, notably the saving of 
time and miscellaneous forms of 
office expenses. 


Procedure Employed 


Three general approaches are 
used in conducting these office 
waste-reduction programs. One is 
the purely educational approach 
where through various means, the 
need for care and economy in the 
daily operations of the office is 
brought to the attention of the 
office workers and their coodpera- 
tion is requested. The second 


might be called the codperative 
approach. This provides for the 
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active participation of the em- 
ployees in the program by invit- 
ing their suggestions for waste 
reduction and conservation meas- 
ures. In some instances this is 
tied in with the regular employee 
suggestion system, and some form 
of compensation for suggestions 
is provided. More frequently, how- 
ever, the opportunity offered to 
make a practical contribution to 
the Nation’s war effort is consid- 
ered sufficient incentive. The third 
approach is the introduction of 
restrictions in the issuing of office 
supplies. Companies that had for- 
merly issued supplies on verbal 
request are now requiring a for- 
mal requisition, duly approved. A 
recent survey by the New York 
chapter of the National Office 
Management Association revealed 
that thirteen companies of the 
forty-seven reporting had raised 
the organization level of approv- 
als required for withdrawals of 
office supplies. 

The methods used for publiciz- 
ing the conservation program 
include posters or notices on bul- 
letin boards; circulars or memo- 
randums distributed individually: 
a personal message or bulletin 
from the responsible executive; 
articles, slogans, and cartoons in 
the employees’ magazine; or a 
face-to-face discussion in em- 
ployee meetings. Some companies 
include several of these methods 
in their program. 

The Tennessee Valley Authority, 
for example, prepares special con- 
servation posters for its office 
force. In addition, this organiza- 
tion includes brief messages in its 


daily bulletin which goes to all 
departments. These messages are 
accompanied by an appropriate 
cartoon to attract attention. 

One company has made up a 
gummed blue label with white 
lettering reading, “Use Sparingly 
—Aid Victory.” This label is at- 
tached to packages and individual 
items of office supplies at the 
time of distribution. 

Bulletins and notices for dis- 
tribution among the employees 
take several forms. One, circu- 
lated by the Eastman Kodak Com- 
pany, represents one issue of “The 
Kodak Correspondent,” a _ series 
of bulletins issued regularly in the 
interests of improving the quality 
of the company’s correspondence. 
Another, the Metropolitan Life 
Insurance Company bulletin, is a 
special memorandum from the 
secretary of the company to all 
home office employees. Both ex- 
amples consist largely of a list 
of suggested economies with a 
minimum of explanation and dis- 
cussion. 

The American Optical Com- 
pany, Southbridge, Mass., used a 
somewhat different approach in 
its special bulletin addressed to 
the employees of the Southbridge 
home office and branches. Cap- 
tioned “Immediate Need for Econ- 
omy and Restricted Use in the 
Consumption of Commonly Used 
Office Supplies and Materials,” it 
covers five pages and is signed by 
the office service manager. In this 
memorandum the situation re- 
garding rubber bands, paper clips, 
staples, pins, erasers, pencils, pen- 
cil leads, carbon paper, adding 
machine tape, and scratch-paper 
pads is individually discussed in 
some detail, and specific instruc- 
tions are furnished regarding 
their use. 


House Magazines 


The employee magazine has 
been the medium used most 
frequently for promoting waste 
consciousness in normal times. 
Special articles and messages em- 
phasizing the need for renewed 
efforts in this direction as a result 
of the war are appearing in pub- 
lications of the so called “white 
collar” organizations. Illustrations 
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and cartoons are used frequently 
in this connection. 

Under the caption “Waste Is 
Sabotage,” a two-page article in 
the magazine of the Canadian 
National Railways showed how 
relatively insignificant items of 
office supplies, when considered 
from the standpoint of a single 
office, amount to an important 
volume when the requirements of 
the entire system are totaled. 

The article then discussed steps 
that had been taken and should 
be taken to minimize this ex- 
pense. Reprints of the article 
were sent to each one of the com- 
pany’s clerical employees. 


A Cooperative Program 

An example of a cooperative 
program designed to develop the 
active participation of the em- 
ployees is the conservation cam- 
paign of the Studebaker Corpo- 
ration. The first step in this 
program was the distribution of 
a small four-page folder to the 
entire home office and branch 
office organization. The front 
page bore the legend “What Are 
Your Ideas?” The two inside pages 
read as follows: 


NATIONAL DEFENSE . 

Increasing shortages of materials 
needed for National Defense make it 
essential that we be frugal with our 


stock of office supplies. One of Amer- 
ica’s outstanding financial newspapers 
has already headlined the shortage 

A majority of the office worker's 
tools have their basis in materials 
which are now needed for National 
Defense. White paper requires chlor- 
ine, an acid used in defense work 
Pencils are made of wood, brass, rub- 
ber, and graphite, of which only wood 
is plentiful. One rubber band or one 
paper clip is infinitesimal, but in a 
year, over eleven million paper clips 
and staples (or over four thousand 
pounds) and over three hundred 
pounds of rubber bands are used by 
Studebaker alone! 

The typewriter ribbons used annu- 
ally by Studebaker would stretch over 
sixty miles, yet the same silk short- 
age which upset the woman's hosiery 
market is now making it more difficult 
to obtain typewriter ribbons. Carbon 
paper and other materials are now 
being used faster than they can be 
replaced. Only a small saving now 
means that our supply will last that 
much longer. 

Your coéperation with others will 
save money for Studebaker and con- 
serve materials needed for National 
Defense. Here is an opportunity for 
us to take the lead in what may be- 
come a nation wide program. 


WHAT YOU CAN DO... 

Think how you can conserve the 
materials you use. List them and start 
conserving materials now Think 
how others can conserve the mate- 
rials they use... Write and send your 
ideas to your supervisor for transmis 
sion to the Studebaker Office Methods 
Division. 


The back page was in the form 
of an “Idea Blank” addressed to 
the employee’s supervisor and 
providing space for suggesting 
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ways of reducing waste. Employ- 
ees were asked to use a separate 
blank for each idea. 

One man in the office methods 
division was assigned to investi- 
gate the ideas and handle the 
program. 

Within a few weeks of the dis- 
tribution of the folder more than 
200 individual suggestions were 
received. These were incorporated 
in subsequent bulletins for the 
information of all concerned. For 
example, the second bulletin is- 
sued bore the caption “Here Are 
Your Ideas! for personal, individ- 
ual, and company codperation in 
conserving office supplies and re- 
ducing waste.” The back page 
again carried an “Idea Blank” for 
additional suggestions. The “Let’s 
Go! U.S.A. Keep ’Em Flying!” 
slogan appears at the bottom. 


Check List of Conservation 
Measures 

Most companies include in their 
program the distribution or publi- 
cation of a “check list,” or list of 
suggestions for waste elimination. 
These are organized in several 
ways. In some instances there is 
no attempt to arrange or to group 
these in any way, but merely to 
list them, perhaps numbering the 
items consecutively. 

(Turn to page 141, please) 


LITTLE BIOGRAPHIES OF O. A. MEN WHO WENT TO LAW 


THE FATAL FIVE MINUTES 


Norris L. Hayward 


THe office boy of the Ajax Appliance Company charged through the stenographer’s sanctum 


and deposited himself in front of the manager’s desk. 
"Say, Boss—I just heard some news on my way down here. 


You remember the other day 


when I was in here you were talking about the bill that Jethro Brown owes us. Well, he’s just 
finished a good big repair job for old Charlie Allen, the barber on Lilly street,” the boy 
blurted out, and then realized where he was. 
*J—I thought you—er—might like to know,” he stammered. 
"No need to stutter, my boy, though I might add that your entry was somewhat explosive, 
and your opening words somewhat lacking in, shall we say, respect, but I’m obliged to you. 


Glad to see you have the good of our company at heart,” 


the manager conceded. He put 


through a call for the company’s attorney, and the office boy took his departure, rolling 
the word “our” from one corner of his mind to the other. 
Ten minutes later the attorney bustled in. 
“You sent for me?” the attorney queried. 


“If I didn’t why are you here? Sure I sent for you. 


I’ve just learned through an office 


boy who'll be running this place in a few years that Jethro Brown, from whom you've been 
trying to collect $75.00 for over a year, is doing some work for Allen, the barber,” the 


manager explained. 


“ll make out the proper papers and garnishee the money in Allen’s hands,” the attorney 


averred. 


“Go ahead, and I'll meet you at Allen’s shop when the papers are ready to serve.” 

But, when the papers were served, the barber disclaimed all liability. 

“It hasn’t been five minutes since I mailed a check to Brown in full payment, and now 
I’m sorry I did. I know what a ‘deadbeat’ he is, and I’d like to see you get your pay,” he 


explained. 


“Say—why can’t we get Allen to stop payment on his check and then the garnishee’ll be 
good,” the manager suggested. 

The attorney shook his head. 

“No go,” he admitted. “The law is very clear that if X owes Y and Z owes X, and pays 
by a check before Y’s garnishee order is served on Z, the check operates as a payment and 
the garnishee order is of no effect, even though the check is not paid at the time the garnishee 


order is served.” 


“Well, that’s that, but the office boy did his best, and he gets a ticket for the next ball 


game,” 


the manager agreed. 
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Carcfully. Planned. Store Layout 
AIDS FURNITURE DEALER'S SALES 


ANY office furniture dealers 

are now giving considerable 
attention to their store layouts, in 
order to fill up some of the space 
that has been opened by the sale 
of many metal lines no longer 
available. As wood office furniture 
is favorably filling the bill in most 
every case, the store arrangement 
should be such that every piece 
of merchandise in stock gets its 
full share of display to accord it 
ample sales value. 

Naturally metal office furniture 
lines, will always have their places 
in the business, but during the 
present situation, when delivery 
of metal equipment to retailers 
has dwindled continuously, it will 
be well for the dealer to give as 
much attention as possible to 
wood furniture lines in order to 
maintain volume and profits. 

As many lines of wood furniture 
are now being manufactured, it 
would fit well into a dealer’s plan 
to rearrange his present store set- 
tings so as to display the mer- 
chandise that he already has in 
stock with that which he contem- 
plates purchasing. This will give 
all his merchandise an equal 
chance to appeal to possible pur- 
chasers as well as giving his store 
a renéwed appearance. 

Bearing all these facts in mind, 
Fred Butler, manager of the Pat- 
ten Furniture Company, Philadel- 
phia, has formulated a five point 
plan in laying out his store. 


By PHIL LANCE 


AS 
us 


1.—Proper and Orderly Display of 
Merchandise. 


This takes in the planned ar- 
rangement in which all the office 
furniture is lined up, one follow- 
ing another, from the entrance of 
the store to the rear. The store 
being approximately 300 feet long 
by 250 feet wide allows sufficient 
room to have five rows of furni- 
ture. Between each of these rows 
there is ample aisle room for cus- 
tomers to walk up the carpeted 
floor and examine each piece of 
furniture individually. 


2.—Each Furniture Category Has 
Its Own Non-conflicting Row. 


This was Mr. Butler’s method of 
keeping each individual class of 
furniture in its own particular 
line. All the executive type desks 
are in one row, flat-top and exec- 
utive chairs in another row, home 
and small office desks in another, 
followed by two lines each of plain 
typewriter and salesmen’s desks, 
with miscellaneous equipment 
last. “Arranged in this order,” 
comments Mr. Butler, “it does not 
take up too much of our cus- 
tomers’ time, as well as ours, in 
showing them the particular types 
of desks they have asked to see.” 


3.—Each Piece of Furniture Has 
a Price Tag. 

Many customers are wary in 
purchasing furniture, for there is 
some belief that store dealers 
“have different prices for differ- 
ent customers.” The Patten store 
has entirely eliminated this sus- 
picion in the minds of customers 
by attaching a plainly marked 
price tag to each piece of furni- 
ture in the store. This secures the 
good-will of the low budget pur- 
chuser, as well as the buyer of 
better priced merchandise. 


4.—Keen ’Em Clean. 


Dust and dirt will spoil the ap- 
pearance of the finest merchan- 
dise. Constant brushing, dusting 
and cleaning is essential in keep- 
ing furniture attractive at all 
times. Another item, good house- 
keeping, is also a necessity in 
keeping the store in a thoroughly 
cleaned condition. 


5.—Push Better Priced Merchan- 
dise. 

Better priced merchandise is 
now finding a broader market 
than any other, and the reason, 
says Mr. Butler, is that the public 
is seeking quality fixtures and 
does not mind spending a little 
more in acquiring a finer piece 
of furniture instead of purchasing 
something that is inferior in ap- 
pearance and longevity. 

By following the foregoing five 
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points, Mr. Butler has found that 
his planned layouts have done 
much to make it easier for his 
customers to pick out their de- 
sired pieces of furniture, and also 
have enabled him to fill in spaces 
left vacant by the sale of metal 
desks, which he can not replace 
at present. All he has to do, is 
to slide a wooden desk or chair 
in the vacancy and so fill it up 
favorably. 

The foregoing store is never 
broken by having other merchan- 
dise clutter up the aisles or by 
having large signs displayed any- 
where in the store. Furniture 
stocks are kept in separate stor- 
age rooms. As soon as one piece 
is sold from the store, another 
similar article is put in its place. 
This keeps the stock changing at 
all times, with the older merchan- 
dise going out first, followed by 
the newer items. The Patten store 
has three large display windows, 
which are used to good advantage. 

The two end windows show var- 
ious assortments of desks and 
chairs that are samples of the 
great interior store displays, while 
the middle show window is used to 
display a small model office. This 


gives an appearance of an actual 
office, with its completely out- 
fitted showing of the furniture 
necessary for an office. A large 
rug covers the window floor space 
and the display in its entirety 
is roped off. While no signs are 
displayed in the windows, there 
are signs on the building itself, 
identifying the store’s business. 

“Now is the most appropriate 
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time for a dealer to make plans 
to rearrange his stores displays,” 
says Mr. Butler, “for as it has 
been previously mentioned, vacant 
spots will open up here and there 
as the metal furniture is sold. 
By filling up the gaps now, your 
store appearance will be improved 
and your stock of merchandise 
will not present a diminishing 
business appearance.” 





One of the Long Aisles in the Store of the Patten Office Furniture Company, Phila- 

delphia, Penna.—All desks, chairs and accessories are laid out in accordance with a 

special display plan developed by Manager Fred Butler, who stands in the center 
of the picture. 


Sell Wood Office Furniture With Assurance 


HEN selling wood as a metal 

replacement in office furni- 
ture, do so with assurance, advises 
William F. Johnston, manager of 
the Los Angeles store of the 
Schwabacher-Frey Company, one 
of California’s oldest and largest 
stationers, with a branch estab- 
lishment in San Francisco. Even 
in normal times wood has its 
place along with steel; but many 
buyers —especially the younger 
business men—are inclined to feel 
that wood is old-fashioned, that 
steel is the only real up-to-date 
material for office furnishings and 
equipment. 


The Schwabacher-Frey organ- 
izations are merchandising wood 
lamp bases, smoking stands, book 
ends, and office equipment with 
no reference to the restrictions on 
metal. Attractive wood articles 
are displayed to the best advan- 
tage in their display windows and 
counter layouts within the stores 


Wood items are suggested to 
customers if no preference is ex- 
pressed to sales clerks. If metal 
is requested, an effort is made to 


sell the prospective purchaser on 
the wood article available if the 
metal stocks have been depleted. 

Many customers seem to resent 
the fact that wood furniture and 
equipment often costs as much as 
or more than steel. Salesmen 
overcome this attitude by explain- 
ing the difference in manufacture 

the use of highly specialized 
metal stamping machines in one 
case, and much fine handiwork in 
the other. 


Harmonizing Quality of Wood Is 
Stressed 

By pointing out to customers 
who have been accustomed to 
metal lines how wood stationery 
items can harmonize to advantage 
with their office scheme and by 
pointing out the craftsmanship 
and handiwork that good wood 
pieces represent, salesmen can 
usually convince a customer. 

This salesmanship is necessary 
to keep customers who have 
thought only in terms of steel 
pleased over the substitute and 
ready to buy for permanent use. 


Impressive window displays are 
utilized by the Schwabacher-Frey 
stores as their most important 
point-of-sale contact with the 
buying public. Wood items are 
aggressively merchandised through 
prominent displays and alert sales 
talks. 


Radio time signal pluggers are 
utilized as another medium of 
keeping in contact with the pub- 
lic. A musical program is spon- 
sored by Schwabacher-Frey in 
which records from their stores 
are played exclusively. Results 
have been gratifying. 


In buying newspaper _ space, 
Schwabacher-Frey finds a small 
arresting ad with frequent inser- 
tions preferable to large but in- 
frequent appearances. 


The price tags will be secondary 
in their Christmas merchandising, 
Mr. Johnston said. The emphasis 
will be placed upon the better 
lines of goods. Schwabacher-Frey 
stocks eight complete lines of na- 
tional stationery goods and is or- 
ganized into eighteen depart- 
ments. 
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52. 52. 32, 32 
BUSINESS BUILDERS 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 


CONFIDENCE ... COURAGE... 
COOPERATION 


INCEREST Christmas good 

wishes to our world-wide lis- 
tening-in audience of Business 
Builders. We take this opportunity 
first of all to acknowledge the re- 
ceipt of a most treasured gift, a 
book from a personal library of a 
western office outfitter. This kindly 
and thoughtful business man knew 
it was a volume now out of active 
circulation and as it was a refer- 
ence book that had meant so 
much to him, he desired that we 
have it for use from time to time 
to pass on its counsel to readers 
of this page. Furthermore, it was 
his suggestion that the following 
few sentences, chosen at random, 
would be most pertinent to the 
query of last month, “If I were a 
manufacturer’s representative, I'd 

.’ (These quotations are from 
Sherwin Cody’s ‘How to Deal with 
Human Nature in Business’): 
—“‘A salesman with a wholesale 
line will very often give all of his 
attention to certain staples on 
which, perhaps, the profit is small, 
instead of studying over his entire 
line to see what new items he may 
introduce to new customers or 
what items will earn more profit 
for his house.” 
—“A dealer will often consult his 
sales-people, and the salesman 
must have their good will.” 
—‘The dealer is in business to 
make money. If you set stead- 
fastly out to help him make more 
money and you are successful, he 
will be your friend beyond any 
question and will give you orders 
on standard lines in preference to 
giving them to some other sales- 
man.” 
—‘Success in the art of salesman- 
ship can be attained only through 
practice. It takes four hours a day 
for some years to make a good 
pianist, and playing on human 
minds is surely no less fine an 
art.” 
—‘The wholesale salesman must 
know his competition perfectly, 
not to attack it, but to understand 
what merits of his own goods to 
play up. He must even know what 
the other salesmen are saying so 
as to offset their arguments even 


without making the slightest di- 
rect reference to them. It is a 
business finesse carried to the 
highest point of perfection.” 
(Note: Another contributor this 
month on this same subject refers 
to a statement Willie Hoppe, the 
famed billiard expert, once made 
in response to what was the most 
important reason for his sustained 
success as a champion player... 
He said tersely, “When other fel- 
lows are playing Hoppe, I’m play- 
ing billiards!’’) 

Noteworthy also was the fact 
that seven other replies from as 
many scattered corners of the 
country embodied this thought 
that is most aptly expressed by 
one of the seven written on the 
back of his engraved business 
card: 

“Keep your customer’s 
buying-time in mind; 
and he will mind to buy 
from you every time!” 
* * * 
SPEEDY BUSINESS TOOLS SPEED 
THE WAR EFFORT. USE THEM! 
* ok * 

More than a score of our letters 
the past few weeks have paid 
tribute to “Friendly Chats,” a 
snappy house organ by Loose Leaf 
Metals Company of St. Louis, Mo. 
One of these just received men- 
tioned that in the recent passing 
of Forty-Five Minutes from Broad- 
way—Over There Cohan—they 
turned to their scrap book to this 
clipping from “Friendly Chats” 
and re-enjoyed this comment en- 
titled “Good Humored Salesmen”’: 
“Salesmen are usually in for a lot 
of advice no matter what sort of 
economic situation is on ... To 
those who have asked the master 
showman, George M. Cohan, the 
secret of his success, he always 
has replied, ‘Leave them laughing. 
Drop your last curtain on a yell 
of good humor.” Those who sell 
things might well adopt this same 
philosophy. Leave your prospect 
in good humor and the door will 
be open for you on your next call. 
Prospects are attracted to the 
cheerful man as steel filings to a 
magnet. 

” * * 

MORE BUSINESS MEANS MORE 
TAXES TO HELP OUR U. S. A. DOWN 
THE AXIS! 

* - + 
All the world likes a salesman 
with a sense of humor. In our 
miniature mountain of mail this 
month were many enclosures of 
quips and quirks in the lighter 
vein. Some of them even merit 





OFFICE APPLIANCES 


you passing them on to some office 
outfitter in our armed services... 
that’s the ticket . . . write at least 
one additional note each week ... 
and in the “lighter vein” to one 
of the boys over there. Here are 
some copy enclosure ideas. 

(This from an _ Indianapolis 
friend): “More persons, it is said, 
speak English than any other lan- 
guage. Or a reasonable facsimile 
thereof.” 

(A Des Moines cheer-spreader 


reports this): “Remember when 
gallop was a gait instead of a 
poll?” 


(Here’s an “O” from Omaha): 
“An Omaha collector has a coin 
which he regards as a great curi- 
osity. It is a dollar which is not 
owed to anybody else.” 

(A Bostonian inflates this one): 
“Maybe it’s all right to curb in- 
stallment buying, but looking back 
a few years, we must admit that 
we'd rather see a collector than a 
wolf at the door.” 

* * om 
NO TICK 
By the Time Clock 

Some day some people around 
this office outfitting office are go- 
ing to have me to reckon with. I 
detest being a gossip, but just the 
same I know more about some of 
these embryo stenographers and 
bookkeepers than they know about 
themselves. 

I’m not conceited or anything, 
but I’m a fairly accurate book- 
keeper if people would only give 
me a chance. 

But I’m not complaining. My 
job is almost interesting at times. 
It’s fun to watch people droop in 
at 8:30 like they hadn’t been long 
out of bed. 

Then, too, it’s fun to watch 
those same people dash out to 
lunch at noon. Mostly they are in 
such a hurry they never pay any 
attention to me. I’m going to re- 
member all this cold treatment 
and some day I'll get plenty of 
revenge. 

As I was saying, I don’t like a 
gossip but I'll have a nice little 
story all ready for the big boss 
some day. For I’m the time clock. 

+ * * 


Remember our Address: Box 
2153, care of Shaw & Borden Com- 
pany, Spokane, Washington. And 
Remember U.S. A. War Bonds and 


Stamps! 
Ralph B. Ortel. 


oh att ott oct 
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POMERANTZ DESK ACCESSORIES DEPARTMENT.—A Polar 

desk set display case proved so effective in service that four 

additional ones were built for exhibiting desk accessories. This 

led to the establishment of a regular department, as shown 
above. 


Desk Accessories 


Department Proves 
Profitable 


HEN A. Pomerantz & Company, Philadelphia, 

installed a desk set display case designed by the 
Polar Manufacturing Company of Philadelphia, store 
executives expected it to attract trade. The results 
were so much better than anticipated that four addi- 
tional cases were built and installed in a space on the 
first floor where the firm’s order department had 
been established for years. This department now func- 
tions just as well on the second floor, releasing val- 
uable sales space to the desk accessories department. 


Richard D. Pomerantz, president of the company, 
says, “Fluorescent lighting has been installed and the 
department is an attractive addition to the general 
appearance of the store, adding some twenty-five feet 
to the depth of our first floor sales area. 


“We are so well pleased with the immediate increase 
in sales in this new department that we have placed 
one of our most efficient clerks in charge of it and 
have installed a stock control system. It is aston- 
ishing how much easier it is for our sales force to 
sell more of this merchandise (which we have always 
carried) since it has been assembled into one depart- 
ment. 


Construction Details 


The case was originally designed to display the 
Polar line of matched leather desk sets. It was made 
six feet wide and six feet high, with two drawers at 
the bottom where additional stock may be kept for 
prompt delivery. The case measures twenty-seven 
inches deep at the bottom and thirteen inches at the 


w 
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top, providing an attractive appearance when placed 
against a wall. The sloping sides afford a practical 
way of displaying desk accessories. A customer can 
make his selections readily while standing in front 
of the case. 


The larger desk pads for executive desks lie flat 
on the bottom shelf, permitting easy placement of the 
various auxiliary pieces to see how the complete set 
will look. The other sizes of pads also lie flat so that 
complete sets for any size desk can be arranged readily 
and visually. 


A practical result of this display method is that 
the customer usually selects a larger assortment for 
a desk set when he sees sO many displayed. It is 
pleasantly surprising to note how many men will select 
additional odd pieces such as cigar humidors, book 
ends, picture frames, etc., pieces they never expected 
to purchase, just because they were on display before 
them at the time they were choosing their desk sets. 


Lookers Become Buyers 


The profitable results experienced at the Pomerantz 
store are duplicated in others where transient trade 
is average or better. Exposure of merchandise is of 
no value unless there are customers or prospects to 
view it. The display rack fits harmoniously into attrac- 
tive store surroundings and with proper lighting has 
stepped up desk accessories sales substantially. One 
reason, of course, is that the design permits the dis- 
play of considerably greater quantities of merchandise 
in one area than can be shown through the use of 
standard display cases or counters. There are four 
levels of display instead of one or two. 


Following the example of Pomerantz, many other 
dealers have built additional cases for displaying small 
merchandise lines. The design is basic for wall cases 
in which can be assembled all desk accessories offered 
for sale by the individual store. A complete, concen- 
trated department, such as now operated by Pomer- 
antz, has proved its practicality. 


To dealers interested in this style of display case, 
the Polar Manufacturing Company offers to furnish, 
without charge, a working blue print which will permit 
dealers to get prices from local cabinet makers or 
wood working plants on sizes, styles or finishes most 
suitable for individual stores. 





A SHAW-WALKER SYSTEM FOR A TRUST COMPANY.—Here 
is an interesting application of Shaw-Walker’s Space Saver 
Expandex and special printed, tabbed cards, serving as the 
central information file in the office of the Mississippi Valley 
Trust Company, St. Louis, Mo. This combination of cards and 
systems permit rapid reference to customer history cards. The 
installation was made under the direction of C. H. Berry of 
the Shaw-Walker branch in St. Louis. 
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EDITORIAL 


Support Typewriter Procurement 
Campaign 

#@ THE typewriter industry in cooperation 
with the Government is intensively engaged in 
a tremendous campaign of mobilizing the 
equivalent of a column of typewriters 150 miles 
long to send off to war! The call this month is 
to increase all procurement efforts. 


Uncle Sam is urgently in need of 600,000 ma- 
chines, principally to fill minimum require- 
ments of the Army and Navy. The previously 
announced quota of 850,000 was reduced by 
250,000 new machines supplied by the type- 
writer industry prior to suspension of produc- 
tion. 

As there is no other source, the Government 
is appealing to business firms, schools, colleges, 
and the public to “release one out of four type- 
writers for war.” Supplementing Donald Nel- 
son’s July letter of appeal to 25,000 business 
concerns, President Roosevelt in October or- 
dered release of all machines that could be 
spared by government offices, and pleas for pub- 
lic response have been made by General B. B. 
Somervell, Commanding the Army’s Service of 
Supply, and Admiral E. J. King, Commander in 
Chief of the U. S. Fleet. 

It is reported that about half of the quota 
has been acquired. Typewriters sought are 
standards made since January 1, 1935. W. M. 
Harris, chairman of the Office Machinery and 
Equipment Procurement Committee for all War 
Agencies, said that if the machines needed are 
not obtained on a voluntary basis it will be 
necéssary to requisition them. 

The Government is urging its authorized 
agents to spur their efforts and is asking any 
dealers who are equipped to handle machines 
as specified to apply for contracts to the Treas- 
ury Department, Procurement Division, Seventh 
and D streets, Washington, D. C. The branch 
offices of all typewriter manufacturers and sev- 
eral hundred independent dealers are function- 
ing as official U. S. Purchase Depots. WPB re- 
gional and district offices are coddinating the 
program locally. 

An elaborate national promotion campaign is 
being conducted. The Advertising Council, 
agency representing the typewriter manufac- 
turers, has prepared a forceful sales presenta- 
tion for use of salesmen and dealers and also a 
user’s booklet on “How to Make 3 Typewriters 
Do the Work of 4.” Dealer buying agents like- 
wise are receiving a new bulletin, “Typewriters 
for Victory,” containing suggestions edited by 
James P. (Jim) Ward and distributed by the 


Treasury Department Procurement Division. A 
daily schedule of publicity has been carried on 
since October 27 by the offices of War Informa- 
tion and War Production Board. Newspapers, 
magazines, trade publications, radio networks, 
and the movies are all enlisted in the big cam- 
paign. 

In purchasing these machines for the Gov- 
ernment the authorized typewriter dealers and 
manufacturers’ branches are giving great aid to 
the armed forces. At the same time, the Govern- 
ment wants to impress upon salesmen and 
dealers that they will receive substantial profits 
for purchasing these typewriters, while shops 
can be kept profitably busy conditioning the 
machines. The work helps to offset the loss in 
business due to the effect of wartime regula- 
tions. 


WHAT is a law, if those who make it 
Become the forwardest to break it? 
—James Beattie. 
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1943 Objective: Help Save Man-Hours 


@ A CHALLENGING objective for the office 
equipment industry for 1943 came out of the 
conference on Office Management in Wartime 
held by the American Management Association 
in Chicago recently. This objective is to par- 
ticipate with office managers is a great “scrap 
collection” campaign of saving clerical man- 
hours wasted in “avoidable ineffectiveness.” 

The suggestion that 4,000,000,000 wasted 
clerical man-hours can be saved in a year was 
presented by Robert P. Brecht, Professor of In- 
dustry, Wharton School of Finance and Com- 
merce, University of Pennsylvania. 

In view of the role the office plays in facilitat- 
ing the work of the engineer, skilled workman, 
and production manager, it is clear that vast 
help would be given the war effort by increasing 
clerical productivity by even half this amount. 

Said Professor Brecht, in his address on 
“Office Adjustments to the Wartime Problems:”’ 

“Perhaps the opportunities for increased hu- 
man productivity that are available in the single 
sphere of the office may be dramatized some- 
what by the following figures, adapted from a 
statement of my colleague, A. B. Cummins, an 
outstanding methods engineer, in which he was 
commenting on man-power wastes in the whole 
American economy. On the basis of a 2,000 man- 
hour year, representing 50 weeks of 40 hours 
each, with a conservative estimate of 5,000,000 
employed clerical workers, the American econ- 
omy utilizes 10,000,000,000 clerical man-hours 
annually. Fair estimates of man-hour efficiency 
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place the range of productivity at between 50 
and 60 percent of attainable, not potential, max- 
imum output. Let us say 60 percent. The re- 
maining 40 percent, or 4,000,000,000 clerical 
man-hours, are recoverable waste. Waste, more- 
over, that can be recovered without substantial- 
ly increasing salaries paid.” 

Success in increasing office productivity above 
the present level will not rest merely upon the 
decisions of executives to improve practices, but 
rather upon the combined efforts and resources 
of executives, technicians, employees, and office 
equipment suppliers. 
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Within the office equipment field are many 
specialists in layout, work flow, systems, and 
methods. These experts and their facilities have 
made significant contribution to the moderniza- 
tion of American business operations in the past, 
and management may be assured they wili con- 
tinue to do so when and wherever given the 
opportunity. Once the need of specific time and 
labor saving devices, systems, and various 
utilities has been determined for each user, the 
office equipment industry will function as the 
source of supply to the limit of possibilities un- 
der wartime conditions. 


HERE AND THERE 


PLEASANT WORDS FROM dull moment all 


the time and in 


GREAT BRITAIN 


Through the medium of the Sta 
tioners’ Overseas Correspondence 
Circle, Al Williams, general man 
ager of the Stationers’ Guild of 
America, has been in correspond 
ence with R. W. Goodrum of Ley 
ton, England. A recent letter con 
tained some comments that hs 
thought would be of 
readers on this side of the Atlantic. 
We agree, and quote from Mr. 
Goodrum's 

"My son, who is in Canada with 
the RAF f 
days’ leave and, as he was near the 
border, he decided pend it ir 
New York. He is now back at hi 
station and we have had an a 
count of it from him. 

"He hitchhiked each way 
found no difficulty about th 
the Americans were only too glad 
to do all they could for him and 


fact it is « 


interest + 


letter: 
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recently had Ttourteen 


his pal. In 
ever reached New York, as all the 
way thev received invitations t 
stay and spend their leave with the 
various people they met. 

"They were, however, unable 
accept as they had made up their 
minds to see the city. Having ar 
rived there they were able thank: 

the USO secretaries, who ar 
ranged reduced rates for them, t 
stay at the Vanderbilt hotel on Park 


avenue. The USO also aave them 
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writing to us about it was full of 
praise for the folk of USA. 

"What a different world that i 
to the one Hitler is attempting to 
foist on us. No wonder we are all 
determined to fight on until he is 
ompletely destroyed, and the 
world again made safe for decent 


people." 





KARL KIESEL GOES HUNTING 
FOR PHEASANTS AND MEETS 
SOME JAILBIRDS 


Karl Kiesel of the Carter's Ink 
Company likes to go hunting. He 
ikes it so much that he goes alone 
if no one is available as a com 
panion. Karl also likes to talk, which 
he will readily admit. He is a con 
versationalist of great skill. But last 
month, the combination of hunting 
ind conversation got him into trou 
ble. Here's the story: 

Being unable to find someone t 
accompany him, Karl got up early 
one morning at his Madison, Wis. 
home, donned his hunter's clothing 
had a lunch packed and started out 
by himself in the family car. About 

on hunger overcame his desire 
to hunt, so he stopped his car nea 


c , | | 
3 farmer's barn. A couple of plea: 


ant mannered men came out of the 


barn and started a conversation. 
Nothing loath, Karl participated in 
the gab fest. Following an expre 
ion of admiring approval, Karl per 
mitted one of the men to examine 
and handle his gun. A third man 
then appeared from the barn, the 
yun was turned on Karl, and the 
announced themselves as « 
yped convicts. They took Karl's 
ar, his gun and a fine auto robe. 
The next news of the nvict 


| | i . fr 
was when they burglarized a tarn 


tha sae ; ; 
nome n iower Wisconsin. A Tew 
7 | | ! 
Jays later they held up a gas sta 
j 
\A j i! ° fel a 
Wheaton, Ill., taking $80.0 


in cash and sixteen gallons of gaso- 
line. The desperados continued on 
south and were tamely picked up 
for parking in Kentucky with no 
money and no gasoline. Karl was 
notified that the car was retrieved 
and his daughter journeyed down to 
get it. To the surprise al avareadi 
his Packard was in undamaged con- 
dition. 

Thus Karl's thrilling adventure was 
concluded to the satisfaction of all, 
and Karl had a new topic of con- 
versation and interested audiences 
wherever he went for several weeks. 





VAUTRAIN'S CORPS 


From the November 20 issue of 
Printers’ Ink we learn that Charley 
Vautrain is an outstanding contrib- 
utor to the war program. His oldest 
boy, Robert C., entered the army 
about six months ago and is now in 
officers’ training school. Charles, Jr., 
is a graduate of the Coast Guard 
Academy and is now an ensign some- 
where in the Arctic Circle. Stanley 
M. joined the Navy about two years 
ago. He's now fire controlman 
aboard a destroyer. Phillip A., the 
youngest, is now attending Renselaer 
Polytechnic and hopes to enter Coast 
Guard Academy to follow in his 
brother's footsteps. All are from 
Holyoke, Mass. 

Charley Vautrain is well-known in 
the industry because of his activities 
in the field of advertising. At one 
time he was advertising manager for 
American Writing Paper Corp. Now 
he is an advertising counselor in busi- 
ness for himself. Among the ac- 
counts that have come under his juris- 
diction are L. L. Brown Paper Com- 
pany, Eaton Paper Corporation, and 
Hampshire Paper Company. Printers’ 
Ink suggests that he advertise his own 
family because it might help Army 
and Navy enlistments. It sounds like 


a good idea. 
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INVENTORY CONTROL PLAN STUDIED 


In connection with two open meetings of members 
of the Wholesale and Retail Inventory Committee and 
representative merchants and merchant-manufactur- 
ers to discuss the forthcoming War Production Board 
inventory limitation order, Dr. Eaton V. W. Read, 
chairman of the committee, outlined the tentative 
formula for determining “normal” inventory and in- 
dicated there is no need to liquidate stocks in any but 
the normal fashion in anticipation of stringent con- 
trols. 

The two meetings, in New York, November 17 and 18, 
and in Chicago, November 18 and 19, discussed this 
tentative formula and the proposed inventory control 
order, which is designed to achieve a more equitable 
distribution of consumers goods and protect merchants 
who have been cooperating in the WPB program to 
avoid inflated inventories. 

“The order will reduce ‘inflated’ inventories rather 
than force the liquidation of ‘normal’ inventories,” 
Dr. Read pointed out. “The recommended formula for 
the determination of the ‘normal’ inventory is a rea- 
sonable one, based on the actual relationship of the 
individual merchant’s stock to sales over comparable 
months of the three preceding years. There is cer- 
tainly no reason for hasty or disorderly reduction of 
inventory. 

Dr. Read also explained that time would be allowed 
retailers and wholesalers to get inventories in line with 
WPB standards. The proposed order gives them until 
the beginning of the second quarter of 1943 to reduce 
inventories to normal, as determined by the WPB 
formula. If merchants have failed to adjust stocks 
by that time, they will be required to reduce purchases 
during the second quarter until a normal inventory is 
achieved. 

Although the order has not yet been issued, the 
formula procedure has been worked out on a tenta- 
tive basis by Dr. Read’s committee. In line with th>2 
control system outlined in the committee’s report to 
WPB Chairman Donald M. Nelson, as approved on 
September 5 and presented in November Orrice Ap- 
PLIANCES, merchants will be required to maintain the 
same relationship of stock to sales as existed in com- 
parable quarters of 1939-40-41. In this way, allowable 
inventories can continue to fluctuate in relation to 
sales in any given period. 
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WPB FIXES OFFICE MACHINE OUTPUT RATES 

On November 11, the War Production Board set 
production rates for 1943 for manufacture of office 
machinery, as a result of general limitation order No. 
L-54-C, as amended. The rates permissible under the 
new order represent adjustments made to conform to 
quotas established by the WPB Standard Products 
Committee for each machine. 

The order divides office machines into four groups 
or lists. Those on List “A” may not be manufactured 
after December 31, 1942, except for assembly of parts 
into finished machines, which may continue for one 
year. This list includes adding, microfilm, shorthand 
a time stamp machines and collateral equip- 
ment. 

Machines on List “B” may be produced throughout 
1943 at various percentages, but purchase and manu- 
facture of new parts are limited to twenty-five per cent 
of parts required for the production of complete ma- 
chines permitted in the period from June 1, 1942, to 


December 31, 1943. The remaining seventy-five per 
cent of parts needed must come from accumulated 
inventories of parts. This list includes accounting, 
bookkeeping, billing, addressing, calculating and com- 
puting, duplicating, office composing, punchcard 
tabulating and time recording machines, with col- 
lateral equipment. 

List “C” is made up of machines whose manufacture 
is limited to fill purchase orders approved under terms 
of the new order and is made up of dictating types of 
machines and payroll denominating machines. 

Manufacture of machines on List “D” is prohibited 
altogether. Items on this list were formerly under 
steel conservation order M 126, and include autogra- 
phic registers, machines to handle cash, coins and 
checks, envelope machinery, postal permit mailing 
and stamp affixing machines. . 

The amended order prohibits the use of motors in 
adding machines, except to complete the assembly of 
machines whose parts were available or in process 
September 8, 1942. Motors for spirit, stencil or gelatin 
types of duplicators may be used in assembly after 
November 1, 1942, to the extent of twenty per cent 
of the aggregate number of machines of these types 
the manufacturer is permitted to produce under the 
terms of the order. ° 


THE CONTROLLED MATERIALS PLAN 


The War Production Board has adopted a new plan 
for centralizing control over the flow of critical mate- 
rials by scheduling their use from the time the mate- 
rials are produced until they emerge as completed 
tanks, ships, planes, and other war and civilian goods, 
Donald M. Nelson, WPB chairman, announced on 
November 2. 

At the same time, Leon Henderson, director of the 
WPB civilian supply division said the program will 
further slash the critical materials available for con- 
sumer items such as stoves, clocks, refrigerators, and 
others. By the end of 1943, Mr. Henderson said, only 
23,000 tons of copper a year, or less than one per cent 
of the output, and only one and one-half per cent 
of the steel output will go into consumer goods. In 
1939-1940, he added, twenty-eight per cent of the 
copper output was going into such goods. 

The new WPB program for “scheduling” materials 
from start to finish will be started at once, will be in 
wide use in the second quarter of 1943, and will be in 
full operation by July 1, 1943. 

The “three most critical materials’ —carbon and 
alloy steel, copper and aluminum—vwill be the first 
brought under the program. Subsequently, rubber will 
be included and other materials will be added as re- 
quired. 

The new plan scraps the use of priorities for the 
materials included. Its aims are to adjust the require- 
ments for critical materials to the supply available 
and to see that the amount and types of materials 
produced meet the manufacturers’ needs for turning 
out their schedules of finished products. 

Under the priorities setup, a manufacturer of tanks, 
for example, gets a priority rating for steel, but this 
does not guarantee he will get the materials. 

Under the new setup, a tank manufacturer will get 
a “cHeck’—termed an allotment number—good for 
the purchase of so much steel of various types and he 
can get delivery by cashing this check with a pro- 
ducer of the steel. 

At the other end of the setup, the WPB materials 
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branches will issue “production directives” to pro- 
ducers of steel and other materials going into tanks, 
telling them how much of each type of steel material 
to produce. 

The way the new program, termed the Controled 
Materials Plan, will work was outlined by Ferdinand 
Eberstadt, WPB vice-chairman on program determina- 
tion, as follows: 

1. A manufacturer, or prime contractor, will submit 
each quarter to one of seven “claimant agencies” a 
bill of materials showing a breakdown of all mate- 
rials required for the product he is making, such as 
planes, tanks, or ships. This will include materials 
needed by his subcontractors and suppliers. The seven 
agencies are the War department, Navy department, 
Maritime Commission, joint aircraft scheduling unit of 
the Army and Navy, Lend-lease Administration, Board 
of Economic Warfare, and Office of Civilian Supply. 

2. Each of the seven agencies will then program the 
quantities of products—guns, planes, ships, railroad 
cars, bedsprings, etc.—most urgently needed for each 
quarterly period, and estimate its total requirements 
of materials. 

3. The WPB requirements committee, headed by 
Mr. Eberstadt, will then tailor these requests to con- 
form to estimated supplies and allot the total mate- 
rials available among the seven agencies. 

4. The seven agencies will then distribute their 
allotments to prime contractors by the use of “allot- 
ment numbers” which will constitute the right to 
receive delivery. The prime contractors will pass on 
the allotment numbers as necessary to subcontractors 
and suppliers. 

5. Holders of these allotment numbers, or checks 
cashable for material$’, may cash them with any pro- 
ducer of materials. If, however, they cannot find sup- 
pliers, the WPB will try to help them locate supplies. 

The program also requires manufacturers to sched- 
ule tentatively their requirements eighteen months in 
advance to give WPB an over-all picture. 

Materials other than steel, aluminum and copper 
will continue, until further notice, to be distributed 
through the priorities system, although these too will 
be taken under the new system later. 


o 
OFFICE OF ECONOMIC STABILIZATION 
ESTABLISHED 


Under date of October 3, 1942, President F. D. 
Roosevelt issued executive order No. 9250 establishing 
the Office of Economic Stabilizaticn. He appointed 
James F. Byrnes as stabilization director, with broad 
powers, as indicated by the following paragraph from 
Title I of the order: 


“The Director, with the approval of the President, 
shall formulate and develop a comprehensive national 
economic policy relating to the control of civilian pur- 
chasing power, prices, rents, wages, salaries, profits, 
rationing, subsidies, and all related matters—all for 
the purpose of preventing avoidable increases in the 
cost of living, cooperating in minimizing the unneces- 
sary migration of labor from one business, industry, 
or region to another, and facilitating the prosecution 
of the war. To give effect to this comprehensive na- 
tional economic policy the Director shall have power 
to issue directives on policy to the Federal depart- 
ments and agencies concerned.” 

Although the various agencies and administrations 
now in function are to continue to handle their par- 
ticular responsibilities, they “shall conform to the 
directives on policy issued by the Director.” 

Title II of the order has to do with wage and salary 
stabilization. It provides that the National War Labor 
Board shall not approve either increases or decreases 
in “wage rates prevailing on September 15, 1942, unless 
such increase is necessary to correct maladjustments 
or inequalities, to eliminate substandards of living, to 
correct gross inequities, or to aid in the effective 
prosecution of the war.” In administrating the order 
the War Labor Board will handle wages and salaries 
up to $5,000 and the Bureau of Internal Revenue will 
handle cases involving incomes of $5,000 or more a 
year, 

Title V deals with profits and subsidies and gives 
power to the price administrator to “determine price 
ceilings in such a manner that profits are prevented 
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—— in his judgment, are unreasonable or exor- 
itant.” 

Under general provisions, salaries and wages are 
defined as including “all forms of direct or indirect 
remuneration to an employee or officer for work or 
personal services performed for an employer or cor- 
poration, including but not limited to, bonuses, addi- 
tional compensation, gifts, commissions, fees, and any 
other remuneration in any form or medium whatso- 
ever, (excluding insurance and pension benefits in a 
reasonable amount as determined by the Director); 
but for the purpose of determining wages or salaries 
for any period prior to September 16, 1942, such addi- 
tional compensation shall be taken into account only 
in cases where it has been customarily paid by em- 
ployers to their employes. ‘Salaries’ as used in this 
order means remuneration for personal services reg- 
ularly paid on a weekly, monthly or annual basis.” 


ve) 
ODT RULES ON PASSENGER CARS USED TO 
CARRY PROPERTY 


Owners of passenger cars are not eligible for Cer- 
tificates for War Necessity unless “the vehicle has un- 
dergone a genuine structural change, reasonably per- 
manent in nature, which makes it likely that property, 
rather than passengers, will be carried,” the Office of 
Defense Transportation said November 10. 

Moreover, the owner must establish the fact that 
his business or occupation requires the use of a prop- 
erty-carrying vehicle, rather than a passenger carry- 
ing one, in order to qualify fully for a certificate. 

“Merely painting the windows of a vehicle, or re- 
moving seat cushions, or removing a door, or attach- 
ing a towing device to the axle, does not make it a 
commercial vehicle,’ according to John L. Rogers, 
director of the Division of Motor Transport. 

“Many passenger car owners are converting their 
vehicles in the mistaken belief that they will be eligi- 
ble for a Certificate of War Necessity, and thus receive 
more gasoline, and a better grade of tires,” Mr. Rogers 
said. 

Mr. Rogers made it clear that “if the vehicle is 
merely converted for the purpose of getting more 
gasoline, or for the purpose of avoiding turning in idle 
tires under OPA regulations, and there is no bona 
fide transportation of property intended,” the applica- 
tion for a certificate will be denied by ODT. 

Many of the persons attempting such conversions 
may be eligible for “C” ration coupon books, Mr. 
Rogers pointed out. In such instances there would be 
no advantage in obtaining a Certificate of War Neces- 
sity. 

“Some people also are converting their passenger 
vehicles in the mistaken belief that they may be in 
a better position to secure tires and recap service,” 
Mr. Rogers said. “These persons also are misinformed. 
Mere possession of a Certificate of War Necessity is 
no guarantee that an operator of a commercial motor 
vehicle will be given tires.” 

Commercial motor vehicle operators in addition to 
having a valid Certificate of War Necessity, must be 
in one of the eligible classes in the Office of Price 
Administration’s tire rationing regulations to be eligi- 
ble for tires or recap service. 

“Most vehicles that would be converted by a sales- 
man, or for the purpose of light delivery, are not eligi- 
ble for tires as commercial vehicles,” Mr. Rogers 
stated. 

Applications for certificates for converted passenger 
cars are being returned to the ODT field office for spe- 
cial examination before issuance of certificates for 
such vehicles. ° 


GMPR NOT APPLICABLE TO CERTAIN USED 
EQUIPMENT SALES 


Manufacturers and processors—as well as mer- 
chants, farmers, and artisans—may sell their used 
equipment and supplies without reference to ceilings 
established by the General Maximum Price Regulation, 
the Office of Price Administration announced Novem- 
ber 3. 

From the outset the general regulation exempted 
sales “by any merchant, farmer, artisan or person who 
renders professional services, of his supplies, or busi- 

(Turn to page 110, please) 








| NEW EQUIPMENT, 


NATIONAL ANNOUNCES SERIES NO. 40 DESK LINE 

Designated as the Economy Series No. 40, the Na- 
tional Desk Company, Herkimer, N. Y., has announced 
a new line of desks, including an executive model, a 
drop head typewriter desk, a secretary desk and a 
utility table. The new series is made of quartered oak 
and combination walnut with one and one-quarter 








NATIONAL’S SERIES 40 SECRETARY DESK 


inch thick top, five-ply construction, with pencil round 
edges. The executive model is available in two sizes 
—60 by 34 and 43 by 34, the latter being a single 
pedestal type. The drop head typewriter desk mzeas- 
ures 43 by 34 and is equipped with National patented 
mechanism which allows ‘generous knee room even 
when the typewriter compartment is closed and the 
desk is being used as a flat top. The secretary model 
is a 60 by 34 inch desk with a typewriter pedestal on 
the right side. It is equipped with swing doors and wood 
mechanism. If desired, the typewriter pedestal can be 
placed on the left side. Additional details are avail- 
able from the manufacturer. 
—><- - 
OXFORD FIBER BOARD DESK TRAYS 
AND WASTEBASKETS 

The Oxford Filing Supply Company, 340 Morgan 
avenue, Brooklyn, N. Y., has announced a line of fiber- 
board desk trays and wastebaskets. These items are 
finished in a rich natural wood walnut graining and 
shipped flat in cartons of two dozen each. They are 
easily set up into a tight sturdy unit that will not 
loosen up in use. Two each of eight labels are fur- 
nished with each desk tray so that trays may be 
labeled on each end for greatest efficiency. 

The letter size desk tray is 10144 x 12 x 27% inside 
with the legal tray measuring 1014 x 1514 x 27, to 





NEW OXFORD FIBRE BOARD DESK TRAY AND WASTE 
BASKET 


accommodate guide height file folders, legal envelopes 
and oversize papers. 

These items are referred to as being already market 
tested and are suggested for sale to war plants, ra- 
tioning boards, civilian defense units and temporary 
offices of all kinds. Also, for students, soldiers and 
housewives. Prices and further details may be had 
from the manufacturers. 


DEVICES 


AND SUPPLIES [RN 


MIDCO’S NEW 1943 SERIES VICTORY MODEL 

Midwest Naturlite Company, Chicago, Ill., is an- 
nouncing its 1943 series fluorescent desk lamp, which 
has been completely redesigned and fabricated of a 
non-ferrous, tempered hardboard material, found by 
company engineers to be ideally suited to the con- 
struction of an electric lighting fixture, as an alternate 
for the critical metals used heretofore. (The only 
critical materials used are the electrical parts, for 
which there are no known alternates.) 

This material has never before been used in the 
manufacture of portable lighting fixtures. Therefore, 
new processes and technique had to be developed be- 
fore it could be adapted to the intricate pattern re- 
quired for the maintenance of company standards. 
This means, of all other materials less critical than 
metal that were considered, none could be used that 
would permit the continuance of the original design, 
exclusive dual reflector principle of light control and 
the baked enamel finishes of former models. 

Officials*of the company point out that tempered 
hardboard is the only material, other than metal, that 
can be subjected to the high degree of heat required 








MIDWEST NATURLITE 1943 SERIES VICTORY MODEL. 
(Patent Pending) 


for the baked enamel finishes, which have proved so 
popular on metal lamps and are the most durable of 
all finishes. 

The use of this material affords another advantage 
through the reduction in unit weight from 1034 lbs. 
to 61% lbs. More important—a total saving in critical 
metal of 91% lbs. per lamp, or approximately 90 per 
cent, has been accomplished, thus saving many thou- 
sands of pounds of metal annually for other vital war 
needs. 

Application for patents on the mechanical con- 
struction and new technique developed by company 
engineers is on file in the U. S. Patent Office. 

oe ere 
“Y AND E” WARLINE CORRUGATED TRANSFER 
CASES 

Though they contain no metal, the new “Y and E” 
Warline corrugated transfer cases are superior to any 
corrugated cases previously offered by the Yawman 
and Erbe Manufacturing Company, Rochester, N. Y. 

Scientific design and skillful production have re- 
sulted in a line of cases that not only conform with 
the government’s metal ban, but are of great strength 
and durability. Made of heavy corrugated board, the 
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cases are reinforced and double lined at the points 
of greatest wear and strain. Due to close fitting parts 
they protect transferred records from dust and dirt. 


ot 
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NEW Y ANDE CORRUGATED BOARD TRANSFER FILE 


Each case has a printed identification label on the 
drawer front and a convenient hand hole which re- 
places the pre-war metal drawer pull eliminated by 
the civilian curtailment of steel. The rigid side walls 
of these cases permit them to be stacked to a reason- 
able height. 


Warline cases are available in seven sizes to meet 
all transfer requirements for the inactive storage of 
cards, checks, deposit tickets, legal documents and cor- 
respondence. The cases are shipped knocked down, 
ten cases to the carton, and can be easily and quickly 
assembled. 


. +o 
W-J BUSINESS AND PROFESSIONAL FORMS 
A new line of business and professional forms with 


end opening pressboard binders, providing a new con- 
venience in record keeping, has been announced by 
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W-] BUSINESS AND PROFESSIONAL FORMS 


the Wilson-Jones Company, Chicago. The binder has 
a double hinged cover which folds under out of the 
way, affording greater freedom of operation and re- 
ducing space requirements. Entries are easy to make 
while the binder is held in the hand. Two piece con- 
struction and a Tatum prong fastener provide flexible 
capacity and simplify the addition or removal of sheets. 
The binder is light weight, has no protruding knobs 
or fittings and may be kept in regulation file, a desk 
drawer or carried in an envelope or portfolio. For fur- 
ther information, write for circular No. D1193, address- 
ing inquiries to the Wilson-Jones Company offices at 
Chicago; Elizabeth, N. J., or New York, N. Y. 
——-— - 
SWIVEL POSTURE CHAIRS BY MICHIGAN 


The Michigan Desk Company, Grand Rapids, Mich., 
is producing a line of swivel posture chairs with a 
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special feature of removable feet. They were designed 
this way to permit later installation of casters simply 
by substituting casters for feet. The chairs are sturd- 
ily built and are fitted with upholstered seat and back 
rests. They are available for immediate shipment in 
elm, oak, walnut and mahogany. An all wood model is 
also included in the line. Seat dimensions are 16x16 
inches. Height is adjustable from 17 to 18% inches by 
means of fill-in discs made as parts of the swivel 
mechanism. Back rests are adjustable four inches 
horizontally and three inches vertically. Swivels are 
made of a combination of maple and fibre discs im- 
pregnated with graphite, eliminating the need for 





NO. C 128 U MICHIGAN POSTURE CHAIR 


lubrication. Swivel adjustments are easily made by 
use of wing nuts. 

The company expects to have a full line of execu- 
tive chairs ready for distribution by December 15. 

a SPREE ae 
DURAFILE WOOD CABINETS ANNOUNCED 

The Durafile Cabinet Company, Jasper, Ind., is offer- 
ing to the trade a new four-drawer wood file with the 
following specifications: flush construction, plywood 
sides, plywood drawer fronts. All four corners dove- 
tail, bottoms are framed in, self-locking follower block 
extension slide made of wood, rollers of lignum vitae, 





DURAFILE FOUR-DRAWER WOOD CABINET 


operating in hemispherical grooves. Drawers are re- 
movable, as are the extension slides. Pulls, cardhold- 
ers, follower blocks, and extension slides are all made 
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of wood. The cabinets are finished in green enamel 
and are available in the four-drawer height for both 
legal and letter size. They may be fitted with locking 
devices or with individual locks upon receipt of prior- 


ity orders. Additional details are available from the 
manufacturer. 
Angina we 
ADJUSTMENT FEATURE OF JASPER SWIVEL 
CHAIRS 
The Jasper Chair Company, Jasper, Ind., has 


equipped all its chairs having wood revolving fixtures 
with pieces of shaft one inch long, permitting adjust- 
ment of seat heights to any point between eighteen 
and nineteen inches. The pieces of shaft are fastened 
to the wood plate on the bottom of each chair for 

















JASPER CHAIR COMPANY’S EXTRA HEIGHT UNIT DIA- 
GRAMMED TO SHOW METHOD OF RAISING SEAT 


use in height adjustment, if desired. To increase the 
height the piece of shaft is removed from the wood 
plate, cut to the desired additional height and put in 
position in the hub after the chair top has been re- 
moved. The chair top is then replaced, the holding 
screw reset, and the chair is ready for service. The 
accompanying illustration diagrams the adjustment 


method. 
—>-— 


GUIDE SYSTEM OFFERS STEEL REINFORCED 
TRANSFILES 


Guide System & Supply Company, 335 Canal street, 
New York, N. Y., is marketing two new Transfiles made 
of fibre board reinforced with steel. Model W, illus- 
trated, has roller bearing drawer operation eliminating 
Sliding friction at any point in the drawer movement. 





MODEL W TRANSFILE 


The drawer front is of Masonite and the case is re- 
inforced by steel at the front and by Masonite at the 
back. The outside finish is olive green. Model U is 
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similar to model W except that it is finished in olive 
green both in the drawer and the case. Both are 
shipped flat, folded together like a glove. Screws, nuts, 
bolts and tools are not required to set up these boxes. 
a eee 
VAN DYKE USES WOOD UPRIGHTS 
Van Dyke Industries, Twenty-First and Rockwell 
streets, Chicago, announces two fluorescent desk units 
made with wood uprights. These are No. 900 with a 


Bie 


TWO NEW VAN DYKE LAMPS WITH WOOD BASES 
AND UPRIGHTS 





fifteen inch shade and No. 426 with a twenty-four 
inch shade. In both models the shades are adjustable. 
Van Dyke fluorescent lamps have been equipped with 
wood bases for some time. By making the uprights 
of wood also additional critical metal is saved for 
war use. Further information about the new lamps 
is available from the manufacturer. 
—_<- 
WELLS TILT AND SWIVEL CHAIRS OF WOOD 
The Wells Office Furniture Company, 410-12 South 
Wells street, Chicago, Ill., has designed a new line of 
all wood chairs with both tilt and swivel operating 
features. The chairs are made from selected northern 
grown birch, finished in oak or walnut. Deep saddled, 





TWO MODELS IN THE WELLS CHAIR LINE 


adjustable wood seats contribute to comfort when the 
chairs are in service. Tilting and swivel devices are 
of wood. Casters are regular equipment. Additional 
details will be provided by the manufacturer on 
request. 

o—-e 


HONOR PLAQUES MADE OF RONZITE 


National Ronzite Industries, 560 West Lake street, 
Chicago, Ill., offers an honor roll plaque made of a 
thermoplastic material called Ronzite. The effect is 
that of solid bronze. Each name is lettered in gold 
foil on a small Ronzite panel and attached to the 
master plaque, which accommodates up to twelve 
names. When the list of names run beyond twelve, 
extension plaques may be purchased (each with space 
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for another twelve names) making the honor roll 
elastic in use. 

The name panels are purchased in sets of six, on 
a “deferred service” basis. For example, if a company 
had nine employees in service, the company would buy 


*ROUDLY WE PAY TRIBUTE TO THE MEMBERS 


)F OUR ORGANIZATION WHO ANSWERED 


THE CALL TO THE COLORS 





RONZITE HONOR ROLL 


two sets, send the nine names for stamping, and re- 
ceive three coupons which are exchangeable without 
cost at any time for the remaining three panels. The 
company is in a position to furnish any size honor roll 
desired, either for indoor or outdoor use. 

o——- © 


NEW LINE OF PHOTO COPYING EQUIPMENT 

The Photo Reproducing Equipment Company, Chat- 
ham, N. J., is marketing a new line of photo copying 
devices under the name “Tru-Copy-Phote.”’ There are 





PORTABLE MODEL A “TRU-COPY-PHOTE” 


seven models in the line, ranging in price from $80.00 
to $370.00. Illustrated is the portable model A. 

Model A will reproduce copy up to 81% by 14 inches 
and is supplied complete with 100 sheets of sensitized 
paper, electric dryer, three white enameled trays, plat- 
form with plate glass, color slide, developer and fixer 
and a self-contained battery. The manufacturers de- 
scribe the machine as being easy to operate, the proc- 
ess of learning requiring only about thirty minutes. 
The machine sizes range from 8 by 10 to 24 by 36 
inches or larger. Each machine carries a strong guar- 
antee. 

<< — 
SHEPHERD ANNOUNCES VICTORY MODEL CHAIR 

The N. T. Shepherd Chair Company, Salt Lake City, 
Utah, has designed a new wood posture chair called 
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the Victory model. Only ten ounces of metal, includ- 
ing casters, are used in the production of each chair. 
Sturdy construction, attractive appearance, and a de- 
sign that contributes to the comfort of sedentary 
workers are among the features claimed for the chair. 
Back and seat adjustments are readily made without 
the use of tools. As the illustration shows, seat height 
and depth are adjusted by means of a sliding seat, 
which is locked into the desired position. The front 





VICTORY MODEL SHEPHERD POSTURE CHAIR SHOWING 
(AT THE LEFT) CONSTRUCTION AND ADJUSTMENT 
FEATURES 


panel of the chair drops down out of the way to per- 

mit seat adjustment. Further information may be 

secured by addressing inquiries to the manufacturer. 
o—e 


PEERLESS PRESENTS A FOUR DRAWER WOOD FILE 

The Peerless Steel Equipment Company, Unruh & 
Hasbrook streets, Philadelphia, Penna., is offering a 
wood filing cabinet with drawers operating on progres- 
sive plywood suspension arms equipped with steel roll- 
ers. Among the special features of the new cabinets 
are panels and follower blocks with steel side arms 























NEW PEERLESS WOOD CABINET 


riding in steel channel grooves assuring easy running 
and positive locking. Additional details will be pro- 
vided by the manufacturer on request. 


{ Equipment, Devices and Supplies Section 
Continued on Page 105 
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REPORTS 


OF IMPORTANT EVENTS AND ACCOUNTS 





OF NOTEWORTHY 





ACTIVITIES 


OF THE MONTH IN EVERY 


DIVISION OF THE INDUSTRY 
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FRED PITT ELECTED PRESIDENT OF THE 
WILSON-JONES COMPANY 
As announced briefly in the November issue of this 
journal, at the annual stockholders’ meeting of the 
Wilson-Jones Company, held in Boston on October 30, 
Fred D. Pitt was elected president and a director. 
Widely known as one of the leading figures in the 
loose leaf industry, Mr. Pitt began his business career 
with the Irving-Pitt Manufacturing Company, of 
which his father, William Pitt, inventor of the ring 
book, was one of the founders. 
Fred Pitt had an active part in the development of 
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FRED PITT 
the famous I-P line of ring books, now one of the 
important lines of the Wilson-Jones Company. 

During his association with the Irving-Pitt Manu- 
facturing Company, Mr. Pitt acquired a thorough 
knowledge of both production and sales. In the period 
he was connected with the manufacturing end of the 
business he served as superintendent and later as 
factory manager. At the time he left the Irving-Pitt 
organization he held the position of acting general 
manager. 

During the interval before joining the Wilson-Jones 
Company in 1938, he was president of Pitt Corporation 
of Kansas City. 

Joining the Wilson-Jones staff as a sales executive, 
Mr. Pitt was made western sales manager in 1941. 
His election to the presidency is a recognition of his 
achievements and a tribute to the prominent part 
the name “Pitt” has had in the loose leaf industry. 

———<—- 2 —___ 

ACME VISIBLE PURCHASES NEW PLANT UNIT 

To increase manufacturing facilities and provide 
for expansion, Acme Visible Records, Inc., Chicago, IIl., 
has purchased a new factory unit. The industrial site, 


buildings, equipment, etc., of the Elgin Stove & Oven 
Company, Elgin, Ill., have been acquired and posses- 
sion was effected early in October. Some of the prod- 
ucts now made in Acme’s Chicago factory will soon 
be made at the new plant. 

The new factory will be operated, in effect, as a 
separate unit under the name of “Elgin Stove & Oven, 
Division of Acme Visible Records, Inc.” 

Executive personnel of Acme remains the same. 
Management of the Elgin branch will be under the 
direction of R. W. Reid, who has been general man- 
ager of the Elgin Stove & Oven Company for several 
years. Employees of the offices and manufacturing 
division will continue with the company and their 
work will be substantially the same, even though some 
products are different. 

The Elgin factory structure was erected twenty 
years ago and has been in continuous use since that 
time. In recent months, the output has been devoted 
exclusively to war products. According to K. K. 
Knickerbocker, Acme president, this production using 
the machinery and equipment already installed, will 
be continued and wherever possible increased, under 
Acme ownership. 

WALLACE ON POST-WAR PROBLEMS COMMITTEE 

James A. Wallace, Jasper Office Furniture Company, 
Jasper, Ind., is a member of an important committee 
recently appointed by the National Association of 
Manufacturers. The committee is to devote its atten- 
tion to post-war problems. To quote NAM, “While our 
first national interest is winning the war, government, 
industry and the public must even now give considera- 
tion to the problems which will arise in the post-war 
period. The committee will concentrate on the study 
of post-war problems.” A meeting of the committee 
was held at the Rye Country Club, New York, on 
November 18. 

— —>- 
READ GOES EAST FOR WATERS & WATERS 

E. T. Waters, wholesale manager of the Waters & 
Waters Branch, Neidich Process Division, Underwood 
Elliott Fisher Company, has announced the appoint- 
ment of E. D. Read, former manager of the Old Dutch 
Carbon & Ribbon Company, Chicago, as wholesale 
representative in the eastern district. Mr. Read joins 
the Waters & Waters wholesale staff with a back- 
ground of twenty-three years’ experience in marketing 
Old Dutch Line products in Chicago. His specialized 
knowledge should prove of great value to the dealer 
organization in the eastern territory. 

Mr. Read succeeds R. S. Greathouse, who is now in 
military service. 
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SEND aualh TYPEWRITERS 
TO WAR! 


600,000 standard typewriters (made 


since Jan. 1, 1935) are wanted now 


by our Army and our Navy. We manu- 
facturers cannot supply them. ..we’re 
making war materials today, not type- 
writers. They must come from you 

. from business concerns, schools, 
local governments, and individuals. All 
must help! 

So when a War Production Board 
representative solicits used typewriters 
from you... say Yes’’! And have 
him tell you the many ingenious ways 
which users have already found to 
make 3 typewriters do the work of 4 
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If you must now 
make 3 typewriters EIA 
do the work of 4 


Naturally it won’t be easy, but it can be done. It means re-sched- 





uling of work, elimination of ‘‘frills,’’ doubling up, and other 
make-shifts. It means harder, more continuous use of every 
typewriter you retain. 

But there’s where we can help! Give usa chance, and we'll 
undertake to keep your L. C Smiths running for the duration, 
Skilled mechanics trained for just this work are at your service 

1. C Smith branch office and dealer cities nearly everywhere. 

The harder the usage, the greater the wear...and the more 
urgent your need for competent periodic inspection, service, 
and repairs. Help your Government... let us help you! 


* ; * 





sete 
at 
War production entrusted to us is precision work calling for Fo S 
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LC SMITH & CORONA TYPEWRITERS INC SYRACUSE N Y 


craftsmansh p ofthe highest order... skill wonthrough years 
of making America’s finest office and portable typewriters. 


SMITH-CORONA 


OFFICE 


PORTABLE 


Lypewriter Service | 
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DISPLAY OF RARE OLD TYPEWRITERS ATTRACTS 
MUCH ATTENTION 


Hundreds of passersby daily are “stopped” in front 
of the American Writing Machine Store in St. Louis, 
Mo., since E. A. Bulger, manager of the Remington- 
Rand divisional store, began displaying his huge col- 
lection of old typewriters to the public. 

Reportedly the fourth largest typewriter collection 
in the world, Mr. Bulger has been collecting old ma- 
chines for the past five years. He feels that they are 
a real asset to the store, not only as a means of bring- 
ing in typewriter-repair customers during the war, 
but to educate the youngsters who will use stream- 
lined, modern typewriters in the next few years to the 
development of the machine. From an educational 
point of view the collection has paid for itself many 
times. 

There are approximately fifty machines in Mr. 
Bulger’s collection (it is his personal hobby) going 
back to 1870 and beyond, which he has purchased or 
been given since 1936. “The whole thing got started 
when I was given an old Remington No. 1 and put it 
in the store window to compare with a new machine,” 
Mr. Bulger explained. “Within a week or so a couple 
of office manager customers offered me some old type- 
writers gathering rust in their storerooms. I accepted 
these, and soon found that they created as much 
attention among business people as old cars do with 
the public. More have been coming in ever since.” 

The old typewriters are kept in the store basement, 
and placed on display in one of two large windows 
sporadically. The last window display was used for 
ninety days, and showed forty machines, beginning 
with an 1870 Remington, and including a Fay-Sholes, 
Densmore, Crandall and Williams, all of them made 
before 1900. Other old timers are a Hall (1880), Smith- 
Premier No. 1, Underwood No. 1, Postal Typewriter, 
Monarch, American, Fox Visible, Victor, Columbia Bar- 
Lock and Pittsburgh Visible. Some of the rarer ma- 
chines are an Odell, Edison, Mollé, Bennet, Imperial 
(made in England), Harris, Franklin, and Standard. 
More recent Royals and Olivers are also included. 
Many of the old machines were purchased from a list 
of potential owners supplied Mr. Bulger by OFFrice 
APPLIANCES. Mr. Bulger will be glad to get in touch 
with anyone who can supply other old machines to 
round out the collection, emphasizing that none are 
resold or repaired, being displayed just as they are 
when: received. 

In connection with the old-machine display, the 
American Writing Machine store is using a three-level 
display which shows first old or worn out modern 
machines with a sign, “How they came in.” Above 
this is a row of parts and dismantled frames with the 
sign, “What we do with them,” and 
lastly, glistening rebuilts with an- 
other sign, “How they return to 
you.” —RAL 


. 





TYPEWRITERS OF THE PAST.—A few 

of the collection of fifty old model type- 

writers belonging to E. A. (Ed) Bolger. 

on display in the window of The Amer- 

ican Writing Machine store in St. Louis, 
Mo. 
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F. S. WEBSTER BROADENS EXECUTIVE SETUP 


At the annual stockholders meeting of the F. S. 
Webster Company, Cambridge, Mass., held shortly after 
the death of Robert F. Herrick, treasurer for many 
years, George F. Malcolm, vice-president and general 
manager, was elected to the additional office of treas- 
urer. Mr. Herrick died on the fifteenth of October. 

Mr. Malcolm has directed the policies and operation 
of the F. S. Webster Company for the past forty years 
and is one of the most prominent and widely known 
executives in the ribbon and carbon industry. 

Miss M. T. Eager continues as president of the cor- 
poration, assuring the continuance of the policies that 
have established the company in the prominent place 
it now occupies. 

Another important action taken as a result of the 
stockholders meeting was the election of James Quartz 

















F. H. CASWELL 


and F. H. Caswell as members of the board of direc- 
tors. Both Mr. Quartz and Mr. Caswell were then 
elected vice-presidents. 

James Quartz has guided the activities of the manu- 
facturing department of the company for many years. 
Because of exceptional ability he has earned an 
enviable reputation for skill and resourcefulness in the 
production of ribbon and carbon products. 

F. H. “Ted” Caswell is well known in the industry 
from coast to coast. For ten years he has been making 
wide dealer contacts through the sales and merchan- 
dising programs of the F. S. Webster Company. A 
graduate of Dartmouth, he joined the Webster organ- 
ization in 1927. After several years of training in the 
various departments at the home office of the com- 
pany he was appointed advertising manager and took 
charge of sales promotion activities. The responsibili- 
ties of this work required his traveling the entire coun- 
try calling upon dealers, sales representatives and 
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THERE ARE MANY GLOBE- 
OFFICE ACCESSORIES THAT SPI 
‘UP ROUTINE AND MAKE WORK 



































Most of the factories engaged in war work, as well as 
other business concerns need many of the dependable 


‘‘ACCESSO”’ Globe-Wernicke ‘‘business helps’’ that speed up business 
\','£0)@) Bae BD) 3 Gs Bd. 6) 


A's "6s am a¥- bale MMe) ol-babbale (Mb aat- 0c: 
it easy to handle papers. 


routine and meet the need for greater efficiency. 


Be prepared to meet your customer’s requirements . . . and 
stock up now on these fast moving Globe-Wernicke prod- 
ucts. Write for catalog, prices and information about our 


attractive proposition to dealers. 
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eS GLOBE-WERNICKE AyfZeae FILE FOLDERS 


EVERYDAY FILES Spade my all Janda bed of, Cablbeieg 
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“Tuftear”’ file folders are tough and strong. 
They stand up under hard constant use and are 
not easily affected by atmospheric changes, which 


cause some stock to dry out, crack and tear easily. 





Typewritten 
Fanfold"’ labels 
ore neot ... easy fo 

read. 























GUNEAED Te ; | ~ Globe-Wernicke ‘‘Tuftear’’ file 


Labels can be fed into type- 
writer from package...strips 
of 500...several colors. heavy (14 pt.) . . . made in 
all standard sail of tabbing. 


: SlobeSWern icke 


BUY MORE 
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WAR BONDS MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 


Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Stee! 
* and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage-and Visible Record Equipment and Stee! Shelving 


folders are furnished in medium 
(8 pt.), heavy (11 pt.) and extra 
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others related to the distribution of Webster products. 
He has been active in National Stationers Association 
work and could always be counted on for assistance 
in the conduct of regional and national industry 
gatherings. 

The appointment of Mr. Caswell as a director of the 
company and vice-president in charge of sales is a 
well earned recognition of his abilities. His many 
friends in the industry will be gratified to learn of his 
election to his new post in the Webster organization. 

ecincesi lilies 
“THE STORY OF A CENTURY” 

Titled as above, an impressive booklet has been 
issued by the Boorum & Pease Company, Brooklyn, 
N. Y. With text and illustrations printed in a deep 
sepia, the booklet presents a vivid account of the 
B & P organization from its founding in 1842 untu 
today. Measuring seven by ten inches and jacketed 
in covers of pastel green, it contains forty-one pages 
of dramatic story and pictures. 

Fittingly, the frontispiece is a picture of William P. 
Boorum, founder of the firm, at his desk in early years. 
This is followed by a thoughtful “Foreward,’ from 
which the following words are taken: 

“The career of the Boorum & Pease Company may 
be said to span the period of the real development of 
modern industrial America. Founded in 1842, just as 
the country was recovering from the disastrous panic 
of 1837, the company was putting down its roots dur- 
ing those years in which, according to the historians, 
‘America was stepping out of adolescence.’ And as 
America has grown from youth to maturity, the 
Boorum & Pease Company has kept pace with the 
nation in growth, experience, and knowledge.” 


Following are chapter headings, logical divisions ol 
the general subjects: “The America of the Eighteen- 
Forties, Modern New York in the Making, Expanding 
America, Twentieth Century America, and The Boorum 
& Pease Company Today.” 

Basically, the story is about Boorum & Pease, but 
skillfully woven through it is an account of the parallel 
growth of America. 

Facing the opening of the first chapter is a beauti- 
fully executed illustration of two maps of the United 
States, one as it was in 1840 and the other as it is 
today. Above the older map is a sketch of a prairie 
schooner being drawn by oxen and below the other 
map is a night view of a streamlined train moving 
through a modern factory district. 

With the stage thus set, the booklet carries on with 
a sustained note of interest to the reader through the 
final pages, where the present B & P organization, 
plant and sales offices are pictured and described. 

The reader closes “The Story of a Century” with the 
determination to Keep it on file as an example of im- 
pressive and artistic trade literature, as well as a his- 
torical reference work. 

— -- 


MRS. D. R. AMES HOSPITALIZED 
For the third time since sustaining a hip injury 
several years ago, Mrs. D. R. Ames, vice-president ot 
the Ames Supply Company, and manager of the firm’s 
New York branch, is in the hospital for an operation 
to restore the injured bone to full usefulness. She is 
convalescing in the Hospital for Special Surgery, New 
York, N. Y. Friends throughout the industry join in 
wishing for Mrs. Ames a complete and rapid recovery. 

—--  —— 
QUICK GOES TO HARRISBURG FOR ACME 

George R. Quick, for the past four years connected 
with the Washington, D. C., office of Acme Visible 
Records, Inc., has been transferred to Harrisburg, Pa., 
as a branch manager for Acme. In his letter telling 
of the change Mr. Quick says, “My training has been 
under Paul M. LeBeuf’s capable supervision and my 

only regret is that I have left his employ.” 
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The Guest Book 


F. H. (Ted) Caswell, sales manager, and recently 
elected vice-president of the F. S. Webster Company, 
was a welcome caller on Monday, November 2. In- 
directly, the war was the cause of his visit to Chicago. 
John Krueger, Chicago manager for Webster, was 
called into service by the U. S. Army and Mr. Caswell 
found it advisable to sojourn in the “City by the Lake’ 
for nearly two weeks to supervise the office activities 
left undirected by Mr. Krueger’s change in vocation. 
During the latter part of the month Mr. Caswell re- 
turned to Cambridge and W. A. Wentworth, Webster 
eastern sales manager, took over temporarily in Chi- 
cago. As usual, Mr. Caswell’s visit was stimulating. 
He carries with him a sound optimism that gives fur- 
ther foundation to the contention that this industry 
will carry on. 

W. H. Baldwin, of Baldwinsville, N. Y., Mittag & 
Volger representative in a group of states east of the 
Mississippi, registered with this office November 2 by 
telephone. Since the NSA convention, which he at- 
tended, he traveled through some of his territory, 
stopping in Chicago between trains on his way back 
home. A shoe salesman years ago, he encountered a 
shoe convention during his brief stopover and saw a 
few old time acquaintances. He reported that his 
dealers are doing a good job of selling ribbons and 
carbons, particularly where they are of service to our 
war program. 

W. T. Fitzpatrick, of the “Gibraltar Program” of 
Gregory Fount-O-Ink Company, signed the Guest Book 
November 10. In Chicago five weeks earlier to attend 
the NSA convention, he had spent the intervening 
time working with Fount-O-Ink representatives in 
several central western states. He expressed his satis- 
faction at the response of the dealers to the new 
gold points. He had been so busy out of town during 
recent months that at the time of his call he had 
not yet had an opportunity to see the company’s 
new plant which was described in the November 
issue of this journal. Mr. Fitzpatrick entered the 
fountain pen business many years ago, being as- 
sociated with William A. Welty in Waterloo, Iowa. 
After a long absence from the industry he established 
his present connection with his old friend Carey 
Gregory in the early part of this year. 

Dugalt A. Shaw, Lyon Metal Products, Inc., Aurora, 
Ill., stopped in the offices of this publication for a 
brief visit on November 10. Mr Shaw is a man of many 
years experience in the field of office furniture in 
engineering capacities. Early connections before his 
present one included Art Metal Construction Company 
and Berger Manufacturing Company. He still is as 
active as ever in engineering work and particularly 
in planning for new developments. 

—>- 
DAVIS ORGANIZATION 45 YEARS OLD 

R. H. Davis & Company, Yarmouth, N. S., is celebrat- 
ing the forty-fifth anniversary of the founding of its 
business, which is diversified in scope, including not 
only office supplies, but manufacture of paper boxes 
and stationery, commercial printing, and the Sale of 
photographic items.——WJM 


[ai wee we, FLEAS E 


At the bottom of the left hand column of page 80 
in the November issue, J. Edmund Cole was referred 
to as having succeeded Vernon Cooper as manager of 
the Underwood Elliott Fisher Company, Ltd., branch 
office in St. John, N. B. The information given is not 
quite accurate because Mr. Cole served only tem- 
porarily as manager and has been succeeded by Robert 
B. Wishart, formerly in charge of accounting machine 
sales at Hamilton, Ontario. The error is regretted. 
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“Don’t throw me away=my life 
copies!” 


begins at 20 


Girt: Good heavens! This sheet of car- 
bon paper is talking! 


MAN: Not really ... I was just trying out 
alittle ventriloquism! But what I made that 
carbon paper say is true! 


Girt: How could it be? I’ve used this 


sheet 20 times... isn’t that enough? 


MAN: Not by a long shot! That carbon 
paper is Park Avenue, made by the Royal 
Typewriter Company. One sheet of Park 
Avenue can be used up to 60 times, cle arly 
and cleanly. Here’s a test copy that proves 
* rare 





p 
| 
| 
| 
| 
| 











Girt: Why, that’s wonderful! It looks 
like a first copy! What makes it possible? 
MAN: They say it’s because Park Avenue 
is deep-inked. They use a special Process 
that soaks the ink right down into the paper. 
And then, Park Avenue’s extension edge 
lets you reverse the sheet, top to bottom, so 
that all the areas of the paper can be used. 
GirRt: I’m convinced! From now on, I'll 
get a lot more copies from ear h sheet of 
Park Avenue before I throw it away! 


Laboratory test No. 36092-NY. issued October 6, 1942 


Park AVENUE is only one of the out- 
standing carbon papers in the Roytype* 
line. Roytype is the carbon-paper and 
ribbon division of the Royal Typewriter 
Company. 


Why not get your purchasing agent to 
call in the local Royal Typewriter rep- 
resentative today? He can quickly show 
you which weight and finish of Roytype 
Carbon Paper exactly fit your every 


typing need. 





The armed forces need typewriters! See how 
many of your standard machines (made since 
Jan. 1, 1935) you can spare. Call your near- 
est Royal Branch—we will buy them, affix 
the Government seal, and pay you the Gov- 
ernment fixed price. 


*Trade-Mark Registered U.S. Pat. Off. 
Copyright 1942, Royal Typewriter Company, Inc. 


e ze 
ROYTYPE 


Carbon Papers and Ribbons 
made by the 


ROYAL 


TYPEWRITER COMPANY 
& Mes 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 600 W. Jackson Blud., Chicago, and the staff at 

the branch m charge of G. C. Wheeler at 418 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

Vork, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 


in and Ireland, 


ita 


St. Bride Street, London, E. C. 4 


Assistant Secretary, Office Appliance Trades Association of Great Br 
i 
, 


London, October 1, 1942 


N THE office appliance industry during the last 
I twenty years, we have been slowly but surely edu- 
cating ourselves on the necessity of cooperative effort. 
We have been driven to realize that although our ways 
may be fundamentally different, and in so many cases 
we have opposite interests, we are, in fact, fierce 
competitors. Nevertheless we are drawn together at 
the one point—the same type of user, and generally 
speaking we have to employ the same type of method 
to get to that user. Only by transferring our goods 
and systems to that user and making them give satis- 
factory service to him, can we find any excuse for our 
existence. Many times during our progress through 
our business life we find it necessary to do something 
for nothing for the other fellow. 

We have advanced so far in the last 
that we feel a definite pleasure in doing something 
for nothing for the other fellow providing, of course, 
that it doesn’t cut too strongly across our own in 
terests 

We have reached the stage when even if our com- 
petitor gets the deal we can feel a certain amount of 
genuine satisfaction in the Knowledge of the fact that 
business efficiency has stepped one pace further for- 


twenty years 


ward. 
It is for that reason that exhibitions, run on co- 
operative lines, have been such a success in Great 


Britain. We work on the lines of letting our space at 
an all-in price which includes a standard exhibition 
stand and we do not deviate from that. We do not 
allow an Exhibitor to put up a more ornate stand 
than his competitor. We do not allow flashing signs 
which will attract the eye to one stand in preference 
to another. The only concession we make is that one 
may furnish his stand perhaps more elaborately than 
another, but he is limited to the type of fittings that 
he can put on his own space—they must not be above 
a certain maximum height and they must in any 
case meet the approval of our exhibition director, 
whose word is final. 

Thus we have at devised one 


least cooperative 


method of reaching that same public that we are all 
efficiency, and of course, at the same time, improve 


aiming for, in order that we may improve his business 
our own bank balance. 

Prior to the war that is about as far as we had got. 
The war, however, has made us so much more con- 
scious that cooperative effort is necessary and ad- 
visable that doubtless as soon as hostilities cease we 
Shall certainly get into a hustle, and with all our 
cards on the table endeavor to hammer out a very 
concrete form of cooperative working for the future. 
There may be a considerable element of discipline 
brought into play on this getting together. 

Already there are signs pointing to this. As in war 
days, it will be emphasized that the distribution of the 
products of our industry to the consumer is an 
essential service. No doubt, there will be government 
direction on what may be sold and where it may be 
sold. For a period probably only essential goods will 
be available. 

We are very anxious that public confidence shall 
be built up in our trade and that the young men 
entering the trade shall look upon it as a permanent 
sphere of activity, so that we will attract only the 
best and most talented young men and women to 
deal with the installation and distribution of office 
appliances. 


Typewriter Trades Federation 


The Typewriter Trades Federation has recently 
established permanent headquarters in London, and 
new offices have been opened on the second floor, 
11-13, Southampton Row, London, W.C.1. 

Clifford C. Edwards has been appointed general 
secretary. Previously he has been assistant secretary 
and accountant of the Incorporated National Asso- 
ciation of British & Irish Millers, Ltd., and concur- 
rently, honorary assistant secretary of the National 
British & Irish Millers’ Benevolent Society. He was in 
charge of the secretarial side of The Research Asso- 
ciation of British Flour-Millers, unofficially deputy 
secretary of the London Flour Millers’ Association, the 
South-Eastern Group of Flour Millers, and the Kent 
Flour Millers’ Association. Latterly, he was with The 
Shipbuilding Employers’ Federation.—SSE 
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Ceiling Here—Ceiling There 
but 
There's No Ceiling to Ingenuity! 


THE NEW PATENTED 


PANAMA-BEAVER 


-somiiy MASTER 


PATENT NO. 2,299,014 





Establishes a new ceiling in Hectograph results by 
complete mastery over every duplicating proble 


CLEAN * ECONOMICAL °¢ EFFICIENT 
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MANIFOLD SUPPLIES COMPANY 


Manufacturers * Coast-to-Couast Distribution 





Identified Ink and Fabric Products Which 
Meet All Possible Office Conditions 
WE CANNOT WIN THE WAR WITHOUT 
TYPEWRITER RIBBONS AND CARBON PAPER 
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MEETINGS—CONVENTIONS— DINNERS 





PHILADELPHIA STATIONERS’ ANNUAL DINNER 

The thirty-seventh annual dinner of the Philadel- 
phia Stationers Association was held in the Bellevue- 
Stratford Hotel in Philadelphia on November 19. More 
than 250 members and friends made it one of the 
largest dinners ever staged by the association. 

As the diners assembled President Tom Stagg ot 
Hoskins, Inc., rapped for order, whereupon all joined 
in singing the National Anthem while the Stars and 
Stripes fluttered upon the stage. A delectable turkey 
dinner with all the “fixins” was thoroughly enjoyed. 

As coffee was being served President Stagg officially 
greeted the members and guests in his original style 
He called special attention to the program upon which 
was listed the honor roll of the fifty-two stationery 
boys now in service and said a copy of that program 
was to be sent to each of the boys listed. Mr. Stagg 
was sincere in his expression of his appreciation for 
the splendid gathering, which he characterized as 
“one of the largest ever held.” 

Francis B. Irwin of the James Hogan Company 
reminisced about the early days of the association. 
He introduced two of the original members, Charles A. 
Connell of the Automatic Printing Company and 
Robert C. Stratford, to whom he presented a basket 
of flowers on behalf of the association. 

Defense stamps were presented to some of the more 
fortunate diners. 

After some delay the assembly was entertained with 
songs and quips by the following stationers: John 
Hamilton, Norman Brown, George Dilg, John Magrann 
and Tommy Chase, all of Pomerantz & Company; 
William Ebert, Frank Mallock and Joseph Simons, all 
of Wm. F. Murphy Sons Company; John Harte, Yeo & 
Lukens Company; Norman Grass, Eagle Pencil Com- 
pany; Edward LeGasse, Victor Safe & Equipment 
Company; James McCabe, Hoskins, Inc.; Bob Gem- 
mell, Binney & Smith Company. 

The Penn-Mar-Va Travelers Club then took over 
with a scintillating bit of fun and nonsense, which 
the producers, Jack Kerns, Stationers Loose Leaf Com- 
pany, and Bill Corbett, manufacturers’ representative, 
called, “The Priorities of Penn-Mar-Va.” 

The cast was as follows: Arthur Peterson, Oxford 
Filing Supply Company; Millard Jackson, Joseph 
Dixon Crucible Company; Paul Gundaker, S. & E. M 
Vernon, Inc.; George Harscheid, National Blank Book 
Company; Bill Vogel, Sengbusch Self-Closing Ink- 
stand Company; Burt Brewster, Boorum & Pease Com- 
pany; Lynn Carter, Columbia Ribbon & Carbon Com- 
pany; Quartius Graves, Eversharp, Inc.; Roy Williams, 


Acco Products, Inc.; Earl Prentzel, manufacturers 
representative; Stan Woodruff, Weis Manufacturing 


Company; Ned Baynon, Eberhard Faber Pencil Com- 


pany. 

Much credit is due the various committees and the 
members of the casts of the two shows for their con- 
tribution of time and talent to assure the success ot 
the annual dinner. 


AT THE STATIONERS’ GUILD ANNUAL MEET- 
ING.—All the men here pictured were elected 
directors of the organization for the coming 
year. From left to right around the table they 
are: A. W. Williams. general manager, Sta- 
tioners’ Guild of America; Richard D. Pom- 
erantz, president, A. Pomerantz & Company. 
Philadelphia, Penna.; W. H. Patterson, presi- 
dent, Johnstown Office Supply Company. 
Johnstown, Penna.; E. Russell Ashley. Ashley- 
McCormick Company, Bridgeton, N. J.; J. G. 
Kaufman, president, Lucas Brothers, Baltimore. 
Md.; W. E. Stockett. Jr., president, Stockett- 
Fiske Company. Washington, D. « A. W. 
Gill, president, A. W. Gill Company, Trenton, 
N. J.. and Rhys Llewellyn, president, R. h. 
Llewellyn Company. Manchester, N. H. 


CHICAGO TYPEWRITER DEALERS NOVEMBER 
MEETING 

The Chicago Typewriter Dealers Association held its 
regular monthly meeting at the Sherman hotel Mon- 
day evening, November 9. Ray Priest of the War Pro- 
duction Board was the guest of the evening, and, with 
President Bob Goldblatt, answered a number of ques- 
tions relating to the typewriter procurement program. 

Following explanatory discussions, the association 
voted unanimously to adopt as the official typewriter 
shipping box, the carton manufactured by the Royal 
Consolidated Box Company, Chicago. The company 
has agreed to invest a substantial amount of money in 
stock so as to be able to make immediate deliveries 
and reduce the cost per box to dealers. 

The gas rationing program was discussed to some 
extent and then a committee was appointed to report 
at the December meeting. The evening was concluded 


with the awarding of some prizes. 
—->- 


OPA MAN ADDRESSES OFFICE EQUIPMENT 
DINNER CLUB 
At the regular monthly meeting of the Office Equip- 
ment Club held Wednesday evening, November 4, at 
the Hotel Griffon, New York, N. Y., the guest speaker 
was Mr. Hirsh, a representative of the Office of Price 
Administration. He was introduced by President Moe 
Turman and gave a dramatic and informative outline 
of the price ceiling laws and their operation. He 
directed his remarks particularly to the intricate price 
structure in the office furniture field. His comments 
were received with appreciation because, as Secretary 
Harry L. Goldman says, “this is an all-out war and so 
the individual retailer must toe the line and keep 
within the limits of the rules that Washington has 
laid down.” After his talk, Mr. Hirsh answered a num- 
ber of questions put by dealers present. 
_—-e-e 


STATIONERS’ GUILD HOLDS ANNUAL MEETING 


The annual stockholders meeting of the Stationers’ 
Guild of America was held in the organization’s offices 
in the Girard Trust Company Building, Philadelphia, 
Saturday, November 14. J. G. Kaufman, president, 
functioned as chairman. Three committees were ap- 
pointed to further development of the Guild through 
the cooperation of members—a merchandise commit- 
tee to approve the adoption of new merchandise, a 
committee to select and recommend new members, 
and a committee to suggest an advertising program 
for the coming year. 

The following officers were elected: J. G. Kaufman, 
president; W. E. Stockett, Jr., vice-president; W. P. 
Kelly, vice-president; W. H. Patterson, vice-president: 
Rhys Llewellyn, vice-president; Richard Pomerantz. 
treasurer; E. Russell Ashley, assistant treasurer; A. W 
Gill, secretary, and A. W. Williams, assistant secre- 
tary. A board of directors was also elected, including 


all the men in the accompanying picture and W. P. 
Kelly, president of the Office Equipment Company, 
Louisville, Ky., who was not present at the meeting. 
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Gor what auail, 
the plow or sail, 

or land on life, il 
d freedom fail? 
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Protect Our Heritage - - Buy Government Bonds 


MONROE MICHIGAN 
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MONROE, MICHIGAN 





Saue America and Saue Yourself - 








Nothing is more important 
than to establish a reputa- 
tion for being a dependable 
source of supply. The wise 
man sees clearly it is his 
job, not to get things FROM 
people, but to get things TO 
people. 


THE WEIS MANUFACTURING COMPANY 
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Sectional 


Bookcases 


Have Doors 
that are 
Non-Slamming 


Non-Sticking 


The Quality 


Line 


Ask for Catalog No. 295 
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The Wizard - - - 


the popular Pull Out Drawer Fibre 
Storage Case that can be stacked one 
on another and contents referred to 
easily without lifting, pulling or dis- 


turbing other cases. 
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FURNITURE INSTITUTE’S BOARD OF DIRECTORS 


When the Wood Office Furniture Institute was organ- | 
ized a few months ago, a board of directors composed | 
of five men was established. Portraits of these men | 


are presented on this page. Following are brief sketches 
of each man and his career: 

During the World War I, James A. Wallace, Jasper 
Office Furniture Company, Jasper, Ind., president of 
Wood Office Furniture Institute, was an Army engi- 


neer and pilot in England and France. One of his | 

















W. T. POWELL 





EMBLEM OF THE WOOD 
OFFICE FURNITURE INSTI- 
TUTE.—Appropriately a 
cross section of a log was 
chosen to be a representa- 
tive background for the or- 
ganization’s insignia. 














J. J. REINECKE 


toughest jobs was to teach the English what made our 
Liberty motors “tick.” He also contributed a major 
part to the success of our airplanes being able to fire 
machine gun bullets through their propellers. “Jim,” 
as he is known to almost all of us, and to his em- 
ployees, is now “fighting’’ production schedules at his 
plants in Indiana. He’s still doing his bit to beat the 
Axis, but his only shooting is quail, squirrels and other 
small game. 

J. B. Deane, Gunn Furniture Company, Grand 
Rapids, Mich., is the vice-president of the institute 
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Victory abroad 
means sacrifice 
at home... 


And this means sacrifice in the busi- 
ness office as well as around the fire- 


side. 


No longer can business be wasteful. 
Paper which formerly went into the 
baler must now be used; paper clips 
must be saved; pencils used a little 
longer; and chairs and desks must be 


made with a minimum of vital metals. 


No longer can the old be discarded 
with a wave of the hand and new 


things used to replace them. 


All of us agree that the needs of our 
fighting forces must come first; 
whether for amunition, planes, guns, 


or desks. 


Although the government has request- 
ed much of our output, we are not let- 
ting our customers down. We are still 
supplying their needs even if we can’t 
ship orders as quickly as formerly. We 
are forced to sacrifice “quick service;” 
but we know you will understand and 


bear patiently with us. 


EVANSVILLE, INDIANA 
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* ADAPTABLE EQUIPMENT 
CONVENIENT RECORI 
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ON THE OFFICE SID Excl 
































mks. planes, ships and guns. 


GF Wood Files, Desks, and Tables...as always 
...are adaptable ...conserve space and effort 
... harmonize with other GF office items... 
allow for greater accuracy and convenience... 


give organized effort what it deserves... results 


equipment have been kept available...now in __ that count toward victory. 
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FILE POCKETS 


Available for immediate shipment 
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“'Leatheroid File 

»—~ Pockets keep my files 
neat and efficient.” 
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Today there is an acknowledged paper 
shortage. .. . Sell aie Filing Containers 


for durability and economy. 
Make deliveries, not excuses. 























FILE POCKETS 


Made in letter and legal sizes with 134", 
3'/," and 5!/4" expansion. Have double thick- 
ness fronts and backs. Glue welded throughout. 


Sold only thru dealers. 


QUALITY PARK ENVELOPE CO. 


General Oftice & Factory Chicago Office and 
Quality Park Warehouse 
St. Paul, Minnesota 564 W. Monroe St. 














OFFICE APPLIANCES 


and he has devoted considerable time and effort to 
the organization of this association. There is no one 
more enthusiastic about the future of the industry 
and the part which the institute will contribute to- 
ward the realization of these aims. Much of his time 
which is not devoted to business is spent as county 
supervisor and as city commissioner in his home town 
of Grand Rapids. Several years ago the punsters gave 
him the name of “The Dean” of city commissioners, 
but he has now actually earned this title by having 
served a longer period than any other commissioner. 

John J. Reinecke is the executive secretary and his 
office is located in the American Security building, 
Washington, D. C. He devotes his entire time to the 
institute, and he and his executive committee predict 
very interesting developments and radical improve- 
ments in materials and designs after the war. His 
page, “News and Views on the Wood Desk Front,” is an 
innovation in dealer assistance and cooperation, and 
will appear each month beginning with this issue. 
This is the first step of their program involving dealer 
relationship and the purpose of this page is to keep 
dealers abreast of the times by supplying them with 
useful and timely facts and information. 

Although W. T. Powell, Myrtle Desk Company, High 
Point, N. C., is treasurer, he contributes far more than 
just financial control to this association. He has spent 
his lifetime in the furniture industry and almost 
twenty years as head of his present business. His wide 
acquaintanceship and friendliness with all the mem- 
bers of the industry make him a decided asset as an 
officer. 

Gilbert H. Bosse, Imperial Desk Company, Evans- 
ville, Ind., is the other member of the executive com- 
mittee, and he, too, has made public service his hobby. 
Civic mindedness is a family tradition. Mr. Bosse’s 
uncle was mayor of Evansville, Ind., for a number of 
years, and “Gil” has followed his example by serving 
as city comptroller for seven years, is now county 
treasurer and has made other contributions toward 
the development and improvement of his community. 
His knowledge of furniture manufacturing precedes 
his present office furniture business, for his previous 
company was one of the largest producers of house- 


hold furniture. 
~<——e  — 


CANADIAN ECONOMY DIRECTOR’S POWERS 
INCREASED 

The National War Services Department announced 
today that the order-in-council appointing Col. John 
Thompson as director of government economy control 
had been amended to give him power to limit expen- 
ditures for all office equipment. 

Since his appointment some weeks ago, Col. Thomp- 
son’s jurisdiction in dictating economies was found to 
have extended only as far as supplies for the govern- 
ment’s “paper work”. He could rule on the quality 
and quantity of paper stock, pencils and pens to be 
used, but had no control over the type of furniture 
being issued to government offices. 

The amending of the order-in-council will empower 
him to rule on the type and cost of furniture to be 
installed in the new hostel for government girl office 
workers, as well aS upon equipment going into the 
offices of new appointees in the Civil Service —RC 


OE 


MINUTE MAN FLAG FLIES AT THE HUNT PEN 
PLANT 

The Minute Man Flag arrived at the C. Howard 
Hunt Pen Company factory, Camden, N. J., in time 
for Independence Day and has been waving gloriously 
ever since. One hundred per cent company participa- 
tion in the plan for investing ten per cent of income 
in “Victory” bonds has been the employees’ consistent 
share in the home front. Thirty-six members of the 
staff have gone to fighting fronts. 
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Famous Names 


adopt 


SHEAFFER'S 


Plan— 





~-MAIL 


INFORMATION CENTER 














W. A. SHEAFFER PEN COMPANY 


Fort Madison, lowa 


Great names among retailers have established 
V-Mail Information Centers in their stores. 


The latest monthly announcement of in- 
creases in Uncle Sam’s new V-Mail letters is 
172%. The public’s interest in V-Mail Infor- 
mation Centers is mounting in greater ratio 
than the increase in letters to and from men 
Overseas—indicating the tremendous future 
of V-Mail. 


Sheaffer created an outstanding black 
writing fluid package for V-Mail. It is deep- 
est ebony black, absolutely permanent, and its 
blackness is achieved without carbon. Black 
photographs best! Thus every V-Mail sta- 
tionery sale can result in a plus sale of Sheaf- 
fer’s V-Black SKRIP. 


The great stores of America are using Sheaf- 
fer's V-Mail Information Center plan. It’s 
simple to put into effect and will bring you 
amazing results, Write for the plan. 
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A PUBLIC SERVICE T0 A 
NATION AT WAR! 
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si Cc. Pp. A °S AND 
CCOUNTING DEPARTMENTS 


RELY ON 


OUNTANTS’ SPEC 
ARBON PAPER » g 


oe 


PO 


for 


SHARP, LEGIBLE, 
IMPRESSIVE 
AUDITORS’ REPORTS, 
STATEMENTS, TAX REPORTS, etc. 


NOW for speeding up accounting 


for 
for 


Time, soon, for tax returns. Time 


neat—it’s all he has to show 


procedure. 
from smudge and smear, 


An accountant’s report must be 
weeks of work. It must be clean, free 
reports and statements are handled and pored over before being filed as 

Highly essential duplicate copies—in quantity—clean, 
made with 


particularly 


hard-surfaced 


can be 
made _ for 


permanent records. 
dignified, impressive, smudge-proof 
Columbia “Accountants’ Special” Carbon Paper 
accountants. Such copies eliminate the necessity of recopying and check- 
ing duplicate originals. They save the TIME so vital to wartime 
accounting. 

This advertisement reproduces a handsome display card intended to 

help you sell Columbia “Accountants’ Special” Carbon Paper. 
for full particulars. 


Write NOW 
COLUMBIA RIBBON & CARBON 
MANUFACTURING CO., INC. 
Main Office and Factory: Glen Cove, L. |., N. Y. 


New York Sales and Export, 58-64 W. 40th St. 
Kansas City, Mo., Dwight Bldg. 


A PRODUCT 
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RIP VAN WINKLE LOOKS AT OFFICE MANAGEMENT 
IN 1967 


(Continued from page 29) 


resulted in faster service but was much cheaper as it 
saved the expense of getting the material, sending it 
to the department and back to the file and refiling 
it. Of course there were still a few times when the 
material had to be sent out, but ninety per cent of 
the references to the file were completed by the 
trained clerks in one operation. 


Office Equipment 


Many of the clerks had Chinese counting machines 
—the kind with rows of beads that the laundryman 
uses—and they used them frequently in adding col- 


umns of figures. I had never considered those things | 


much more than toys, but I certainly had my eyes 
opened. It turned out that they had been brought 
back by our soldiers who fought along with the Chi- 
nese in the Manchurian campaign, and they were so 
cheap and so easily handled that practically everyone 
in the company had them. Their use was being 
taught in the schools. 

“However,” said Tom, “we found that many of the 
economies which are usually attributed to machines 
are due to changes in method which are made when 
the machinery is introduced. Now we try to change 
the method first and use a new machine only when 
essential. We use a good many simple machines and 
methods, such as the Keysort and Peg-strip. In fact, 
we have continued the Gadgets Committee ever since 
you set it up in 1940.” 

Most clerks in lower positions had a small table 
instead of a desk, a table with one drawer large 
enough to hold essential working materials and a 
few personal items. The tables were cheaper than 
desks, and less material was lost or wasted by being 
left in desk drawers. I reminded Tom of the time, 
’way back in 1941, when Lizzie Jones lost her lunch 
and thought it was stolen, but found it in her desk 
drawer a month later when the company had its 
annual desk clearing. What things we used to find 
then! 

Personnel Policies 


Let me turn now to some personnel aspects. First 
of all, I noticed many simple production records posted 
in the different departments. Tom told me that two 
different bonus plans had been tried but that the 
Fireside General preferred to give salary increases 
based in part ‘on measured production. Its system 
took into account not only the measured factors but 
certain intangibles which cannot be measured. Some 
companies, however, preferred the bonus plan and 
were using it with entire satisfaction. 

Micro-motion study had been very useful in im- 


proving filing and a few other jobs. Of course the | 


basic elements of effective motion were taught in all 
high schools, and the worst clumsiness was thereby 
avoided. However, the company’s training course in 
the principles of insurance and the operations of the 
different departments of the company had really been 
much more helpful than the study of motion. The 
most important thing in the office is not the way one 
moves but the unseen processes within one’s mind. 
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MICHIGAN SG 


Posture Swivel Chairs 


% No. C-128-U Chair shown above is available in 
Walnut, Mahogany or Oak Finish for immediate 
shipment. Casters furnished on priority orders. 


% Sturdily built, upholstered seat and back rest. 
Removable foot to permit installation of casters. 


I had thought that in twenty-five years the manage- | y% Priced to enable you to sell profitably and to 


ment engineers and personnel people would have | 


worked out the ideal arrangements for rest periods, 
lighting, etc., and that once determined these would 
remain unchanged. However, at the Fireside General 
the rest periods and lighting were changed rather 
frequently because it had been found that output 
was higher when frequent changes were made than 
when stable conditions were maintained. 

Vacations were given throughout the year, and with 
easy flying to summer or winter weather as desired, 
most people did not care about getting away during 
July or August. In fact, the South American business 





bring you repeat orders. 


Michigan Uesk Un. 


GRAND RAPIDS, MICHIGAN 































HERE'S HOW THIS 
TYPEWRITER DEALER 
QUICKLY ENDED 
PAPER FEED TROUBLE 































Take advantage of this easy 
way to end paper feed trouble! Next 
time you have platen cores recovered, 
send them to American Writing Machine 
Stores. We'll send back factory-recon- 
ditioned cores covered with better-feed- 
ing, smoother-writing Invincible-100. Con- 
tains no rubber! More Resilient! Best for 
stencil-cutting, too! 


en 


Do you have our 
new 513 page Cata- 
log listing and illus- 
trating 45,000 parts 
for all makes of 
typewriters? If 
not, write today 
for full details 
about how to get 
your copy ab- 
solutely free! 
Every dealer 
should have 
one! 


AMERICAN 


WRITING MACHINE STORES 


DIVISION OF REMINGTON RAND INC. 
115 Worth St. New York City 
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and the easy communication with that continent had 
led office gossips to whisper that some of the officers 
arranged things so that they were never away from 
spring or summer. In any case, you could get by air- 
plane to whatever weather you wanted almost over 
night. 
Position of Women 

Women were occupying much more important posi- 
tions than in the past. The head of the advertising 
department was a woman, and in other departments 
women were holding many responsible positions. The 
war had given them many chances which had been 
denied them in earlier years, and the Fireside General 
had found that after it had promoted two or three 
women to fairly responsible positions, about half the 
remaining women had begun to work much harder 
than ever in the knowledge that they had a chance 
at advancement at last. The other half had been 
quite indifferent at first, but gradually all but a few 
had become interested in doing better work. In 1967 
a woman who had been with the company for five 
years or more had almost as much chance of advance- 
ment as a young man. There was still a group of 
young girls in which the turnover was high since they 
only planned to work between school and marriage, 
but even they were working better than they had 
under the old system when they felt that they had no 
possible chance of reaching an official position. 

During World War I, married women had been 
employed by many companies because they could not 
get anyone else, and in 1942 many personnel man- 
agers had been regretting that they might have to 
employ married women again; their experience with 
the 1918 group had not been good. What they had 
lost sight of was that in 1918 their selection standards 
had been lowered materially for both the unmarried 
and the married. In 1942 also selection standards were 
lowered, but in 1946 most companies weeded out those 
who were not making good on their jobs. The cap- 
able women, whether married or single, were retained. 

After that marriage was no longer considered a bar 
to employment, and no one even thought of asking 
for a resignation when a clerk married. Marriage 
was considered a personal matter; if it did not affect 
the clerk’s work, it was of no significance to the em- 
ployer. A reasonable degree of turnover of the clerical 
staff was secured by weeding out the least fit males 
and females during their first ten years of service. 

The Fireside General had weathered the storms of 
World War II and the economic and financial changes 
that came after the war. The war itself had been a 
leveler. For instance, it reduced the pay differential 
between top management and rank and file through- 
out business and raised the average level. During the 
war the country had turned out vast quantities of 
goods which served only for destruction, although 
they had been needed to preserve our freedom and our 
country. At the end of that war, there had been a 
great turning to construction and although some of 
the changes were hard, we had preserved considerable 
freedom for individual action and belief. By 1967 we 
had spread freedom and tolerance throughout the 
United States. 


——— 
BANKERS BOX CONTRIBUTES TO CONSERVATION 
PROGRAM 


The Bankers Box Company, Chicago, is distributing 
a unique bit of die cut cardboard carrying the words, 
“Conserve power for War Production. Put me out 
when not in use.” The cardboard is in the shape of 
a four inch circle with split tabs at the top and 
bottom, permitting the card to be attached to a light 
cord. It is an efficient reminder to avoid unnecessary 
burning of light and at the same time carries a small 
printed message to conserve current files by trans- 
ferring records to Liberty boxes. The cards are 
furnished free to dealers for distribution among 


| customers. 
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Free 


Original 8x10 glossy print of 
photograph in mirror, suitable 
for framing will be mailed free 
of charge to anyone requesting same 
on his business stationery. Please 


mention this publication, also. 
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LOUIS MELIND 


COMPANY 


CHICAGO 


MOST COMPLETE LINE 


SAN FRANCISCO 
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Dealers of fine stationery products all over America 
are performing a real service to customers when they 
offer Justrite products. The Justrite line, comprising a 
complete range of inks, index tabbing, sheet protectors, 
stamp pads, daters and other marking devices of every 
description, offers the dealer more profit -- quicker turn- 
over, and more consumer satisfaction. 


These are rather important claims to make even for 
a line of merchandise developed during fifty years of 
manufacturing experience and currently backed by con- 
sumer advertising in more than fifty magazines and 
newspapers. 


Why not let this consumer-accepted Justrite line 
prove itself to you. Write for full details. 


OF MARKING DEVICES IN AMERICA 
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For Our Country 








Industry Members Now Serving With the 
Armed Forces of the United States of 
America 


(Ed. Note—Readers everywhere are invited to send 
to OFFICE APPLIANCES, for inclusion in this column, the 
name of any member of the industry who has entered 
the armed services of the United States). 


John S. Krueger, manager of the Chicago office of 
the F. S. Webster Company since July, 1936, was in- 
ducted into the United States Army on November 2. 
Although forty-two years old, his status as a bachelor 
influenced his local Selective Service Board to decide 
that his particular talent could be used effectively by 
Uncle Sam. For twelve years prior to his taking over 
management of the Chicago office, Mr. Krueger was 
assistant to J. A. White, widely known Webster man. 
During that time he received a training that stood 
him in good stead when he became manager, and will 
pave the way, we are confident, for rapid advance- 
ment in the Army. 

Lt. E. A. Keeling, Jr., son of E. A. Keeling, vice- 
president of Art Metal Construction Company, is now 
on duty in one of the Army camps in the South. 
Before his recent induction into the Army, Lieutenant 





Keeling was connected with the George D. Hanby 
Company, Wilmington, Del., specializing in the sale 
of Art Metal lines. Thorough training at the factory 
equipped him admirably for this sales work, which he 
has given up for the duration. 

E EE 


Miss Mary Elizabeth Brown, for the past two years 
bookkeeper and sales clerk on the staff of Nathan Cole- 
man & Son, Savannah, Ga., has joined the Women’s 
Army Auxiliary Corps. Miss Brown is the first station- 
ery saleslady in Savannah to join the WAAC’s. She 
will be sent to Fort Des Moines, Iowa, for her pre- 
liminary training. 

F. R. Halbert, of Portland, Ore., a salesman for 
several years with the Burroughs Adding Machine 
Company, has joined the U. S. Navy, being commis- 
sioned a lieutenant, junior grade, and assigned to duty 
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Seasons 
Greetings 


and 
Hest Wishes 


to all our friends 
in the industry 


Vuring this period 
of exceptional stress 
the concentrated 
elfort of our entire 
organization is mobi- 
lized to serve you 
best. We have a 
keen appreciation 
of your loyal sup- 
port and no effort 
will be spared in 
continuing our ser- 
vice to you. 


=F 
Ames Supply Company 


564 W. Randolph St., Chicago 





37 Murray St., 583 Market St., 
New York aan coma San Francisco 
1905 Commerce St., | PRINCIPAL CITIES 11 Pryor St., 
Dallas Atlanta 
















































_Al . ae in "42 
in Res Tlecessity in "43 


Just a few months ago, Wireless Non-Skid Easel notebooks were 


created in order to eliminate critical materials in stenographic 
notebooks. The trade has enthusiastically received our product 


as a fully adequate alternate for wire bound notebooks. 


As we approach 1943, it becomes increasingly advantageous for 
the dealer to make sure that he has a sufficient stock of Wireless 
Easel notebooks to take care of his customer needs. In view of 
the curtailment on paper manufacturing, a careful check on 


current inventory becomes more advisable than ever. 


As the holiday season draws near, our thoughts naturally turn to 
our many friends in the trade and to each of you, we wish a 


Merry Christmas and a Happy New Year. 


a. 
Tipe L Specialist ue 


to the Stationer ) 


CHICAGO 





1511 WEST 38TH STREET e 
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at Bremerton, Wash., where a mighty armada is in 
the building at this naval shipbuilding center. The 
new naval officer attended Hoquiam (Wash.) high 
school and Washington State College. Mrs. Halbert, 
who was with him at Portland, has gone to Detroit, 
Mich., to make her home there and wait for the 
duration.—_CML 
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L. W. “LEW” FOSTER, to whom reference was made last 

month as having entered military service. Mr. Foster was a 

traveling sales representative for the Speed Products Com- 
pany for more than thirteen years. 
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A SECRETARY GOES TO WAR.—William F. Arnold, general 

sales manager, Underwood Elliott Fisher Company, presents a 

duffle bag to his secretary, Raymond Moyer, who is leaving 

the company after twenty-four years of service to join the 

United States Army. Duffle bag kits are being presented to 

each of the company’s 1202 employees serving in the armed 
forces of the country. 

Walter Koperny, office manager of E. D. Roberts & 
Company, Chicago, is now in the armed forces of the 
United States, studying at the radio school, Scott 
Field, Belleville, Ill. 

John Latham, stock keeper, E. D. Roberts & Com- 
pany, Chicago, is in the technical school, Lincoln Air 
Base, Lincoln, Nebr. 

Arthur L. Andre, son of A. W. Andre, A. W. Andre 
Company, Chicago, is serving in the U. S. Army Signal 
Corps at Chicago. 


Walter Majko and Eugene Shinkus, employees in the 
shipping room of Leonard D. Kenney & Company, Chi- 
cago, were recently inducted into the Army. 


Ellis R. and Richard K. Braham, sons of Harry 


| Braham, Chicago branch manager of the Old Town 
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Another new ARTWOOD product... 






Pystindex 
FLAT-BOOKS 


Made of wood to save vital material, Postindex 























ARTWOOD Filat-Books give your customers top 
convenience and efficiency in visible record keep- 
ing... give maximum Capacity in minimum space. 
The complete line of ARTWOOD Filat-Books per- 
mits a selection of individual units for desk use, or 
groups of two or more for use with cabinets. Each 


book is a self-contained unit. . . they can be dis- 





tributed to many workers for maximum speed. 


Postindex ARTWOOD Flat-Books are manu- 
factured in selected polished cherry with hard 
maple bindings and hinges—all in natural wood 
finish. They take 5” x 3”, 6” x 4”, 8” x 5”, and 


11” x 6" forms. Regular hinge books use single 


ORES < oNeRRgERER NaRE Te S 


Postindex ARTWOOD Flat-Books—equipped with the famous Postindex Trun- 
nion wire. Easiest to insert... quickest to shift... self-aligning ... perfect lay- 
multiple forms and for card pockets. back... one hand posting. 


4-page forms . . . wide hinge books are made for 
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stindex ARTWOOD Cabinets are made of Closed, Flat-Books are complete, compact All records lie flat in convenient writing 
Wywood .. . finished in Standard Postindex ... an easily portable, self-contained unit. position. Your customers get the most in 
Green. (Single-Door). accessibility and efficiency with ART- 
' WOOD Flat-Books. 


Postindex istble files 


DIVISION 


~ Art Natal - 








STEEL OM ee ee eae) | oR 














INSTITUTE’S MISSION 

The Wood Office Furniture Insti- 
tute was organized a few months 
ago by a group of leading manu- 
facturers of desks and wood office 
furniture who feel that by pooling 
our knowledge and effort, we can 
best serve the war needs of our 
Country. For the present time, 
our entire attention is focused on 
maintaining maximum production 
for the war effort, but plans and 
programs are now being formu- 
lated for the post-war period. 





INSTITUTE SEAL ADOPTED 
In order to identify our mem- 
bers and their products, we have 
adopted the insignia at the center 
of this page as the seal of the 
Institute. In a very short time, 
every piece of furniture produced 
by our members will be marked 
with this symbol, indicating that 
the manufacturer is a member of 
the Institute and has pledged him- 
self to maintain its Principles. 
Strict standards and requirements 
have been maintained in the ad- 
mission of members and only ex- 
perienced and established produc- 
ers of wood office furniture make 
up the membership. 
Thus, this Trade-Mark adds to 
the established reputation of your 
Manufacturer and we _ suggest 
that you point out to your cus- 
tomers, the fact that these prod- 
ucts now bear the additional co- 
operative reputation and endorse- 
ment of the Wood Office Furni- 
ture Institute. 





MONTHLY MESSAGE 

In order to make our efforts most 
effective, we must naturally in- 
clude you, our representatives, 
and your problems in our plans. 
It is with this in mind that we 
have selected the medium of this 
page as our method to keep you 
informed on changes and develop- 
ments necessitated by War con- 
ditions. 
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LATEST WPB RULINGS 
Typewriter desks and costumers 
are two such products which are 
undergoing changes as a result of 
War Production Board’s Novem- 
ber 5th revision of the Iron and 
Steel Conservation Order M-126. 
This order prohibits the manu- 
facturer of typewriter fixtures 
(both pedestal and drop-head) 
from obtaining any new mate- 
rial for these mechanisms, but he 
can process and assemble his raw 
materials and work in process for 
a limited time. However, the desk 
manufacturer can continue using 
these fixtures until the supply 
is exhausted. 

Some of the Institute’s Members 
are already producing desks with 
all wood mechanisms, and many 
of the others have models ready 
for production. Various kinds of 
typewriter shelves are also ready 
for production and some of these 
items have already been intro- 
duced on the market. All of these 
developments, together with modi- 
fied and new types of fixed-bed 





desks, will give you a wide vari- 
ety to offer your customers. 


COSTUMERS 
This Order also prohibits the 
manufacturing of costumers with 
metal hooks. A few members have 
been granted appeals to complete 
work in process, and the remain- 
der are allowed to dispose of their 
stock by shipping the costumers 
without assembling the hooks. As 
long as this stock lasts, you can 








continue furnishing your custom- 
ers with costumers having the 
regular metal hooks if you are 
equipped to attach this hardware 
in your own warehouse. If this is 
not possible or practical, it will 
be necessary for you to use the 
ones with wood pegs. 





WHITE OAK 

The Army and Navy have in- 
creased their demands for White 
Oak to such an extent that the 
War Production Board has found 
it necessary to issue Order M-209 
prohibiting the cutting of any 
White Oak veneers. Some mem- 
bers have a reasonably large sup- 
ply on hand, but as the supply 
dwindles, the manufacturers will 
not be able to match and select 
veneers as carefully as they have 
done in the past. Even though we 
are still able to buy and use White 
Oak lumber, the supply is daily 
becoming more scarce and its use 
in the future is questionable. We 
also expect an increased demand 
for Red Oak, so its use, too, is 
questionable. 





DEALERS PRAISE 

WOOD INSTITUTE 
The following are a few of the 
dealers’ expressions of enthusi- 
asm and appreciation. C. H. Ris- 
tenpart, President of Ricker Ful- 
ler Co., San Francisco, Califor- 
nia... “As a Retail Dealer I 
not only congratulate the far- 
sightedness of those manufac- 
turers participating, but offer 
my wholehearted co-operation in 
studying and solving the many 
complex problems confronting 
us.” Edward J. Eggleston, Gen- 
eral Office Equipment Corpora- 
tion, Pittsburgh, Pa., “Many 
thanks for your advice and assis- 
tance on our Priority problem... 
you not only helped us to hold a 
good customer, but you aided the 
war effort by enabling us to ship 
this order to an important War 
Plant.” 
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Ribbon & Carbon Company, are both serving in the 
U. S. Army. Ellis is with the 605th Technical School 
Squadron, U. S. Air Corps, Sioux Falls, S. D. Richard 
is in the Casual Detachment, Engineer Amphibian 
Command, Camp Edward, Mass. 
2 
MOOERS ON LOAN TO GOVERNMENT 

W. A. Mooers, representative of the Roytype division 
of the Royal Typewriter Company in San Francisco, 
has been granted a release by Royal for the duration 
to accept a position with the Office of the Emergency 
Management. Mr. Mooers notified the dealers upon 
whom he has been calling with a printed announce- 
ment entitled, “It’s ‘Good-Bye’ for Awhile.” He will 
be located in San Francisco and can always be reached 
at his home address, 212 Yale avenue, Berkeley, Calif. 

tennessee eceeniien 

PLUMMER CEASES BUSINESS FOR DURATION 

A. G. Plummer, St. John, N. B., an office supply 
dealer, is closing his business for the balance of the 
war period and has been selling out his stock and 
fixtures. He announces intention to resume his busi- 
ness soon after the close of the war—WJM 
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LACEY-HOLT 

The October issue of Twinlock News, published by 
Percy Jones (Twinlock) Ltd., London, England, carries 
the picture of Mr. and Mrs. Dennis Lacey, taken just 
after their wedding. Their beaming countenances tell 
a story of supreme joy. Mr. Lacey is on loan to the 
Royal Air Force from the Twinlock organization for 
the duration. He is a flight lieutenant now stationed 
in Nova Scotia, Canada. Mrs. Lacey was formerly Miss 
Constance Lynn Holt, eldest daughter of Mr. and Mrs. 
Leonard Holt, Flushing, L. I., N. Y. 

The story behind this “Overseas” romance is effec- 
tively told in the following words, quoted from Twin- 
lock News: “We understand these two young people 
corresponded for nine years and had never met till 
Lacey went to New York as a member of the Royal 
Air Force. We don’t know, but we imagine they had 
exchanged photographs. Anyway, when they did meet 
they approved of each other so much that they straight 
away became man and wife. We only know of mar- 
riages in the USA from the films, where it all seems 
delightfully informal. Maybe when we have the pleas- 
ure of meeting Mrs. Lacey she will fill in the details 
for the benefit of the fair sex on our staff who knew 
and had a tender spot in their hearts for our young 
pilot.” 





DUFFY-SLATTERY 
Vincent P. Duffy, former representative of the Sta- 
tioners’ Guild of America, was married on Saturday, 
October 31, to Miss Lucie Slattery, daughter of Mrs. 
Thomas F. Slattery, Merion, Pa. The couple left for 
Colorado Springs, Colo., where Sergeant Duffy of the 
12th Photo Squadron Army Air Forces, is stationed. 
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Mr. and Mrs. J. Francis Seymour, Toledo, announce 
the birth of a seven pound two ounce daughter, Donna 
Jean, on October 24. The Seymours now have two 
girls and one boy. Mr. Seymour is Toledo district 
manager for L. C. Smith and Corona Typewriters, 
Inc., and comes from a family of office equipment 
men.—AK 

John Clark Lydiard was born to Mr. and Mrs. Jack 
Lydiard on Thursday, November 5, at the West Sub- 
urban Hospital, Oak Park, Ill. Jack is on the sales 
staff of Associated Stationers Supply Company. Mrs. 
Lydiard and the seven pound boy are getting along 
nicely, and Jack is reported to be recovering. 








LOW IN COST 


A LEADER 
IN SALES 


The volume of bank, office and factory records accumu. 
lated over the past year and which must be preserved, 
has reached such gigantic proportions that storage in 
expensive files is out of the question. Availability and 
economy of storage units will be the first consideration in 
buying the necessary storage facilities for the year-end 


transfer period. 


As always, Liberty RECORD STORAGE BOXES, 
by their very merit, their low cost, and reputation of 
24 years standing, will be called upon to do a large por- 


tion of the job. 


We are ready. 23 Standard Stock Sizes of Liberty 
BOXES are available to do the job. Place your orders 
now. We will make quick shipment. 


Our new two-color circulars on Liberty STORAGE 
BOXES and Liberty STRING BINDERS are ready. If you 
have not sent in your request for a supply, DO IT NOW! 











MAILING BOX 





For all mailing purposes. 
For mailing gifts to 
service men. Strong. 
Durable. Light in weight. 
Size 9”°Wx12"Lx4%,"H. 
Conforms with Postal 
Regulations. May be 
used more than once. 
Sealing tape and label 
FREE. 


RETAIL PRICE 
25¢ EACH 


Liberal trade discount 
Sample on request. 








AN IDEAL SUBSTITUTE 
FOR RUBBER BANDS 





THIS SIZE 
2” x 2” 
for packaging all 
sizes of forms as 


a substitute for 
rubber bands 


STYLE RBS 
$4 3°° Perm 
% 


ee 
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Complete details about 
all sizes of Liberty 
String Binders will be 
sent on request. Because 
of the rubber band 
shortage they are 
rapidly ferging to the 
front as a leading sta- 
tionery item. 








BANKERS BOX COMPANY 
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Patented 
WOOD MECHANISM 


for Pedestal Jypewriter Desks 





Here is a truly adequate wood mechanism for pedestal type- 


writer desks. It is a marvel of rigidity and sturdiness, infinitely 
easier to operate and eliminates 90% of the noise in opening 
and closing. Fully patented. 
The size of the typewriter platform and height from the floor 
have not been changed. The swinging door feature is pre 
ferred by typists for its privacy. The mechanism is wholly 
contained in the pedestal, and has the usual three drawer 
appearance when closed. 


You can buy them—and SELL THEM with complete confidence 


Catalog Mailed on Request. 


Wm. H. Brown 
6708 Glenwood Ave., Chicage, 


The Office Furniture Warehouse Co. 
573 Broadway, New York, N. Y. 
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The Jasper Desk 
Lampany 


JASPER INDIAN A 





representative is well known. 
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E. E. BATES 
Elmer E. Bates, president of the Quality Park En- 





_velope Company, St. Paul, Minn., and McGill Paper 


Products Inc., Minneapolis, passed away November 1, 
1942, at the age of fifty-five. His death was a great 
shock to his family and friends and a distinct loss to 
the industry. 

Mr. Bates was born in Cadott, Wis., August 27, 1887. 
Twenty-three years ago he became associated with the 


| Quality Park Envelope Company and McGill Paper 





THE LATE ELMER BATES 


Products Inc., and for the past two years served as 
president of both enterprises. He was a member of 
the Minneapolis Athletic Club, Interlachen Golf Club 
and the Graphic Arts Industries, Inc. 
Mr. Bates is survived by his wife, Ruth Parker Bates; 
a son, William, now a flying cadet in the Army Air 
Forces at Stockton Field, Calif.; a daughter, Mrs. Betty 
La Tour of Seattle, Wash., and by six brothers and 
sisters. 
t kt |] 
F. C. SNOW 
F. C. Snow, branch manager of Underwood Elliott 
Fisher Company at Chicago, Ill., died November 14, 
1942. His death came, after a few days’ illness, at the 
age of forty-seven. 
The record of this popular Underwood Elliott Fisher 
“Cliff” Snow first be- 





THE LATE F. C. SNOW 


came a member of the company in 1913. He was a 
veritable globe trotter. Transferred from the Elliott 
Fisher factory to Little Rock, he held posts at St. 
Louis, Winnipeg, Omaha, Minneapolis and Chicago. 
In 1936 he was appointed manager of the western 
district. He held that post until January, 1940, when 
at his own request, he resumed his former position 
as Chicago branch manager. UEF General Sales Man- 
ager W. F. Arnold said at that time: “Under his 
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GHRISTMAS 1942 


HIS is not a picture of what Christmas ought to be. It is a picture of reality— 
—Christmas 1942. 





Christmas is a children’s holiday. It is a day of “peace on earth and goodwill 
among men”... of bright lights, merriment and turkey with sage dressing... of 
kiddies playing on the floor with the new toys Santa has brought. 


That’s what this fighting man is thinking about thousands of miles from home. 
Everything he is fighting for is crystallized in the memory of a child playing with new 
Christmas toys . . . a child unafraid. 

That child’s world must be kept inviolate ... and shared with the children in other 
lands now oppressed. For that sacred objective, we face with determination the 
painful realities of Christmas 1942. 
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SAVES PRINTING! SAVES TIME! SAVES MONEY! 


om 
wHat Lupli-form 1s 
e 
Have any multiple copy form set up on an Old Town DUPLI-FORKM. Your typist fills Wes L), a2 
in the DUPLI-FORM . .. then runs off as many copies as you require on your direct or 


fluid process duplicator. 


WHAT Dupli-form DOES JO INVOICE 


— : : PURCHASE ORDER 
No More Large Printing Bills! On a 25 copy form, 1000 DUPLI-FORMs will replace PRICE INQUIRY 
25,000 printed forms — and up! ‘ 
. P MATERIAL REQUISITIO! 
No More Weak Copies! Whether you want a dozen copies or hundreds, DUPLI- PAYROLL FORM 
FORM will give them to you... every one clean and distinct with photographic accuracy. 
. . FACTORY ORDER 
No More Special Machines! with DUPLI-FORM every typewriter becomes a bill- : 
ing or manifolding machine. Makes copies of pencil writing without register or special pencil. PRODUCTION RECORI 
T 
No More Fear of Errors! Instead of having to correct every copy, just correct the INSPECTION REPOR 
original DUPLI-FORM. SHIPPING ORDER 
SHIPPING MANIFEST 


No More Collating! Only the original DUPLI-FORM goes into your typewriter. No ag- 
gravation and waste of time to stuff forms with carbon paper and crowd into the typewriter. BILL OF LADING 
LOADING REPORT 


ASSEMBLY ORDER 
SALES ANALYSIS 


Ip PIECE WORK REQUIRE! 
) Un INSTRUCTION SHEET 


No More Slipping! DUPLI-FORM guarantees precision registry . . . right down to 
the last line of the last copy. The form itself is duplicated along with typed-in data. 


RIBBON & CARBON C O.uwe. 
ESO PACIFIC SIRSEY., BROOKS, O29  VOBS. Mv i 
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supervision the Chicago branch for years had an out- 
standingly successful record, and we are thus assured 
of efficient sales management at this very important 


post.” 
+t  & 
JOHN A. WIRTZ 
John A. Wirtz, fifty-three, who was forced by ill 
health nine months ago to leave his position as vice- 
president of the F. W. Roberts Company, Cleveland, 


Ohio, died October 23 at St. John’s Hospital, Cleveland. | 


Born in Cleveland, Mr. Wirtz attended St. Stephen’s 
Parochial School there. He started work thirty-seven 
years ago as an errand boy for the Roberts company 


and later became a salesman. He was made vice- | | 


president ten years ago. 


Mr. Wirtz made his hobbies his garden and his out- | | 


door aquarium at his home, 3317 West boulevard, 
Cleveland, where he had a large collection of fish. He 
was a member of St. Ignatius Catholic church and 
of its men’s society. 

Surviving are his wife, Mrs. Ann Wirtz; two sons, 
Charles of the U. S. Navy, and Richard Wirtz; a 
daughter, Rita Wirtz; his father, John Wirtz, Sr.; 
two sisters, Mrs. Josephine Becks and Mrs. Margaret 
Kollie, and three brothers, Nicholas, Joseph and Carl 
Wirtz.—_BJ 

+ - + 


E. F. PHILLIPS 

Funeral services for Ernest F. Phillips, head of the 
Ernest Phillips Typewriter Company, Pine Bluff, Ark., 
for the past twenty-two years, were conducted by Rev. 
C. E. A. McKim, pastor of the First Christian Church 
of Pine Bluff on the afternoon of November 8, 1942. 
Mr. Phillips died early on the morning of November 7 
following a stroke suffered at the Pine Bluff-Hot 
Springs football game, held Friday night, November 4. 
He had recently returned from the Army and Navy 
Hospital in Hot Springs. 

Survivors include his widow, the former Miss Phoebe 
Patrick; his mother, Mrs. Martha Louise Phillips; a 
son, Ernest F. Phillips Jr.. and a daughter, Nancy 
Louise Phillips. Also surviving are three brothers and 
six sisters. 

Born at Conway, Ark., Mr. Phillips served as a 
sergeant of infantry during the first World War and 
was en route to France when the armistice was signed. 
After his discharge he was associated with the L. C. 
Smith Typewriter Company in Little Rock and El 
Dorado, settling in Pine Bluff in 1922. 


+ bt + 


G. W. HAMBROOK 

George W. Hambrook, former general manager of 
the Clarin Manufacturing Company, Chicago, died 
November 14 at the age of sixty-one. Masonic serv- 
ices preceded interment at St. Mary’s cemetery, Chi- 
cago. Mr. Hambrook took over the management of the 
Clarin enterprise about sixteen years ago and devel- 
oped the business until it was one of the outstanding 
folding chair manufacturers of the country. His policy 
of insisting upon high quality even though prices had 
to be correspondingly higher was proved to be sound 
by the record of success achieved by the company. Il 
health forced Mr. Hambrook’s retirement about a year 
ago, but he retained his connection with the company 
until his death. 

+ + + 


LEWIS A. ALBERTSON 

Lewis A. Albertson, sales manager of the Asbury 
Park and Trenton offices of the National Cash Reg- 
ister Company, died at his home in West Long Branch, 
N. J., of a heart ailment on November 22. His age was 
sixty-four. 

Mr. Albertson, who had been connected with the 
National Cash Register Company for the last forty 
years, was born in New York, a son of the late 
Charles L. and Adeline West Albertson. He was a 
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There’s a Need 
In EVERY Office 


for 


THE VICTOR 
woop 
FILE 






This quiet, smooth run- 
ning file is surging up- 
ward in sales—filling 
the demand created by 
the shortage of steel 
files and the growing 
need for increased fil- 
ing space. 


All hardwood construction—poplar, birch and 
maple; engineered for long, trouble-free life with 
mortise and tenon joints, laminated three and five- 
ply panels, plenty of bracing and corner blocks and 
—tfor effortless operation—that quiet, free running, 
wood suspension that works on long wearing hard 
plastic rollers. 


If you haven't yet checked the features of ‘THE 


VICTOR” for yourself, order a sample file today. 
Comparisons sell “THE VICTOR” for you and for us. 


























INVEST BUY BONDS 
IN VICTORY iz AND STAMPS 
peep 
THE VICTOR SAFE | | & EQUIPMENT CC., INC. 
N. TONAWANDA ~~ NEW YORK 


CONSUMER-APPROVED PRODUCTS SOLD ONLY THROUGH DEALERS 
















































‘ a: 
Ra eat 


Pg ee een eR ey ees» 


Snes ASTD 





2p EE 


ta Ce ey eS 


(irr iii icy 0 se i ob a aribns Tis SB 








SHEPHERD POSTURE CHAIRS 


N. T. SHEPHERD CHAIR - SALT LAKE CITY, UTAH - WASHINGTON, D.C. 


" BRUISED ANKLES 
SCUFFED SHOES 
RUINED HOSIERY 
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Back Adjustment 


Height and depth adjust 
ment by means of sliding 
seat, which is readily 
locked into position 


Front panel drops down J 
Form-fitting saddle seat 
z with | 


out of way, to allow for 
jocking device, offers 


change in seat height 
the utmost in comfort 


All Adjustments Without Tools Whatsoever 
Patent No. 127977+ ++ Other Patents Applied For 


Doesn't seuph the shoes 


Lasy to maneuver 
| FREE WHEELING 








PROTRUDING BASE ALWAYS IN THE WAY = 
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New Victory Model Has Everything 


Victory Posture Chairs Have Every 


Essential Feature of the 
Pre-War Steel Posture 


place . . . takes strain off the spine... 


eliminates unnecessary pressure on the Form-fitting, sliding saddle seat and } 
nerves underneath the legs . . . assists in Orthoform back, with exclusive adjust- M 
keeping the head and neck in proper bal- ment features, give perfect posture i 
ance with the rest of the body. support. 1 
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Graceful, simple lines and beautiful finish make this 
chair harmonize perfectly with the finest office fur- 
nishings. 


SE ae cee 


Shepherd Posture Chairs are made by the largest 
manufacturers of lifetime furniture, and are a master- 
piece of sturdy construction. 


VICTORY BEGINS WITH THE 
PREVENTION OF WASTE .. . 


The Shepherd Victory Chair saves critical materials— 
using only 10 ounces of metal, including casters. De- 
signed to meet wartime needs, this chair is styled and 
built for lifetime service. With maximum EFFI- 
CIENCY, COMFORT, AND BEAUTY the new 
Shepherd Victory Posture Chair more than holds its 
own in any critical comparison... and yet it actually 
costs $3.00 to $4.00 less than competitive chairs. 


The Superiority of Shepherd Chairs is confirmed by the 
thousands of satisfied users, and by the increasing 
number of orders which we are shipping constantly. 





NOTE: Some exclusive territories 
are still available. Write immedi- 


ately for details, 


DELIVERIES .. . in 3 to 10 days 
from factories at Naperville, IIli- 
nois; Cleveland, Ohio; Binghamton, 


New York; Inglewood, California. 











Executive and sales offices: 
33 EAST Ist SOUTH ST. SALT LAKE CITY, UTAH 





Chairs 


oa a Sw EXCLUSIVE 
The Victory Shepherd Chair fits the body ADJUSTMENTS 
. supports the back at just the right WITHOUT TOOLS... 























ROR pn ¢ 


OE 





Carisma mu 












Finest 


a wane 


RSS IA ETERS A CS SET IONS 
ge 


= 


ee 


saat 


eer cote ne CRT eR aS tT eatin a NE 


w eee oe 


Spwnkch ry kona ats 





SSS OF Se ee ee ne ins SES 
ae aby te 








| 





























ASE Re OS 


CO TT RT 


Washington, D. C. office: 
209 UNION TRUST BUILDING 
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Mr. Dealer: 
Let C-oo— Patented “CARBON GRIPPER” 


(a flexible backing sheet) 


SELL CARBON PAPER FOR YOU! 


Lo To insure cleaw, strong copies... . USB THIS 


MS NPN Me ‘ 
Codo se | There is a 


eet 


ne ; Carbon Gripper 
ais ene backing sheet in 
mage ca : each box of 
! ci our NEW 
| Sse | SUPER*TREATED 
ey 
Seley ae Typewriter Carbon 
cone weni7sc tina cour i 
| “ists Sees Co, y, 
Neate pe 


“Carbon Gripper” 
flexible backing sheet is a life saver for old 
and new platens. It also saves excessive 
wear on both typewriter ribbons and carbon 


paper. 





CODO’S “CARBON GRIPPER” IN USE 
aa 


A tial order of our NEW Super-Treated typewriter 
carbon will convince you. Send that order TODAY. 
Samples may be had on request. Additional Carbon 
Crippers may be purchased. 





GUARANTEE 


Should Codo Products for any reason not prove entirely 
satisfactory, any purchases will be replaced with new 
goods or your payment refunded. Codo Carbon Papers 
are guaranteed not to dry out nor deteriorate for a period 
of 5 years from date of sale. Records made with Codo 
Carbon Papers last as long as the paper on which they 
are made. Codo Inked Ribbons are guaranteed for 
satisfactory performance under all working conditions. 


7"v~vrrrrrry Terr." © 
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There is also a Codo “Carbon-Gripper” backing sheet 
in each of Super-Kote and Keen-Rite carbon paper. 


& / MANUFACTURING CORP. 
— 


509 South Franklin St., 270 Lafayette St., 
Chicago New York 


Factory: Coraopolis, Pa. 
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thirty-second degree Mason and a member of the 
Sons of the American Revolution. 

He leaves a widow, Ann Germain Albertson; a 
sister, Miss Dacie Albertson, of Waverly, and a brother, 
Earl of Orlando, Fla. 

+t + + 


CHARLES WYATT FRANKLIN 

Charles Wyatt Franklin died suddenly at his home 
at Cranford, N. J., August 22, of coronary thrombosis. 
While Mr. Franklin had been very ill the earlier part 
of the year his death was unexpected. 

An old Baker-Vawter man, he was well known 
throughout the loose leaf industry. In 1917 he joined 
the sales division of the C. E. Sheppard Company, 
where he remained until 1923 when he became asso- 
ciated with the Sam’1 C. Tatum Company. He con- 
tinued with this company until it merged with Wilson- 
Jones, then remained with the Wilson-Jones Com- 
pany in the New York York office until his death. 

Surviving him are his widow and daughter, one 
brother, and four sisters. 


ft i + 


ROMAN H. HEYN 

Roman H. Heyn, president of the E. H. Hotchkiss 
Company of Norwalk, Conn., died November 20 at the 
Norwalk Hospital of a heart attack. He was sixty 
years old. 

Mr. Heyn had headed the Hotchkiss company, manu- 
facturer of paper clips and wire items, for about 
twelve years and had been connected with the firm 
for more than seventeen years. He was also a director 
and member of the executive board of the Pitney- 
Bowes Postage Meter Company, Stamford, Conn. 

He leaves a widow, Mrs. Gertrude H. Heyn, and a 
brother, Leon Heyn of Uniontown, Pa. 


— i 


C. I. WAGNER 

Chester I. Wagner, president of the Safety Fastener 
Company, Bloomfield, N. J., died of a heart attack near 
his home in Orange, N. J., on October 24. He was 
sixty-two years old. Mr. Wagner served as a major in 
the Quartermaster’s Corps in the World War I. He is 
survived by two sons now in military service, a sister 
and two brothers. 

+ kt 


MRS. SAMUEL EHRLICH 
Early in November death took Mrs. Molly Ehrlich, 
wife of Samuel Ehrlich of the Ehrlich Upholstery 
Works. Mrs. Ehrlich passed away at the family home 
in Forest Hills, N. Y. Friends in the trade extend their 
sympathy to Mr. Ehrlich in his bereavement. 


rT - + 


CLARENCE V. SNYDER 
Clarence V. Snyder, president of Snyder-McMahon, 
Inc., Chicago, died on a train en route to Columbus, 
Ohio, on Friday, November 20. He was forty-two years 
old. Surviving are his widow, Loraine, and three sons, 
Clarence, John and Gayle. 
+ i & 
MISS THEDA DOUGLASS 
Miss Theda Douglass, for the past twenty-five years 
associated with Russell & Wait, commercial stationery 
and office equipment firm of Glens Falls, N. Y., died 


August 17. 
+ & - 
JOHN DAY 
John Day, founder of the Tower Manufacturing & 
Novelty Company over forty years ago, died at his 
home in New York City on the evening of Novem- 
ber 15. Survivors include his widow; his son, John 
Day, Jr.; his daughter, Mrs. Ellen Knapp, and his sister, 
Mrs. Mary Tuite. 
For thirty-seven of the past forty years, Mr. Day has 
been associated with the stationery industry in New 
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A representation of a complete line of 
Pay roll forms for present day require- 
ments. Columns provide for recording 
Victory Tax, O.A.B. and other deduc- 
tions; also, Time and Earnings, regular 
and overtime. 
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mee Selection includes Loose Leaf forms 
in various sizes, for stock size: 

Post Binders 

Ring Books 

Prong Fastener Binders 

Visible Record Binders 


Bound books, ruled to meet present day 
reauirements are Shaw’s custom built. 
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Ask for Circular D1197 
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pi JHMM Tackers will help... 


Count on SPEEDMATICS to speed production wherever they’re- 
put to work . . . They can be used advantageously on a 
thousand different jobs . . . Model 200 is the last word in 
tackers . . . Show it to customers with the necessary priority 


rating—you may be helping the war effort. 


“SELECTIVE’’ SERVICE Wartime demands for SPEED PRODUCTS and the restrictions 


imposed on our production oblige us to confine distribution 
of most items to users holding priority ratings of A-1-A or 
better. Be sure to send for our Availability Chart No. 4 if you 





do not have one. 


—_ ad SPEED 1S THE ORDER OF THE DAY 


——— 








SPEED PRODUCTS COMPANY 
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York. Three years ago he was pensioned by Tower 
Brothers, and has been living in retirement since. 


rr * 
JOSEPH S. WILDS, SR. 


Joseph S. Wilds, Sr., secretary of the William Mann | 


Company, Philadelphia, Pa., died Monday, November 
16, after an illness of two years. 
years old. 

Mr. Wilds joined the Mann organization when he 


He was eighty-six | 


was sixteen and served as secretary during the last | 
twenty-five years. He was a member of Meridian Sun | 


Lodge of the Masons and of Ardmore Baptist Church. 

Surviving are his widow, Martha; a daughter, Mrs. 
Marcia Hibbs, and a son, Joseph S. Wilds, Jr. 

peal dso Si = nee 
FIRST ISSUE OF “THE ECHO” PUBLISHED 

Under an October date line, Volume 1, No. 1 of 
“The Echo” was published by the Allied Carbon & 
Ribbon Manufacturing Corp., New York, N. Y. The 
following words, accompanying the title, indicate the 
character of the magazine: “A publication reflecting 
the objectives, view points and incidents of Allied per- 
sonnel.” Appropriately, this initial issue was the 
vehicle of a special message from W. F. Hoefer, presi- 
dent of the company. He said in part, “Think before 
you talk—think twice before you write—think three 
times before you condemn, but above all do something 
to contribute your share of constructive news and 
views.” In addition to personal items, bits of philos- 
ophy, names of those in armed service and a list of 
employees, there is a message from Frank M. Weeks, 
Allied sales manager. The little journal has a bright 


future. 
es ii acne 


BOOK ON FIRE FIGHTING 

S. C. Toof & Company, Memphis, Tenn., has released 
for distribution a book entitled “The Organization and 
Training of Industrial Fire Brigades.” As a brief 
descriptive comment on the title page says, the book 
offers “A complete basic course of instruction for pri- 
vate fire brigades, methods and practices oi the public 
fire department.” Generously illustrated with chart 
and sketches, the book covers such subjects as the 
fireman’s special equipment, fire extinguishers, ventila- 
tion, ladders, hose, fire pumps, private fire alarm sys- 
tems, evacuation of the plant, sabotage, rescue work 
and many others. The book has received the endorse- 
ment of authorities in the fire fighting field and is 
being used as a manual in a large scale training pro- 
gram now under way in Memphis. The regular price 
is $1.00 per copy, but a special quantity discount is 
offered to those organizing private fire brigades among 
employees. 

—-- 
“HANDSHAKES” 

Last month an interesting little house magazine 
was received from Charley Business Service of Sydney, 
Australia. It is called “Handshakes,” and, as the sub- 
title indicates, is “A Magazine Devoted to Better Busi- 
ness Relationships.” The editor is W. T. Charley, 
founder of Charley Business Service. He and his firm 
are to be congratulated upon the interesting mate- 
rial contained in the journal, which doubtless has 
made and will continue to make favorable impressions 
on customers. 





L-M STATIONERY COMPANY MOVES ACROSS 
THE STREET 

The L-M Stationery Company, Chicago, has moved 
into new ground floor quarters at 423 South Dearborn 
street. During the thirty-five years that the company 
has been in business, it has had only two other 
addresses—506 South Dearborn street and 438 South 
Dearborn street. Mrs. Conrad Lauterjung, proprietor, 
reports that the move was made late in October. The 
company will continue to carry a complete line of 
commercial stationery. 





WAR BONDS 


The Time Has Come 


SAYS 
Prof. Steel-Age 


“‘To talk of many things. 
Of shoes and ships--and sealing 
wax 
Of cabbages and kings.’”’ 


ES, now is the time to talk of many 

things that are even more baffling 
than those conceived by the Walrus in 
Lewis Carroll’s well known, “Through 
The Looking Glass”. 


Now is the time to reflect—not at fan- 
tastic warped reflections in a trick glass 
—but through clear, concise, hard-headed 
business-like minds in terms of a future 
that will be sound, and a peace that will 
be long lived because it is so planned. 


Here at Corry-Jamestown we are duti- 
fully, and daily, discharging our primary 
obligation to our Steel-Age Dealers by 
producing for victory, but this all-out 
effort does not prohibit our systematic 
and incessant planning for your future— 
for our successful future together. 


FOR VICTORY 


Buy United States 


Ohhty SAME TOU 
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FOR BUSINESS MEN 





Whsx gifts more fitting for the 


desk worker than these—to satisfy the 
desire for fine working tools—a perfect 
marriage of beauty and utility. These 
are remembrances desk users really 
appreciate. 
There are 37 pieces in this open stock 
line. A sale of one or two pieces as gifts 
is an entering wedge for future busi- 
ness. 
Display this POLAR line prominently 
for the holiday season as a reminder to 
everyone who comes into your store. 
This line is worth money to you. 

Write for full information. 


POLAR MANUFACTURING CO. 


323 N. 13th STREET PHILADELPHIA, PENNA. 


POLAR 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 
1719 Fremont Ave., South Pasadena 


ROCUREMENT Drive Goes Well.—The typewriter 
procurement program in Los Angeles has gone 


along with considerable pep. When Uncle Sam needs 


a job done he apparently can depend upon the type- 
writer men to do it for him. Literature on the subject 
as illustrated by a very impressive booklet on display 
at the Underwood offices, giving the reasons why the 
typewriter manufacturers cannot supply the demand, 
has done good work in enlightening the public, the 
owners of typewriters. A great many have “sent their 
typewriters to war” who might not have seen the 
urgent need otherwise. 

As to the general trend of business in the Los An- 
geles area it may be said that stationery companies 
have seen no let-up in demand. All major office furni- 
ture stores seem able to get good volume under the 
priority arrangement, several showing sales records as 
good as those of last year. 

* 


* * 


Buys Complete Stock.—Kurt Heineman of the Mod- 
ern Office Appliance Company, 100 South Broadway, 
has purchased the entire stock of the Progress Sta- 
tioners, 355 South Broadway. Ernest Blumenthal, 
fermer owner of The Progress Stationers, has joined 
the Army Air Corps. His wife is now employed in the 
sales department of The Modern Office Appliance 
Company while Miss Judith Kantor remains in charge 
of the store. Both Mike and Bill Callas of the ship- 
ping department have joined the Navy and at present 
are in the Naval Training Station in San Diego. 

a * * 

Changes at Miller’s——Ben Landers, who has been 
bookkeeper for more than two years for The Miller 
Desk Company, 219 West Second street, has resigned 
to take a position with the United Liquor Company. 

Albert F. Madden, formerly connected with The 
Merchants Auction (Louis Cohn), San Francisco, is 
now a floor salesman at Miller’s. 

Carmen Georgino, who has been warehouseman for 
Miller’s, is now in the United States Army at Camp 
Livingston. 


om ~ 7 

Veteran Now Seventy-Five.—R. D. Clements, veteran 
stationery salesman, perhaps the oldest active every- 
day stationery salesman in Los Angeles, has now 
reached his seventy-fifth birthday anniversary and is 
still going strong. A lifelong friend, James Shipp Cald- 
well, formerly head of The Valley Paving Company at 
Fresno, passed away suddenly the other day, a fact 
which rather upset Mr. Clements. Employed as man- 
ager of the stationery department in Wolcott’s Sta- 
tionery and Office Supply store at 214 South Spring 
street, Mr. Clements is a true son of Old Kentucky 
and a very steady worker. 

* * 7 

Small Firm With Many Stars.—The Aldine Printing 
Company, 232 South Spring street, Los Angeles, a com- 
pany with a large office stationery department, now 
has ten blue stars and one gold one on its service 
flag. This is a record, as the normal payroll is only 
about twenty or twenty-two people. 

For the holiday season the company has taken over 
a vacant store room next door for the display of 
Christmas cards, where approximately a quarter of a 
million cards are on display. This is an annual set-up 
and it has grown tremendously with the years. 

Earle P. Hambly, well known stationery man in the 
' Los Angeles area, is now manager of the office supply 
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4G STANDARD 
MASTER-PRINTS 


... and turn your fluid process dupli- 
cator into a miniature printing press 





Standard Master Prints are printed 
Master Carbon Units with master paper 
and carbon paper in one piece. 

Designed to customers’ specifications, 
the form is printed on the face of the 
master. The carbon produces a nega- 
tive impression on the back. After the 
fill-in is typed or written on the printed 
form, form and fill-in can be duplicated 
simultaneously. 

Thus your Duplicator becomes in effect 
a printing press, reproducing your own 
printed forms, from simplest inter-office 
memo to the most complicated charts, at 
an amazingly low cost. 

Use Standard Master Prints for Pro- 
duction Records, Material Requisitions, 
Factory Orders, Sales 
Analyses, Instruction 
Sheets, Bulletins, etc. 

Save on printing 
costs, save on printing 
time, with Standard 
Master Prints. 








Model Duplicator __ 
Cit Now in Use 








Calesmen Wanted 


Standard Master Prints are sweeping the nation. Several fine 
opportunities now open for salesmen experienced in systems 
forms. 
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department. Formerly for some time he traveled, rep- | 
resenting the Amberg File & Index Company. | 


Recently Harry Feinstein, who was part owner, 
bought out his brother Jack, so he is now sole owner 
of the business. Gilbert Feinstein, a brother formerly 
connected with the business also, is now in officers’ 
training, and Harry, another brother, is in the Army 
Air Corps at St. Petersburg, Fla. 

* * * 


Visits Frisco.—Frank Ybarra, the proprietor of Na- 
tional Office Furniture Company, 218 South Spring 
street, spent some time this month in San Francisco 
on a business mission. 


Store hours in this store have been shortened. In- 
stead of the store being open from 8:30 to 6:00, hours 
are now from 9:00 to 5:30. Business is good. 

a . ue 

Suggests Working Stock.—H. A. Jonas, manager of 
the National Office Furniture Company store, states 
that manufacturers would do both the stores and 
themselves a great favor if they would build up a 
priority working stock in the stores so that orders 
under priority could be filled immediately. This system 
applied to a certain type of chair has in this store 
led to the sale of 900 chairs from an original stock of 
seventy-five chairs. The point is that as soon as an 
order is filled, the priority privilege is used to re- 
plenish the working stock. This is a benefit to the 
government or war industry desiring the merchandise 
and within the possibilities on a large number of 
items, Mr. Jonas points out. 

. + * 

New Secretary.—Miss Janet Perbix is the new secre- 
tary in the office of G. G. Ralls, manager of the Los 
Angeles factory branch of The Royal Typewriter 
Company. 

* * x 

Gregory in Navy.—R. D. Gregory, who has been sales 
manager for The Grimes-Stassforth Stationery Com- 
pany since R. A. Thomas was promoted to the posi- 
tion of manager, has gone into the naval service as 
a recruiting officer. Mr. Thomas is now taking over 
his duties and blending them in with his own. 

Carl Grimes, Jr., got back recently from a trip to 
Chicago and Mr. Thomas from a trip to New York 
and other eastern cities. 

There has been no slowdown as yet in business at 
this store, quite the contrary, in fact. About eighty 
per cent of the merchandise sold is now moving out 
under priority, the management points out. 

= * om 

Another Underwood Man Goes.—L. L. Becker, ex- 
pert service man for the Underwood Elliott Fisher 
Company, formerly also connected with the Webber 
Typewriter Company in Glendale, has joined the 
United States Army. 

The Underwood people expect soon to begin train- 
ing a second class of girls to do mechanical work in 
the Underwood shops. Out of the first class some real 
experts were recruited. 

- a * 

Wallace Segal With Brother.—Wallace Victor Segal, 
who has been in the home furnishing business in Los 
Angeles for some years with two stores in operation, 
has gone out of that business and has joined the staff 
of the General Office Furniture Company as manager. 
His brother is proprietor. The address is Los Angeles 
Street at Eleventh. 

This store recently lost three men who joined the 
service. They are Mike Sokolove, who is at Camp Cal- 
lan, San Diego; Frank Galazis, who is now in Florida, 
and Morgan Anderson, who is in Kentucky. 

Marcell Hinks, assistant bookkeeper, recently took 
the responsibility of changing her name to Mrs. Ber- 
tora. 

» e » 


Secretary Takes New Job.—Blake Lockard, secretary 
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6 DIFFERENT 
applications 
will highly satisfy 
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and every user. 


Convince 
yourself. 
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APPROVED! 


ALL-WOOD SWIVEL CHAIRS 


with the Effortless 
Revolving Action! 


— 






Typical construction 
and design of lower 
section of all our 
swivel and posture 


chairs. 





No. 980 No. 302 


We are pleased to tell you that our ALL-WOOD Swivel 
Chairs have been well received by the trade. Our dealers 
have approved the qualities of our All-Wood Swivel ... It 
is sturdy, durable and operates smoothly. All Jasper Seat- 
ing revolving chairs now come with these wood mech- 
anisms. Write for complete facts. 


Write for Complete Information. 


Jasper Seating Company 


JASPER, INDIANA 
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has lost his secretary, Mrs. Genevieve Wheeler, who 
has taken a position in a defense plant. Mr. Lockard 
is now doing all his own office work. 

Mr. Lockard reports the recent marriage of his son 


| Tom, now a petty officer in charge of the Cooks and 


Bakers School in the Coast Guard Training Station 
at Manhattan Beach, Long Island, N. Y. The bride 
was Miss Dorothea Streib of Altadena, Calif. She went 
east for the ceremony, which took place in the Church 


of Our Savior, Brooklyn. 
+ * e 


Scott in Navy.—Wallace Scott, who has represented 
Eversharp, Inc., on the coast for some time and whose 
home is in Glendale, Calif., has joined the United 
States Navy. 

* * = 

Two More Stars for Schwabacher-Frey.—Ray Stew- 

ard, order clerk for The Schwabacher-Frey Stationery 


| Company, a veteran of the other World War, is now 
| a storekeeper in the United States Navy. Harold Hart, 


outside salesman, is now in the Navy also. Both men 
were good bowlers and had taken keen interest in the 
game, starring for the company in its many success- 
ful games. 





+ 


COOPER AND STRAFFORD EXPAND TERRITORY 

Here are the latest photos of Jim W. Cooper, Jr., 
and R. C. Strafford, III, who are southern representa- 
tives for the Bankers Box Company, Chicago. For 
more than ten years they have been representing this 
company in Virginia, North Carolina, South Carolina, 




















J. W. COOPER, JR. R. C. STRAFFORD III 


Tennessee, Mississippi, Alabama, Georgia and Florida. 
Now they have taken additional territory consisting 
of Oklahoma, Arkansas, Texas, and Louisiana. They 
have always been intensive cultivators of the station- 
ery trade and state that they expect to continue re- 
gardless of the hardships of travel caused by present 
conditions. 
oe en 
GREAT LAKES TRAVELERS NOTES 

At the well attended luncheon meeting held on 
Friday the thirteenth the principal topic of conver- 
sation was Karl Kiesel’s adventure with convicts. That 
story is told elsewhere in this issue. After Karl’s ver- 
sion of the event had been given a number of times 
for the benefit of late arrivals, he called on Bill Boyd 
of Acco Products for a report as chairman of the 
Christmas Party committee. Bill announced that the 
party would be held on December 21 in the Malaya 
Room of the Sherman Hotel. Tickets are to be $1.50, 
fifty per cent of the amount collected to be given to 
charity. Everybody is invited to bring a toy having 
a value of about fifty cents to be distributed through 
the Tribune Charities. 

After some discussion about gas rationing in rela- 
tion to salesmen, the meeting was concluded by an- 
nouncement of the club’s annual election, which will 
be held December 18. 
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FS 
LNA PRECIATION 
Nl 


At this time, as the approaching holiday season reminds us that 
another year is ending, it seems fitting that we should express 
our appreciation for the loyalty and cooperation of our dealers. 


You have followed our suggestions for merchandising AICO 
Indexes and Index Tabbing, with the result that we have both 
enjoyed a gratifying increase in business and profits. 


We will continue to merit your loyalty in 1943 by extending 
to our dealers the very best service and cooperation these try- 
ing times will permit. 


Meanwhile, we extend to all our very best wishes for a 


Nerry Christmas 


and a 


Ftappy New Year 


G. J. AIGNER COMPANY 






































S447 670M WN” 







































The first of the year, when your your stock now and be ready to 





























customers open new files and busi- fill orders when the demand comes. 
ness records, is always the peak Prompt shipment can be made at 
season for Indexing materials. Be this time while transportation facil- 
prepared for this business. Check ities are available. 










AES PRODUCTS Cae 
Manufactured and Guaranteed by G. : A A | G N b R Cc O M p A N Y ance saat HOLDERS 
503 S. JEFFERSON ST. CHICAGO, ILLINOIS 















WORLD’S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 




















a ance 








* 


aol 





| el OEE * ty 


THIS CHRISTMAS IS A TIME 
FOR FAITH AND COURAGE 


We are all taking the tinsel off our Christmas wishes 
this year. With the memory of a year of war and 
increasing sacrifice for everyone vivid before us, the 
usual ‘Merry Christmas” seems inappropriate or at 


least inadequate. 


This is a time for us to have faith in ourselves, faith 
in our country and above all, faith in the moral and 
spiritual ideals which have made us a free, God- 


fearing people. 


This is a time for courage; courage to meet the depri- 
vations and sacrifices of the present; courage to face 
the long hard road leading to a lasting world peace. 


So this Christmas here at Hotchkiss our wish for you 
is that you be granted courage to carry on and faith 
to see the vision of a new day of peace. And above 
all, we wish that your dealings with your customers 


will be as pleasant as ours have been with you. 


The Hotchkiss Sales Compan) 


a 
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HOTCHKISS, NORWALK, CONNECTICUT 


“Pioneers in all that’s best in Stapling” 
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“SEND YOUR TYPEWRITERS TO WAR!” 
Last month an impressive and colorful book under 
the above title was put into distribution among author- 


ized agents of the United States Government in the | 


WPB-Treasury Procurement-Typewriter Purchase Pro- 
gram. The booklet is plastic bound and measures 
twelve inches wide by ten inches high. It was printed 
and published in collaboration with the War Produc- 
tion Board by the following typewriter manufacturers: 
Remington Rand Inc., Royal Typewriter Company Inc., 
L. C. Smith & Corona Typewriters Inc., and Under- 
wood Elliott Fisher Company. 

One of the opening spreads carries a large head and 
shoulder picture of Donald M. Nelson accompanied by 
a typewritten message from him to citizens owning 
typewriters. Succeeding pages carry dramatic illustra- 
tions and convincing text messages about the pro- 
curement program and the urgent need for typewriters 
by the armed forces. Equipped with copies of this 
book, dealers who are authorized procurement agents 
are in favorable position to participate effectively in 
the general program. A pocket on the inside of the 
back page of the book carries a complete printed out- 
line of the government campaign on typewriter pro- 
curement as well as a suggested sales approach for 
buying agents. Without doubt the book will contribute 
substantially to the success of the entire program. 








ROWLEY BUYS SIXTY TYPEWRITERS FOR UNCLE SAM.— 
As authorized agent for the U. S. Government typewriter | 
procurement program, the Rowley Office Equipment Com- | 
pany. LaCrosse, Wis., has purchased a good many used | 
typewriters. Pictured above are sixty machines being picked 


up from the LaCrosse Vocational & Adult School. In the 
foreground at the left is L. B. Rowley, manager of the com- 
pany, checking the machines as John B. Coleman, director 
of the LaCrosse school, reads the serial numbers. At the 
rear are Lyle Hansen (left) and L. Nelson, mechanics for 
the Rowley organization. The Rowley Office Equipment 


Company has been a dealer representative of the Royal | 
Typewriter Company since 1926, operating a branch office | 


at Winona, Minn., and covering nine counties in the vicinity 
of LaCrosse. In accordance with the national plan, type- 
writers taken in on the procurement program are rebuilt 
and shipped to the nearest government depot. 
——— 
“TYPEWRITERS FOR VICTORY” 

A semi-monthly bulletin, titled as above and edited 
by Jim Ward, is being published by the War Pro- 
duction Board. The primary purpose of the bulletin 
is clearly indicated by the sub title, “Clearing house 
of news and sales items about ‘Uncle Sam’s’ drive to 
get typewriters for the Army and Navy.” Differing 
from most government bulletins, this one is invested 
with typical Jim Ward personality. It is breezy, in- 
formational, and carries a note of inspiration to use 
the sales approach in buying typewriters for the gov- 
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TYPEWRITER RIBBONS 
and 


CARBON PAPER 


Play A Quiet But 
Gmportant Part 
in America’s 
Uictory Drive! | 


“GRAND 


en 

















* 


Jypewriter Ribbons . 
* and 7 
Carbon Paper. 


ARE DOING THEIR SHARE! * 


* 
F More than one-half of “Grand 
Prize” production is devoted to the 
needs of the United States Gov- 
ernment, the armed forces, and 
the war industries. In vital civilian 
fields, too, “Grand Prize” Type- 
writer Ribbons and Carbon Paper 
bring dependable quality and su- 
perior performance . . . enabling 
more and more businesses to get 
more and better work from their 
present typewriters! 


7 


* 





Keep ON BUYING JU. S. 
WAR BONDS AND STAMPS! 


PACIFIC CARBON and 
RIBBON MFG. Company 


J. FRANCIS O’CONNOR, Pres. 
Head Office and Factory: 
1451 Harrison Street, San Francisco 
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TEAMWORK 


The tie between a man and his dog is at its 
best when they team up on the hunt. Co- 
ordination of effort and complete unity of 
purpose seem to reach perfection as the 
hunt progresses. 


Teamwork, coordination and unity are three 
requisites in everything worth while, whether 
it be hunting, athletics, commerce, or the 
business of war. America as a nation knows 
from example how strongly these factors 
enter into the winning of the war which was 
forced upon us. The result without them is 
found in the sad fate of the subdued nations 
of Europe. 


The pressure is on and we respond fo its call. 
Industry, labor and government are teamed 
up for one definite purpose. Our coordina- 
tion in war production accomplishes the im- 
possible. With a single goal these things 
make for unbeatable unity. 


Our sights are on victory. We are 100°, in 
the victory program. Temporarily Andy 
Units of Steel are off the market. But they 
will be back when the conflict is over and we 
shall team up again with our dealers, pre- 
senting a better line engineered to most 
modern standards. 


DERSON-HickEY Go. 


INC. 


GENEVA ” 
ILLINOIS 
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ernment. Throughout the point is spread that the 
typewriter procurement committee wants all dealers 
in the country who are in a position to rebuild or 
refinish machines to become government contractors. 
If you are not receiving the bulletins or desire more 
information about the procurement program, write to 
Jim Ward, 5101 Treasury Procurement Building, 7th 
& D streets, S. W., Washington, D. C. 


a 
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FIVE AUTHORIZED PROCUREMENT AGENTS CONFER WITH 
WPB OFFICIAL.—Seated is G. L. Martucci, production and 
inventory analyst of the War Production Board office in 
South Bend, Ind. He is in charge of the typewriter procure- 
ment program for the South Bend district. The “authorized 
agents” are, from left to right: W. C. Kumpfer and Joseph 
Burton, Underwood Elliott Fisher Co.; Mrs. P. F. CoyKendall, 
Super Sales Co., agent of L. C. Smith & Corona Typewriters, 
Inc.; C. A. Waterman and J. S. Kenny, Royal Typewriter Co. 

© — 

WOMEN BEING TRAINED AS REPAIRMEN 

When a store has been in business forty years, it 
doesn’t easily let changed conditions get it down. This 
is the case with the Saint Paul Typewriter Exchange, 
St. Paul, Minn., which began its business on June 2, 
1902. 

Having always carried a large stock of office supplies, 
even now with restrictions it has much to offer cus- 
tomers. With office furniture carried as one line, the 
store has always featured a large repair department. 
Now this has been increased. All kinds of machines 
and furniture are repaired, and salesmen, making 
their calls on long time patrons now concentrate on 
the firm’s ability to keep furniture and machines in 
first-class condition for the duration. 

The opening of the war plants in the vicinity cut 
down the number of repairmen available, so that now 
but five are employed where formerly there were four- 
teen. Anticipating further drawing off of man-power, 
the company is planning to replace its men repairers 
with women and is advertising for women to whom 
the repairing business may be taught in the company’s 
own repair shop. 

Informed of the difficulty in getting help, customers 
have proved most cooperative, not demanding immedi- 
ate service but being willing to await their turns. 
Every attempt is made by the company to finish work 
as promptly as is consistent with good workmanship, 
but delays are inevitable. Full understanding of the 
situation promotes good feeling.—Bart. 

<0 
MAGGIORE REORGANIZES BUSINESS 

On November 6, 1942, L. A. Maggiore purchased 
the entire assets and accounts of R. B. Camp & Com- 
pany, Atlanta, Ga., and reorganized under the name 
Atlanta Stationery & Printing Company. The Camp 
business was formerly conducted as a partnership of 
R. B. Camp and L. A. Maggiore. The latter is sole 
owner of the new business. 
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WAR-TIME CHAIRS 
with the New 
WOOD SCREW SWIVEL 
To Conserve Critical Materials 


In spite of war restrictions on critical materials 
TAYLOR Office Chairs, with all their comfort, 
attractive appearance and dependability are 
available in a wide range of styles for all pur- 
poses ranging from clerical and typewriter to 
luxurious upholstered executive chairs. 


This has been made possible by the development 
of the new TAYLOR Wood Screw Swivel, engi- 
neered entirely from wood and plastic. This 
ingenious yet simple desk chair revolving mech- 
anism is a revelation of smooth, silent, respon- 
sive operation and complete adaptability to 
every revolving chair requirement. Typewriter 
chair swivel has extra posture adjustments for 
back rest. 

It embodies all the proven TAYLOR Chair iron 
principles with added distinctive advantages of 
its own. It challenges your attention as a real 
contribution to modern office chair engineering. 


Write for Detailed Information 
and Prices 


The Taylor Chair Company 


BEDFORD, OHIO, U.S.A FOUNDED 1816 


No. 87401,W 


No. 884912.W 


No. 13312W 
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DESK TRAYS. WASTE- 


BASKETS, 


MADE AND GUARANTEED 
BY THE MAKERS OF 
OXFORD FILING SUPPLIES 


Oxford’s newest war products are 
fashioned of tough, durable Fiber- 
board, beautifully grained to re- 
semble deep, rich, dark walnut. 
They are tops in both appearance 
and serviceability. 


Market-testing indicates tremend- 
ous potential sales to War Plants, 
Rationing Boards, Civilian De- 
fense Units, warehouses, stock- 
rooms, temporary offices of all 
kinds, military training camps, 
students and housewives. Steel is 
out, wood is scarce. Serve these 
war needs. Act now! 


Their lightweight, sturdy construc- 
tion has strong appeal for many 


users. Their ingenious design per- 
mits knockdown shipment, both an 
economy and a_ protection in 
transit. Each unit is packed flat in 
cartons of two dozen each. 


Both trays and basket set up 
quickly and easily into tight, re- 
markably strong units that will not 
work loose in use. Expert factory 
workmanship guarantees a clean- 
cut, finished appearance. 


The letter size desk tray is 1014” x 
. 4 

12” x 2%” inside. . . . The legal 

size desk tray measures 1014” x 


154” x 2%”. Both are large 
enough to accommodate guide 


height file folders, large envelopes 
and oversize papers. . . . Two sets 
of eight different labels are furn- 
ished with each desk tray for ef- 
ficient two-end labeling. . . . The 
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This is Oxford No. 601 Letter Size 
Desk Tray 


This is Oxford No. 801 Wastebasket 





This is Oxford No. 602 Legal Size 
Desk Tray 


made of FIBERBOARD 


wastebasket is 15” high, 12” x 12’ 
at top, 9” x 9” at bottom. 

No shortages! No delays! Here is war- 
time merchandise you can get quickly 


and sell quickly. For prices and further 
details, write today to. ... 


FILING SUPPLY COMPANY 


Main Office and Plant 


340 MORGAN AVE. BROOKLYN, Nv. Y. 


Midwestern Plant 


125 S. 8th ST. ST. LOUIS, MO. 
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ROYAL ORGANIZES FOR TYPEWRITER DRIVE 


In one of the most unusual steps ever taken by an 
American business firm, the Royal Typewriter Com- 
pany has redesigned its nation-wide selling force to 
assist the government in its program to procure pri- 
vately-owned typewriters for the armed forces. 

The Royal activity will be headed by Maxwell V. 
Miller, vice-president of the company, now named 
executive director of Royal’s part in the drive. Mr. 
Miller has appointed seventy-six Royal branch man- 
agers as his special assistants. 

The announcement, made by Edmund C. Faustmann, 
president of the company, followed a special plea 
made in Washington last month by Production Chief 
Donald Nelson for 600,000 typewriters for the Army, 
Navy and emergency war agencies. 


WPB Spearheads Drive 


In commenting on the new job facing his staff, Mr. 
Miller made clear that his entire organization would 
cooperate as an adjunct to the Typewriter Procure- 








M. V. MILLER 


ment Division of the War Production Board, spear- 
head of the drive. However, he said, independent 
portfolios are being worked out for his representatives, 
details of which will be made available to other mem- 
bers of the industry. 

Preliminary estimates made by the government 
have shown that eighty-four per cent of the needed 
typewriters is required by the Army and Navy. The 
other sixteen per cent is essential to the functioning 
of emergency war departments. 

It has been concluded after survey that almost half 
of the typewriters to be purchased must come from 
private business, and an equal number from schools 
and local, county and state governments. The remain- 
der will be secured from private owners and other 
sources. 

Mr. Faustmann made this following statement to 
the appointees in the Royal organization. 

“We are putting into effect today a series of ap- 
pointments which are, I believe, the most unusual ever 
made by an American business firm. 

“We are, so to speak, changing a sales organization 
—one which has taken years to build—into a buying 
organization almost overnight. 

“These are unusual times, and they call for unusual 
actions. The men who are fighting a grim and bloody 
war for our country need typewriters. Donald Nelson 
described their requirements in Washington last week. 
No one can underestimate how desperate their need is, 
how urgent his request that the need be filled. 


Buy Back One-Fourth 
“Since 1935, our industry has manufactured and 
distributed more than 2,000,000 typewriters. It took 
six years of persevering selling to do it. Now, within 
the next few months, we must buy back, for the gov- 
ernment, one-quarter of those machines. 
“It will take the hardest kind of work. But it will 
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Attractive 
Revised 
Discounts 


to DEALERS! 


We can manufacture and ship (on A-le 
or better priority rating) our line of 
Portable or Stationary Tool Tables that 
are used extensively throughout the 


country, especially in War plants. 


Their great value lies in the fact that 
they SAVE TIME which in turn SPEEDS 
PRODUCTION. 


On account of the nice business our 
Dealers have been sending in, we are 
able to Revise our Prices DOWNWARD 
on quantity orders, thus allowing you 


some very interesting discounts. 


So, get into the War plants. Most of 
them need these articles because they 


are extremely essential necessities. 


Made in several different styles. For de- 
scription and specifications see our cata- 
log pages 30 and 31 or ask for our de- 
scriptive, illustrated folder No. 871 on 


which you can place your imprint. 


UHL STEEL 


Furniture 


Manufactured by 


The Toledo Metal Furniture Co. 
1756 Hastings St. Toledo, Ohio 





























SPECIFICATIONS 


The ASCO "“WOODMASTER" Card 
Cabinet Series is designed for the busy 
office, factory, and all defense and war 


activities. 


MATERIALS: Cabinet Hardwoods are 
high grade, seasoned air, and kiln-dried, 
free of defects. / 


CONSTRUCTION: Tongued and grooved. 
Reinforced, glue blocks at all vital points. 
Drawer stop. Equipped with compressor. 


HARDWARE: Metal cardholder and pull. 


FINISH: "ASCO" olive green harmonious 
finish. 


*Materials an d construction subject to change without notice. 


WOODMAS TEIX 


CAhRD CARBINE LZ. 
DIMENSIONS APPROX. 
SINGLE DRAWER : 3 SHIPPING LIST PRICE 
CARD SIZE | WIDTH HEIGHT DEPTH WEIGHT F.O.B. N.Y. 


No. 335 WOODMASTER 
No. 346 WOODMASTER 


No. 358 WOODMASTER 










No. 369 WOODMASTER 
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DIMENSIONS APPROX. 
: SHIPPING LIST PRICE 
CARD SIZE WIDTH =| HEIGHT DEPTH WEIGHT F.O.B. N.Y. 








! 300 EAST 145th ST.. NEW YORK. U.S.A. I 
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PIUNEERa---. 


OF THE ALL-WOOD CHAIRS 
WITH TILT & SWIVEL FEATURES 




















@ New Indiana Chair Co. are pioneers in the field of all-wood 
chairs with TILTING and SWIVELING features. Many months 
ago, we clearly foresaw the consequences of curtailing critical 
metal in the manufacturing of office chairs. We were among 
the first in the industry to create a thoroughly satisfactory 
all-wood swivel mechanism . . . we pride ourselves as well in 
developing a good tilting device to accompany our swivel mech- 


anism. Both have received wholehearted dealers’ approval. 


The possibilities of New Indiana Chair 
Co. all-wood construction are tremen- 


dous —style, strength and personal 






Above 


No. 253 


Tilting-Swiveling Action 


comfort as exemplified in this series, 
are comparable to the finest of pre- 


priority products. 


At Center 


NO. 1001 


Upholstered Tilting 
Swiveling Action. 


New Indiana Chair Co. accomplishment 
and constructive cooperation have estab- 
lished a position of leadership which we 


are honor bound to maintain. We shall 






constantly study the all-wood swivel action 


B 
_ idea with the object of better service to 
No. 407 American business. 
Secretarial 





This series is available in birch mahogany, birch walnut and 
quartered oak. All numbers are adjustable for seat height; 
executive chairs have tilting action. Secretarial chairs have 
bumper strip for protection of desk. No. 408 posture chair (not 
shown here) has back rest adjustable for height. The back rest 
is furnished all wood or will be furnished upholstered if you 


designate No. 408-L on your order. Price and delivery details 


on request. 


NEW INDIANA CHAIR C0. saseer, moran 
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be the best kind of work you can do in these trying 
times. For you will know that every machine that you 
enable owners to sell to the government will be a ma- 
chine designed to do just one thing—WHIP THE 
ENEMY. 

“It is with the greatest of pleasure and confidence 
that I appoint our vice-president, Maxwell V. Miller, 
as executive director of our part in the government’s 
procurement drive.” 





ARTIST TURNS MODEL.—In the Louis Melind Company 
booth at the recent Nationai Stationers Association conven- 
tion, two art students, Bonnie May Ness from the Art In- 








| 


stitute and Oleg Kondratieff of Chicago Academy of Fine | 
Art. made pen and ink sketches of visiting delegates. Al- | 


most two hundred sketches were made during the conclave, 


ranging from three minute quick sketches to fifteen or twenty | 


minute reproductions in colors. In this picture Bonnie is 
posing for her picture. 
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ARKANSAS NEWS NOTES 
Fire that broke out in one of the firm’s storerooms 


November 9 caused damage loss of approximately | 
$50,000 to the Arkansas Paper Company, 620 East | 


Markham street, Little Rock, Ark. 

Cause of the blaze could not be determined immedi- 
ately. The flames were fed by chemicals and paper in 
storage and had broken through the roof of the build- 
ing by the time city firemen arrived. The fire was 
limited to the company’s warehouse, but its main 
building, next door, suffered considerable damage from 
smoke and water. Both buildings are two story brick 
structures. 

S. L. Meyers, Shreveport, La., president of the Arkan- 
sas Paper Company, estimated the value of stock in 
the warehouse at about $25,000, a total loss. This 
merchandise, consisting of newsprint, janitor supplies, 
office supplies and paper articles, was entirely de- 
stroyed by the flames. Company officials said both 
building and contents were covered by insurance, and 
that most of the destroyed merchandise is replaceable. 

About three years ago, this firm suffered damage of 
several thousand dollars when its offices were struck 
by a windstorm. 

om * * 

The Parkin Printing and Stationery Company, 215 
Main street, Little Rock, has filed with the Arkansas 
secretary of state an amendment to its corporation 
charter to list its authorized capital stock as 3,000 
shares with a par value of $25 each. 

* * * 

Fred L. Hedges of the Hedges Printing and Station- 
ery Company, Hughes, Ark., has been ordered to San 
Antonio, Tex., as a civilian pilot instructor, to teach 
Army Air Corps soldiers to fly. Mr. Hedges recently 
graduated as a C.P.I. at the head of his class, making 
the highest grade on the examination for commercial 
pilot’s license and for instructor’s license. He expects 
to be in Little Rock during January and February for 
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MAK -UR-OWN 
INDEX TABS 


Wrte.| OR PRINT| 


MAK-UR-OWN 
HINGES 


MAK-UR-OWN 
INDEX SHEETS 


Blueprint 
for PROFITS 


Tie Your Promotion 
to Victor’s 
National Advertising 
in 


TIME 
FORTUNE 
BANKING 

NEWSWEEK 
PURCHASING 
BUSINESS WEEK 
NATION'S BUSINESS 
SCHOOL EXECUTIVE 
AMERICAN BUSINESS 
JOURNAL OF 
ACCOUNTANCY 
CREDIT AND FINANCIAL 
MANAGEMENT 


Put your finger on 
any information 
INSTANTLY 
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THE VICTOR 5478 & QUENT CO. tC 
OFT Ome weno. MRM TOO 











Millions of readers see these ads every month. They 


are sending customers to you for 


GENUINE 


MAK-UR-OWN 
INDEXING PRODUCTS 


Free window and counter displays, mailing folders 
and sales promotion material will identify YOUR 


store as the convenient source of supply for the prof- 


itable MAK-UR-OWN Items. 






































INVEST 2. BUY BONDS 
IN VICTORY |xG@s.| AND STAMPS 
Le Py 
THE VICTOR SAFE IVICT & EQUIPMENT CO., INC. 
N. TONAWANDA NEW YORK 


CONSUMER-APPROVED PRODUCTS SOLD ONLY THROUGH DEALERS 
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SHE FLOATS THRU THE AIR 


y, i / 


It's no more effort for your Filing 
Fairy to do her stuff with the magic 
of a NATURAL SYSTEM INDEX! 









THE WABASH CABINET CO. 
WABASH, INDIANA 
The line that's sold only through dealers. 
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THE WABASH CABINET COMPANY 
143 E. Water Street, Wabash, Indiana 


Rush our special presentation of the Wabash Line—a 
volume that will help us to bigger profits! Is an exclusive 
sales franchise available? 


Name 
Address 
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OFFICE APPLIANCES 


the sixty day session of the state legislature, to which 
he was reelected a representative this summer. Mr. 
Hedges is chairman of the House Committee on Public 
Printing, and a member of other important legislative 
committees. 

a * * 

Miss Bobbie Forster of the office staff of Quapaw 
Printing Company, 215 East Third street, Little Rock, 
Ark., has become Pvt. Forster of the Civil Air Patrol, 
which does not conflict with her duties at Quapaw. 
She recently gave her firm some good publicity when 
she appeared on “Guess Again,” a weekly radio quiz 
program from Camp Robinson, as a member of a 
five-girl team of C.A.P.s who opposed five young sol- 
diers from Camp Robinson. 

* * * 

John F. Wells, president of the Quapaw Printing 
Company, has become owner and publisher-printer of 
“Camp Robinson News,” weekly newspaper circulated 
among troops stationed at the large training camp 
near Little Rock. The paper runs eight to sixteen 
pages weekly, standard newspaper size, and has a 
large volume of paid advertising ——ADR 

Se ee 
MONROE’S WOMEN GUARDS BECOME M.P.s 

Three women guards, recently engaged to do regular 
police duty on the day and night shifts at the war 
production plant of the Monroe Calculating Machine 
Company, Orange, N. J., have been sworn in by the 
U. S. Army as members of the Civilian Auxiliary of 
the Military Police, Metropolitan Military District of 








THREE WOMEN POLICE GUARDS TAKING ARMY OATH.— 
The Monroe Calculating Machine Company’s women police 
guards employed at the Orange, N. J., plant, are seen here 
taking the Army oath administered by Lieut. Graham Hun- 
saker of the Metropolitan Military District of the Internal 
Security Division, U. S. A. They are, from left to right: Mrs. 
Richard W. Gray, Mrs. Stacey Miller and Mrs. Stewart 
Sanderson. 


the Internal Security Division. The three women, first 
of their sex in New Jersey to be deputized by the 
sheriff of Essex County to do guard duty at a war 
plant, are also the first such deputies in the state to 
be sworn into the Army as members of this branch 
of the Internal Security Division. 

The Monroe company’s male guards have also taken 
the Army oath as members of the Civilian Auxiliary 
of the Military Police. 

<-> — 
SOULIS IN KIWANIS WORK 

Active in the incorporation of the St. John, N. B., 
Kiwanis Club is G. R. Soulis, of St. John, a dealer and 
distributor of office appliances, including typewriters, 
adding machines, duplicating machines, addressing 
machines, filing systems, etc. Under the incorporation 
no stock issue is allowed, but the club is authorized 
to own property and pursue non-profit objectives. This 
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features plus New Flat Writing Surface in all Col- «I | 5 
umns. New column arrangement removes all 7+ | 
columns from the center of book and provides a SaaS: . 14 | © 
flat writing surface for all figures. At the same time | | 7 Bt 
it includes figuring space in the center for pencil | ¥ || 8 
calculations. The numbered lines make it easy to )/ ||| |] | | | | a 
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read figures across the page in all columns. Users =>} 7 
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will like these four new features: | 10 
| 11 
: NEW, FLAT OPENING: Fict writing rT x 





space in all columns. Bah Se i 


“aN NUMBERED LINES: Easy to read fig- _ TT 


ures across the page of all columns. 
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ge) AMPLE FIGURING SPACE: Figuring 


space for pencil calculations. BOOKS AVAILABLE 
In the Popular Loose Leaf Sheet Sizes: 


“ PAGES OF “EYE-EASE” PAPER: ruled No. 48-B Series — 95% x 12% (Leaf Size 9% x 11%) 


Be! with soft br “" No. 78-B Series — 1112 x 1412 (Leaf Size 11 x 14) 
own and green pattern “Easy on No. 88-B Series — 1112 x 17'2 (Leaf Size 11 x 17) 
the Eyes. Thickness 150 pages — Ruled 2 to 36 Columns. 


WRITE FOR LITERATURE AND DISPLAY MATERIAL 


_ A PRODUCT OF THE NATIONAL BLANK BOOK COMPANY, HOLYOKE, MASS. 
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For heavy duty wartime service sell 
Yond E” indexing guides and filing folders 






NLY the best will do when it’s for heavy duty 


O 


der top service under today’s twenty-four hour a day 


war service. Only top quality will continue to ren- 





















schedule. 
That’s why war industries demand “Y and E” In- 


dexing Guides and Filing Folders. Made of only the 
best stock, they do not break down when subjected to 
hard use. Your files continue to be fresh and efficient 
under service that would completely wear out less 


durable material. 
The “Y and E” supply line is designed to meet your 





customers’ every need. All weights, styles, sizes—each 
a leader in its grade. 

The ability to meet every demand at a profit to 
you is just one of the reasons why the holders of the 


“Y and E” Franchise prize it so highly. 


YAWMAN & ERBE MFG. CO. 


1015 JAY STREET, ROCHESTER, N. Y. 
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obtain funds for underprivileged children of St. John | 
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wae. wood fibre base. 


is believed to be the first service club in the eastern 
provinces to be incorporated. Mr. Soulis was general | Aner ae 
supervisor of a radio auction held by the club to | 


and young bomb victims of England. The auction | 
cleared about $4,000. Mr. Soulis is the club secretary. 
—WJM 
eee ee eee 
COOPER GETS AN “IDEA” CHECK 

Emmett H. Cooper, inspector in the wood division | 
of the Globe-Wernicke Co., was recently awarded a 
check as payment for a suggestion which eliminated | 
a metal part in one of the company’s many products. | 
This check was for an amount said to be the largest 





A GOOD IDEA PAYS DIVIDENDS.—At the left is Emmett H. 
Cooper, wearing a s:nile that won't come off as he receives | 
a substantial check from J. S. Sprott, president of the Globe- 
Wernicke Co., in payment for a suggestion which he re- 
cently made for an improvement in the company’s products. 


award ever made by G-W for a suggestion from one 
of its employees. 

Mr Cooper has been a member of the Globe-Wer- 
nicke organization for seventeen years, during which 
time he won several small awards for suggestions 
which were adopted. He is active in religious and fra- 
ternal work, as well as in civic affairs. When asked 
what he intended to do with the check, Mr. Cooper 
stated it would be used to reduce a mortgage on his 
home recently purchased. 

-_—?-—P 
CONSERVATION OF FIRE EXTINGUISHERS 

Practically the entire output of approved fire ex- | 
tinguishers is being taken by the Army, the Navy, and | 
manufacturers with top priority ratings, so that other | 
users are finding it impossible to obtain new ex- | 
tinguishers. | 

Soda acid extinguishers have not been in produc- | 
tion since the first of the year, nor have copper pump | 
tanks, gas cartridge extinguishers of water and anti- 
freeze types, and extinguishers of any type with seam- 
less drawn shells. Foam extinguishers are being made 
only in limited quantity and it takes a high priority 
to obtain them. Carbon dioxide extinguishers also are | 
going only to those with ratings approaching the 
“triple A.” Even the vaporizing liquid extinguishers, 
of which there are more in service than all other 
types put together, are difficult to obtain and one 
manufacturer is not promising deliveries to anyone 
with less than an A-1-J rating. 

But recharging materials and replacement parts still 
can be purchased without difficulty, and as long as 
this condition persists, existing equipment can be 
readily kept in service. With proper servicing approved 
equipment will last indefinitely. 

“Approved” extinguishers are those which bear the 
label of the Underwriters’ Laboratories or Factory 
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... and this practical, popular series now fits all 
requirements with: Double set with wood fibre 
base; single set with wood fibre base (illustrated) ; 
single set alone. Prices $3.00 to $12.30. 

You can now also offer the popular Glass Handi- 
pen Set in IVORY GLASS (HP-G4) in addition 
to black or crystal glass — indestructible by ink 
acids. And of course the main thing you are selling 
is the well-known Handi-pen satisfaction . . . giving 
your customers “the greatest aid to writing ease”. 
The new glass Handi-pen set and steeless Kleradesk 
provide items of standard quality and reputation, 
to help you beat war shortages. Stock both. Write 
for circulars. Sengbusch Self-Closing Inkstand Co., 
1215 Sengbusch Bldg., Milwaukee, Wis. 


New Steeless Kleradesk 
by SENGBUSCH 


“the greatest aid to 
desk workers” now made 
without an ounce of steel 
or rubber. 


Model 6V- 50 


(illustrated) 
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WATER SOLUBLE 
DUPLICATING INK 


What it will do for you: 


@ Canode's new Water Soluble 
Duplicating Ink works with ALL 
types of stencils, including protein 
which may be satisfactorily cleaned 
by blotting the ink off the stencil 
between newspapers. Cellulose 
and Dermatype stencils are cleaned 
by simply applying water. 


@ It works on EVERY TYPE of 
stencil duplicating machine, both 
open and closed cylinders. 





@ This ink WILL NOT dry-up on exposure to air. 
It retains satisfactory operating condition in the 
ink pads regardless of the length of time between 


runs. 


@ I+ will stand on the machine for a long time 
without dripping through the stencil onto the roller. 


@ It is non-offsetting and is fast-drying. 


@ lts color is intensely black. 


What it won't do: 


@ Canode's Water Soluble Ink will NOT dry up 
or harden on the pads. It will not spread. It will 
not run down to the lower part of the cylinder to 
the extent that other inks do. 


@ Cylinders will NOT require boiling periodically 
to rid them inside of hardened ink. This ink can 
be wiped off the cylinder with a cloth and without 
using any solvents. 


CANODE QUALITY 


Our more than 45 years experience making quality 
inks, for all stencil duplicating machines, assures you 
that Canode inks are the finest obtainable anywhere. 

Ask for a sample of Canode’s Water Soluble Ink, and 
test it. You will agree that everything we say of it 
is true. 


INK SPECIALTIES CU. INC. 


53# S. LAFLIN STREET . . . . CHICAGO, ILL. 


SATISPACTION GUARANTEED OR YOUR MONEY BACK 
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Mutual Laboratories. All such extinguishers bear an 
instruction plate on which appear directions for re- 
charging and inspecting the equipment. Only when 
these directions are ignored will the extinguisher 
owner encounter difficulty. 

Attempts to economize by purchasing commercial 
grades of carbon tetrachloride for use in vaporizing 
liquid extinguishers are generally foiled by the result- 
ing deterioration of the shell and interior mechanism 
of the extinguisher. Commercial grades of CTC con- 
tain water, which reacts slowly with the CTC to form 
hydrochloric acid and it is the latter that does the 
damage. 

Wash Before Recharging 

In the case of soda acid and foam extinguishers, 
Shells and all parts should be thoroughly rinsed with 
warm water before recharging. This removes all ves- 
tiges of reacted and unreacted chemicals, so that the 
fresh charge will have its maximum force and dura- 
tion. Another important part of the routine, the 
inspection of head gaskets, is often overlooked. If old 
and worn gaskets are used, it will be necessary to 
screw down the head of the extinguisher with unusual 
force, and even then, leakage during operation can- 
not always be overcome. A new gasket permits easy 
manual screwing on and off of extinguisher heads, and 
insures a tight extinguisher during use. 

Many approved extinguishers have been in service 
for more than twenty years and are still good for many 
more years of duty. They do not “wear out.” But they 
should be carefully handled when being recharged, 
inspected, or used. If dropped, or struck a severe 
blow, the shell may be distorted so that a seam is 
weakened. Such damage should be repaired only by 
the manufacturer who has the equipment and work- 
men capable of making repairs that will pass the in- 
spection of the Underwriters’ Laboratories, Inc., or the 
Factory Mutual Laboratories. 

Here are a few simple rules for keeping extinguish- 
ers in service for the duration: 

Place a man upon whom you can depend to see that 
directions are followed to the letter, in charge of re- 
charging and inspection. 

Provide him with recharging materials and replace- 
ment parts supplied by the manufacturer of the ex- 
tinguishers. 

Give him a place to work where plenty of hot and 
cold water are available. 

Give him the tools he needs: buckets, mixing Sticks, 
vaseline to place in the threads of the heads of the 
the 214-gallon extinguishers, etc. 

Then, hold him strictly accountable for the quality 
of his work, which will be reflected in the continuing 
good performance of the extinguishers. 


oe | 





AN HONOR ROLL OUT OF DOORS.—National Ronzite Indus- 

tries, Chicago, Ill., furnished this outdoor honor roll cabinet for 

the Carbon & Carbide Company of Charleston, W. Va. The 

cabinet is weatherproof and has a capacity of 750 names. Gold 

name panels combined with custom building of the cabinet 
make an impressive installation. 
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1, is feature news when desks so phenomenally fine as these sell 
so reasonably. In fact, they must be seen to be believed. National, 
because it is a completely self-contained organization, is able to 
continue the same high standard of quality that began with its 
inception, in the new “40” Series. A decided advantage in this 
day and age, when so many substitutions are made for quality. 
Write for folder of the new “40” Economy Series today. 














EXECUTIVE 
model 60408, 
(at left). 
Pictured 
above is the 
Secretary, 
6040 PF. 








NATIONAL DESK CO., Inc. 


is toa aiitoe New York 
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PLENTY OF INGENUITY 









WITH NON-CRITICAL MATERIALS 


makes the new 


WARTIME 


TRANSFILE FILES 





MODEL W 


Roller bearing drawer 
operation. 

No sliding friction at 
any point in drawer 
movement—it rolls. 

Automatic drawer 
stop. 

Masonite drawer front. 

Case reinforced by 
steel at front—by 
Masonite at back. 

Outside finished in 


olive green. 








TRADEMARK 


AS GOOD AS EVER 


Neither you nor your customers need worry about 
loss of efficiency in the filing and storing of records 
—at least not while these two new TRANSFILE 
FILES can be bought. Stripped right down to the 
bone on critical materials and employing non-crit- 
ical materials ingeniously, these new TRANSFILE 
FILES have all the good features you have always 
known. 


Sure, the decorative steel fronts are out for the 
duration, but you may like the new Masonite drawer 
front on the Model W even better. 


The easy operation of the new 3-point roller bearing 
of the Model W will surprise you. 


The steel reinforcement of the front of the case is 
still a salient TRANSFILE FILE feature. All the 
weight of the files and contents is supported on 
steel at this strategic point. And, the 2-Way Inter- 
lock, that patented method of welding individual 
units into staunch batteries is retained. 


TRANSFILE FILES will give you 100 per cent effi- 
cient service—the same as always. Place your order 
today. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET, NEW YORK, N. Y. 


The Regular TRANSFILE is still available without any changes. 






MODEL U 


Fibre board drawer fin- 
ished in olive green 
inside and out. 

Outside finished in 
olive green. 

Case reinforced by 
steel at front—by 
Masonite at back. 

Inset drawer handle. 


Heavy drawer with 
high back. 
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{ New Equipment Devices and Supplies Section ] 
Continued from page 43 


MICHIGAN ALL WOOD CARD CABINETS 
The all wood card cabinet line made by the Michi- 
gan Desk Company, Grand Rapids, Mich., is offered in 
either single or double units, designed for stacking. 






































Paper Fastening Devices 
have gone to war—and with 
their enlistment in war serv- 
ice, a gap has been left in 
civilian office routine that 
cannot be replaced —that is, 
until victorious Johnny 
Fastener comes marching 
home again. 


eee tedenk ite eaae cee nee. 


Government regulations, 

sharply reducing permitted 

MICHIGAN CARD FILE WITH FOLLOWER BLOCK REMOVED consumption of steel, have 
TO SHOW CONSTRUCTION 

lowered normal production 





EN NT ON 


Sizes available, expressed in terms of card measures, of paper clips, pins and 
are 3x5, 4x6, 5x8 and 6x9 inches. Tray depth for all staples to a comparatively 
rena Sei inches. Finish is green to match steel file negligible level and this fact, 
——-— coupled with the tremendous 

MEILICKE’S VICTORY TAX CALCULATOR demand for defense use, pre- 
Anticipating a strong demand for tables of pre- vents service against require- 


calculated answers to arrive at the five per cent Vic- 


tory tax figures on wages and salaries after January 1, ments unsupported by high 


when the law goes into effect, Meilicke Systems, Inc., priority ratings. 
3466 North Clark street, Chicago, developed a new 
calculator which shows the tax on varying amounts We ask our dealers’ con- 


for weekly, bi-weekly, semi-monthly and monthly 
earnings. Retail prices range from $9.50 to $17.50. siderate co-operation during 
The device is described as attractive and durable, this period in which war 
with a cast iron base and rubber feet. The cards are needs rank first in the ex- 
mounted upright in a slanted rack and drop into per- ‘ 
fect reading position. Contrasting colors and celluloid tension of service. 
reinforced tabs arranged in ascending rows, permit | 
easy, left hand operation. We take this opportunity to 
Another model calculates both the five per cent extend holiday greetings and 
Victory tax and the one per cent Old Age Benefit tax. ° 
sincere best wishes to all 


This model retails from $21.50 to $36.50. ‘ 
our dealer friends and to 














eee eee 
SENGBUSCH HANDI-PEN SETS OF GLASS express a fervent hope that 
The Sengbusch Self-Closing Inkstand Company, | the New Year will bring an 


Milwaukee, Wis., has announced a series of Handi-Pen 
early victory and lasting 


peace. 





NEW MODEL GLASS HANDI-PEN DESK SET V A a L 
desk sets of glass with wood fibre bases. Double and M A N U FA Cc T U R | N G 
single sets are included, with retail prices ranging C oO yy | PA N Y : 


from $3.00 to $12.30. 
In addition to black and crystal glass models, the 900 E. 95th St. Chicago, Il. 
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NEW 1943 
VICTORY 











Tue new Victory Tax, effective 
January Ist, necessitates a revision 


of present Pay Roll Records by most 







employers. Accordingly, we have 






developed a new series of forms 






which are now ready for immediate 






delivery. These include several de- 






signs of Earning Records, Period 






Pay Roll Sheets, Receipt Forms and 






supplemental records. Not only do 






they provide for the new Victory 







Tax but also have columns for other 






prevalent deductions such as for War 


Bonds, Group Insurance, Union 








Dues, etc. 


SAMPLES ON REQUEST 


Specimen sheets of these new forms to- 
gether with descriptive literature sent to 
dealers on request. Here is a potential 
market which is unlimited—act quickly! 








The C-€- SHEPPARD CO. 


** 4407 21: Street,» LONG ISLAND CITY. N.Y<< 
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company offers one in ivory glass. Because glass is 
impervious to the acids in ink, and because it is not a 
critical material, Sengbusch is emphasizing current 


distribution. 
=. 


“TIP-TOP” WOOD DESK TRAY BY HEDGES 
The Hedges Manufacturing Company, 2931 Went- 
worth avenue, Chicago, Ill., has introduced a new 
“Tip-Top” wood letter tray made of carefully selected 
oak and featuring rigid lock corner construction. 








HEDGES NEW WOOD DESK TRAY 


There are holes for adding posts later, if desired. Felt 
feet prevent marring of furniture. The tray is avail- 
able in three finishes—dull oak, golden oak and olive 
green, and two sizes—letter and legal. Further details 
may be secured by addressing a request to the manu- 


facturer. 
———_—— —— 


PERMA-BILT WOOD FILES 
The Planned Business Equipment Company, 1422 
Euclid avenue, Cleveland, Ohio, announces Perma- 
Bilt filing equipment. It is made of selected hardwood 
and is designed to handle the following standard size 
cards: IBM cards, time cards, finger-print cards, also 
5x3, 6x4, 8x5, and 9x6 cards. The sectional units meas- 





PERMA-BILT FILING CABINET 


ure 3714 inches wide by 241% inches deep and inter- 
lock. Any combination of sizes can be built into one 
attractive unit, as shown in the illustration. A post- 
ing or reference shelf may also be included. An im- 
portant feature is the “Sta-tite’” compressor, which 
will hold cards in place even with the drawer in in- 


verted position. The base is recessed for toe space. 
pia ee eal 


NATIONAL TYPEWRITER COMPANY SELECTS 
OFFICERS 

Because the death of Richard Neumayer on Septem- 
ber 28 left the National Typewriter Company, Inc., 
Hartford, Conn., without an official chief executive, a 
reorganization meeting was held on October 29. The 
following officers were elected: Ralph R. Neumayer, 
president, treasurer and assistant manager; Dora E. 
Neumayer, vice-president, and Marion M. Farrell, 
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Santa's most ie a gift 


“A VICTORY in ‘43 


We wish you a Merry Christmas 
if and a Victorious New Year 


5) ty eri jad 
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DEALERS.... 


OFFICE APPLIANCES 





Moving Line of Wood Office Furniture 


How to handle “SPECIAL BIDS” 


Not so long ago the office sup- 
ply dealer's picture looked awfully 
black. Metal shortages threatened 
the entire structure. Today—thanks 
to wood—Dealers have retrieved 
lost profits and are forging steadily 
ahead. 


FAIR WOOD OFFICE FURNITURE 
is still largely unaffected by priori- 
ties. Shipments are reasonably 
prompt—and the demand is truly 
terrific. Not just in isolated areas— 
but in all 48 States. You, too, will 
‘knock wood" when you start push- 
ing this famous office furniture line 
—a line backed by years of wood- 
craft experience. 











By this time it is generally known 
to the trade that a large part of our 
productive facilities are engaged 
in the manufacture of wood items 
for the Army and Navy. What 
we particularly want to stress is 
that all of this work came to 
us through Dealers who were 
requested to make bids for the 
Armed Services and various gov- 
ernmental agencies. 


With FAIR’S cooperation and 
“know how” these Dealers suc- 
ceeded in getting these govern- 
ment contracts at a liberal margin 
of profit. When you are called to 
enter a bid, remember that FAIR 
offers you 100% cooperation and 
protection. 


‘WY FURNITURE COMPANY 


NEW JERSEY 


NEWARK, 
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secretary, assistant treasurer and manager. The late 
Richard Neumayer had served as president, treasurer 
and manager. 
By taking over management, Miss Farrell continues 
a long connection in which she has demonstrated her 
fine business skill. 











HARDING BACK IN PRODUCTION IN 45 DAYS 


Within forty-five days after the fire that destroyed 
a large portion of its manufacturing plant on Septem- 
ber 16, the Milo Harding Company of Los Angeles 
and Pittsburgh happily resumed operations on regular 
schedule. No lay-off of personnel was necessary. All 
employees turned to the task of rebuilding and re- 
storing service to customers. 

The loyalty and cooperation of Tempo dealers, ac- 
cording to company executives, helped a great deal 
during the period of reconstruction. 

Fortunately, a fairly large stock of finished mer- 
chandise was undamaged, and a substantial supply of 
vital raw materials was safely stored in a separate 
warehouse. Thus, it was possible to make partial 
shipments until manufacturing facilities were com- 
pletely restored. 

The large “back-log” of orders which accumulated 
during the reconstruction period have been filled. The 
company announces that dealers may now be assured 
of immediate shipment of all orders for Tempo prod- 
ucts. 
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CHRISTMAS GREETING CARDS 


An unusual type of greeting card advertising is 
being used this year by Henri Petetin, Inc., New Or- 
leans, La. Long a specialist in greeting cards, the com- 
pany sent us a clipping of its advertisement in the 
November 24 issue of New Orleans States. Two col- 
umns wide and eight inches high, the advertisement FOR SERVICE 
was enclosed in a box border of holly leaves and 
carried the heading, “Christmas Greeting Card.” Set FOR ECONOMY 


at an angle just above the head was a credit line in- 
dicating that the text of the advertisement was com- 

posed of an editorial in the Elizabeth (Ala.) Daily FOR QUALITY 
Journal for Monday evening, October 26, 1942. 


Here is the enlightening text: These three important links form the chain of 
“It is interesting that it was 100 years ago this 
coming Christmas season that the first known Christ- 
mas greeting card made its appearance. It was in 
England that greetings in that form were sent out to 





real merchandising and genuine good will. 


It is gratifying to know, that taxed as produc- 





friends. tion is in industry today, we have been able to 
“It is more interesting that the anniversary comes , : p 

at a time when so many are prepared to depend more strengthen these links in our method of doing 

largely upon greeting cards rather than greetings to business. 

friends in the form of expensive gifts. It has been 

suggested that we shall not neglect to remind our Call on us if you feel that this type of dealer 


friends and others in the armed forces and in other 
war work of our interest in them through suitable 
comforts. Here at home, cards will be used more tribution of filing supplies. 
freely, and some of the money spent for gifts put into 
war securities. 

“The anniversary comes at a time, moreover, when 
greeting cards have reached their greatest perfection. NEW CATALOG NO. 742 
They reach perfection when the card you send to a : ae 
friend bears a message that expresses your joy in his Send for this new Filing 
friendship. It reaches perfection, moreover, when the Supply Manual... no 
message it conveys recognizes that mystic influence obligation. 
that has come down to mankind over the long, long | 
stretch of time and distance to mellow our thoughts | 
regarding others and strengthen our faith in the pur-  [@aRGH:9.0:3.¢8 2) am. 4m @. On 
pose of God for humanity. ESTABLISHED 1921 

“There can be no question that we should be exceed- | | Manufacture P Fil; u 
ingly careful in selecting Christmas greeting cards | FRRRMBsosa tel ictalasd CHICAGO. ILL 
this year to send to our friends. They should convey | 


co-operation is vital to your success in the dis- 
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VICTORY 


BEGINS 
ON 


PAPER 








oj battlefields will win the glory—as they 
should. But the victories won there will have 
begun far away—on paper. The plans, the pro- 


duction, the orders, must first have been set 


down, arranged and filed on paper. 


Keeping papers safe, in good order, instantly 
available when wanted, thus becomes of even 
greater importance in wartime than it is in peace. 
And you begin to see why the demand placed on 
Acco production by war industries and Uncle 


Sam exceeds even our ability to produce. 


For ACCO has long been pounding home the 
slogan—“Bound Papers are Safe Papers!” And 
ACCO has devoted nearly all its energies to pro- 
viding better means of keeping papers safe for 
the Army, Navy, Marine Corps, Coast Guard 
and organizations directly concerned with pro- 
ducing the vital necessities for obtaining final 


victory. 


ACCO is contribution Acco 


Fasteners, Binders, Clips, 


proud of the 
Punches, Accoway 
Filing Systems, etc., are making to better paper 
work because it is definitely helping in the war 


effort. 


* * * 


ae 


39th Ave. and 24th St. 
Long Island City, N. Y. 
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to friends our faith in the future as well as our 
appreciation of the joys of human fellowship.” 

The preceding words were followed by these, in 
parentheses: 

“For the loveliest selection of cards carrying the 
thoughts brought out here, follow the crowd to Henri 
Petetin, Inc., 132 Carondelet street, the leading greet- 
ing card store in New Orleans.” 


Oe i 


NEW FACTORY BUILDING FOR RED FEATHER 
PRODUCTS 


Last month H. M. Carscallen, president of Red 
Feather Products, Ltd., San Francisco, manufacturers 
of stencils and duplicator supplies, purchased the Stin- 
son Flying Corporation hangar on Bayshore highway 
in Redwood City, Calif. Manufacture of the company’s 
products in the new building will start as soon as the 
hangar is remodeled for factory purposes. The hangar 
measures 100 by 132 feet and will house between forty 
and fifty employees. Although the hangar was com- 
pleted only last March, plans for operating an airport 
in Redwood City had to be abandoned for the dura- 
tion of the war, which made possible the purchase of 
the building and ground by Mr. Carscallen. 
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UNDER THE EMERGENCY 








(Continued from page 39) 


ness, farm, or professional equipment, not acquired 
or produced for the purpose of sale.” 

Amendment No. 32 to the general regulation, effec- 
tive November 9, extends this exemption to manufac- 
turers, processors, producers, non-profit institutions 
and others not included in the original exemption. As 
revised, the exemption applies to sales “by any per- 
son, of his used supplies or equipment not acquired 
or produced by him for the purpose of sale.” 

The amendment, however, in no way affects price 
controls on sales by persons who make a business of 
buying and selling used equipment and supplies, and 
such sales in general remain subject to the General 
Maximum Price Regulation. 

The amendment does not exempt any sales of used 
equipment or supplies for which ceiling prices are 
established by specific price regulations. 


o 
ADJUSTMENTS FOR SERVICE PRICE CEILINGS 


Sellers of services who base their ceiling prices on 
the prices of competitors are allowed to take advan- 
tage of any adjustments granted the competitors the 
Office of Price Administration announced November 13. 

The services regulation (Maximum Price Regulation 
No. 165 as amended) applies to a wide range of serv- 
ices, such as those performed by laundries, garages, 
and radio repair shops. It states that when a seller 
of services cannot determine his maximum price un- 
der provisions of the regulation, the ceiling shall be 
the highest price charged in March 1942 by the most 
closely competitive seller of the same class for the 
same service or the similar service most nearly like it. 


Amendment No. 8 to the regulation, effective Novem- 
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counter height (S-dpumeiiadl ial 
height Oder) Ie Sees 
sizes . . also with insert drawers _ 
for various filing combinations. 


“Recruit”... 
. . made in four-drawer letter and 
legal sizes . . . finished in an attract- 
ive shade of medium dark green. 




















GIVE YOUR CUSTOMERS VERY GOOD 





“Defender”’ and ‘‘Recruit’’ wood filing cabi- 
nets solve today’s filing problems and will 
give long and satisfactory service. They 
meet the war-time requirements for effici- 
ency and also conserve vital materials 
needed ‘‘for the duration.”’ 


The wood is air-seasoned . . . properly kiln 
dried . . . carefully selected for -uniform 
quality and appearance. Drawers operate 


on new progressive type wood suspension 





with fibre rollers that permits drawers to 
glide easily and quietly. 


Globe-Wernicke wood filing equipment 
enables dealers to give their customers 
good service. Upon request, we will gladly 
send you full details of our attractive propo- 
sition to dealers. Write today! 








Globe-Wernicke is the 
world’s largest manufac- 
turer of dependable wood 
filing and office equipment. 















a at 


MAKERS OF OVER 4000 ITEMS NEEDED IN wihebdcng 


Stee! and Wood Office Furniture, Filing Equ 
and Wood Equipment for Libraries, 
Stationers’ Products; Storage and Visible Record Equipment and Steel 











Cincinnati, Ohio 


t, Bookcases, Partit 
oe Public Bulidinge Fling Sup 
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Yes —We're all out for Victory 


but the Spirit of 






Christmas still 


glows in America 





No. F3066 





As 1942 draws to a close, we look back upon one of the most momentous 
years in American history. We’ve proven to ourselves; we've proven to 
the world that American ingenuity is equal to any task. 

It is with confidence that we look forward to 1943 ...a year of con- 
tinued hard work ... a year of unceasing adjustment to our country’s 
war needs and above all... a year that holds the promise of Victory. 

In the midst of our all out effort for Victory, it is a genuine pleasure to 
pause and extend our sincere Holiday Greeting to every one of our friends. 


JASPER OFFICE FURNITURE CO. 
JASPER, INDIANA 


REPRESENTATIVES: S. R. Evans, 421 Hampton Court, Athens. Ga 
James H. Davison, Hotel Figueroa, Los Angeles, Cal Howard Maley, 115 Tarbell Ave., Bedford, Ohio 
Marion V. Follin, 220 Fairbanks Road, Riverside, tl! L. H. McDaniel, 3600 Parkhill Drive, Ft. Worth, Tex 
George 8. Wray, 130 W. 42nd St., Room 819, New York Charies L. Pettibone, Bedford, Ohio 
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ber 18, changes that provision to read “the maximum 
price of the most closely competitive seller of the 
same class.” 

The provision in the original regulation, OPA 
pointed out, was based on the assumption that the 
competitor’s highest price charged in March is always 
his maximum price. This is not true when a seller 
has been granted a price adjustment by OPA. 

The new amendment makes sure that a seller whose 
price for a service is determined with reference to the 
price of a competitor will be allowed to charge the 
same price as the competitor. 


© 


PRIORITIES REGULATION NO. 10 REVOKED 

Priorities Regulation No. 10, which was originally 
issued on June 1, 1942, and then amended on June 26, 
has been discontinued. Its purpose was the establish- 
ment of an allocation classification system and in- 
volved affixing end use symbols on orders for equip- 
ment or materials. Because of certain complications, 
members of industry and commerce were called into 
consultation for the purpose of formulating an 
amendment that would make the regulation workable 
and generally satisfactory. The deliberations were not 
successful, as is indicated by the following para- 
graph, taken from a letter from the War Production 
Board last month: 

“As a result of the many excellent points raised in 
Mr. Nelson’s two-day training conference called in 
New York, August 11-12, with the executives of trade 
associations and chambers of commerce, and the sub- 
sequent meetings in Boston and Cleveland, the War 
Production Board has reached the conclusion that 
Regulation 10 is not needed at this time. It has there- 
fore been rescinded.” 

oS 


RETAILERS’ ECONOMY FOR VICTORY PLAN 

In the first major moves to implement the recently 
announced Retailers’ Economy for Victory Plan, the 
Office of Price Administration issued late in November 
a supplementary order definitely authorizing the cur- 
tailing of many peacetime retail services without re- 
ductions in ceiling prices and, at the same time, made 
public statements of “Recommended Standards of Re- 
tail Practice” and “Recommended Wartime Manage- 
ment Policies” to aid retail operations under the order. 

The Retailers’ Economy for Victory Plan is designed 
to conserve necessary materials and facilities for the 
war effort, to free manpower for direct war produc- 
tion, and to allow retailers to operate under what 
Price Administrator Leon Henderson has said will be 
“tough” conditions in 1943. Consumer cooperation is 
being sought nationally and the supplementary order 
carries clauses specifically protecting consumer inter- 
ests. 

Simultaneously with the issuance of the order and 
the two statements, it was revealed that the field 
staffs of OPA and the Department of Commerce al- 
ready were under instructions to carry the plan to 
retailers throughout the country in a series of meet- 
ings which are expected to start yielding first results 
immediately after the conclusion of the holiday sea- 
son. 

The field schedule calls for use of existing Depart- 
ment of Commerce and state and local distributive 
education personnel to set up Community Wartime 
Business Clinics, with OPA representatives present to 
explain the order and the program built around it. 
The Department of Commerce, joint sponsor of the 
Retailers’ Economy for Victory Plan, has done much 
of the research work which resulted in the order and 


the program, and its part in drawing these up is | 


acknowledged specifically in OPA’s introduction to its 
“Recommended Wartime Management Policies.” 

The demand of Economic Stabilization Director 
James F. Byrnes for a streamlining of business and 
increased standardization is cited by OPA in a state- 
ment of considerations issued with Supplementary 
Order No. 29, which became effective November 24, 
1942. OPA makes it clear, too, in its introduction to 
the “Recommended Standards of Retail Practice,” that 
it regards many peacetime retail practices as costly, 
“excess baggage in wartime.” 


Standards of Retail Practice 
Free competition in peacetime has resulted in many 
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To win this war we've got to 
tighten up—toughen up. We’ve 
got to do in one hour the work 
of three. Old habits of slackness 
and self-indulgence must go— 
in the office as in the shop. We 
Americans have developed the 
methods. Now let’s use them! 

For instance: how many of 
you users of Dictaphone dic- 
tating machines have 
ever realized to the full 
all the time-saving ad- 


vantages of Dictaphone dicta- 
tion? Today, when minutes are 
precious and fateful, victory 
demands the self-discipline that 
will expend no useless effort— 
that will seek constantly for 
new short-cuts. 

If you will make full use of 
your Dictaphone, work will flow 
more smoothly throughout your 
entire organization. 
Check your own meth- 
ods on the list below: 





O Dictate whenever you please without requiring the pres- 
ence of a secretary [) Give oral messages to your secretary 
via Dictaphone (1 Protect yourself against interruptions by 
leaving your secretary free to intercept phone calls and 
visitors (] Use your Dictaphone for flash ideas 0 Don’t inter- 
rupt your associates needlessly—dictate memos instead U 
Confirm telephone calls, oral instructions and reports by dic- 
tating to your Dictaphone on the spot [) Put conference high- 
lights on record [) Take your Dictaphone home and on trips— 
it’s a “second secretary” always ready to go wherever and 


whenever you want. 





HELPING TO WIN THE WAR IS DICTAPHONE’S NO. 1 JOB TODAY 





e To Dictaphone Corporation 
has gone the difficult task of 
making the precise and intri- 
cate mechanism required in the 
U.S. Army’s remote control fir- 


| ing device for anti-aircraft guns. 


This ingenious device en- 
ables the guns to get into action 
with deadly accuracy and al- 
most incredible speed. 


Thus the skill and precision 
developed in the manufacture 
of Dictaphone dictating ma- 
chines are now contributing to 
the greatest task in all history. 

Today, Dictaphone is also 
making Electricord recording- 
reproducing equipment for the 
U. S. Army, the Navy and 
other essential war services. 


DICTAPHONE 


ACOUSTICORD DICTATING EQUIPMENT Ma 
ELECTRICORD RECORDING EQUIPMENT 








FREE CARTOON 
BOOK Shows uses 
for the Dictaphone 
you probably nev- 
er thought about. 
Mail the coupon 
and we'll mail the 
book. 





OA-12-42 
DICTAPHONE CORPORATION 
420 Lexington Ave., New York, N. Y. 
In Canada—-Dictaphone Corpora- 
tion, Ltd., 86 Richmond Street, 
West, Toronto, Ontario 
Please send me your free cartoon 
booklet. 
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Filing Supplies in large quan- 
tities will be required to care 
for the - 


January 1, 1943 


Transfer Period 


and some dealer will supply them 


Why Not You? 


In anticipation — Browne-Morse has_ been 
building its stocks to give you — Complete — 
Prompt and Continued Service. 

Find out what you need and send in your order. 
If you do not have our Filing Supplies Catalog, 
write for it. We will be glad to send it imme- 
diately. 


Time is Getting Short 
Better Do It Now 








Browne-Morse Company 


Muskegon Michigan 
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costly retail services which are offered to customers 
in connection with the sale of articles. These services 
are excess baggage in wartime, when the interest of 
orderly and economical retail selling makes desirable 
their curtailment or elimination. Supplementary Or- 
der No. 29, issued by OPA, allows retailers considerable 
scope in limiting or dropping customary retail services 


or practices. 


In the interests of business economy and conserva- 
tion of material and labor, it is reeommended that the 
following Standards of Retail Practice be followed by 
retailers. 

I. Sales on approval. Require that all goods leaving 
the store be paid for in cash or charge them to the 
customer’s account. 

II. Returned goods and exchanges. 

A. Except for merchandise which has been dam- 


| aged, is imperfect or has been delivered in error, do 
not accept for cash, credit or exchange any mer- 


chandise which has been— 

1. Made to order or specifically ordered for the 
customer; 

2. Specifically ordered for a customer from a retail 
supplier; 

3. Altered to the customer’s order; 

4. Altered by the customer, or, at his order, by a 
person other than the retailer; 

5. Changed from the condition in which it was re- 
= by the retailer—such as cut from a bolt of 
cloth; 

6. Advertised, offered for sale or sold upon an “as 
is” or “all sales final” basis; 

7. Purchased by the customer for some other re- 
tailer; or which 

8. Shows signs of wear, soiling or use, or otherwise 
is not in the same condition as when purchased. 

B. Accept gifts for exchange only when the request 
for return is received within six business days after 
the occasion for the gift. 

C. Accept no other merchandise for cash, credit or 
exchange unless the customer makes a request for the 
return within six business days after the customer 
has received his purchase, except where 

1. Supplies. fixtures, appliances, or materials have 
been over-ordered or ordered by a customer due to 
reasonable error in his estimates or measurements and 
are returned in sufficient quantity and fit condition 
for resale. 

2. Articles are not as represented by the retailer or 
as ordered by the customer or are otherwise return- 
able under the laws of the controlling jurisdiction. 

3. Circumstances are beyond the control of the cus- 
tomer—such as physical disability, unavoidable ab- 
sence, failure of transportation or other causes result- 
ing from the war. 

III. Gift Wrapping. Cease supplying gift or fancy 
wrappings or boxes, except that wrappings already on 
hand for the 1942 Christmas season may be used up. 
After January 1, 1943, discontinue all special or extra 
wrappings or boxes except where the cost is no higher 
than regular wrappings. 

IV. “Lay-aways” and “will calls.” Require a min- 
imum down payment of $1 or ten per cent (whichever 
is larger) of the purchase price on articles “laid away” 
for customers. Impose such other limitations as may 
be needed to prevent abuse of the “lay away” privilege 
for consumer hoarding. 

V. Free telephone service. Cease the practice of ab- 
sorbing charges on incoming telephone toll calls. 

VI. Special promotional expenditures. Reduce by at 
least fifty per cent of similar expenditures during 
1941, the cost of purely promotional devices, examples 
being holiday decorations. style shows, exhibitions, etc. 

This recommendation does not apply to advertising 
or to promotional or educational programs directly 
connected with the war effort, such as sales of bonds, 
price control education, or education of consumers 
concerning necessity of wartime economies. 


aK * a 
Stressing retail management’s responsibilities for 


economical overation in a nation at war, the “Rec- 
ommended Wartime Management Policies” offers a 


| check list on economies divided into these six main 


| 


points: Review and reduction of operating expenses, 
adaptation of the store’s pattern of operations to 
changed conditions; development of consolidated 
services on a community basis; seeking adjustments 
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THANKS... . for Your 
SIKES Velveture 







We knew these chairs were excep- 
tional ... but you have made us 


realize they are better than that! 


Letters, wires, ‘phone calls . . . all add up to 
the finest reception accorded any of our products 
in recent years. Dealers everywhere are par- 
ticularly impressed with the exclusive SIKES 
PLASTICAP Plastic-Bearing SWIVEL (patent ap- 
plied for) .. . and with the fact that these chairs 
are self lubricating and are completely fortified 
against expansion and contraction. You may be 
sure we appreciate this tribute and, to the limit 


of our ability, we will cooperate with you. 


Naturally war orders should and will receive 


preference. Therefore, to facilitate shipments, ac- 


company your order with a high priority rating. 





We are confident you will understand 


the situation. Send for the illustrated cir- 


cular, of course, and be sure to extend high 


priorities on any orders you send us, 





THE SIKES COMPANY, Inc., BUFFALO, NEW YORK 


ALL-WOOD BUSINESS CHAIRS 
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Now that steel files can no longer be obtained 
PRONTO fibre board FILES are proving the 
salvation of thousands of concerns faced with 
the necessity of keeping records orderly and 
accessible. War demands immediate action. 
There is just no time to waste juggling 
through records tied in bundles or boxes and 
tossed into a store room. 


When PRONTO FILES are used all records 
are always at your finger tips for drawers 
glide smoothly in and out of the case. Made 
of 275 lb. test corrugated board reinforced by 
steel PRONTO’S will stand the abuse all 


storage files receive. 


PRONTO FILES are constructed so they 
can be interlocked into solid batteries as high 
and as wide as you please. Every drawer in 
the stack is easy to reach and drawer con- 
tents instantly available. No shelving is 


needed. 
SELL PRONTO Fibre Board FILES 


and help save steel now. 


A Size for Every Record 


FREIGHT BILLS SALESCHECKS CLAIMS 
CHARGE SLIPS 5 x 8 CARDS RECEIPTS 
JOB TICKETS 4 x 6 CARDS METER STUBS 


Manufactured under one or more of the following patents 2061485, 
2110556, 2139520, 2181918, 2225958, 2275322, 2277155 


PRONTO 


FILE CORPORATION 


349 BROADWAY, NEW YORK 


Prices in Denver and West of the Rockies 20% Higher 






CHECK SIZE 
No. E94 





FOLLOW BLOCKS 


40¢ 
ADDITIONAL 


MADE FOR 
ANY SIZE 
it 











$1.50 Carton Price 









LETTER SIZE 
No. E210 





$2.25 Carton Price 





LEGAL SIZE 
No. E510 















SANITARY BASES 
for all size files 


$2.25 





— Price 
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in operating conditions affecting costs; codperating 
with the supplier so he may reduce expenses; analyz- 
ing operating procedures in the light of suggestions 
from trade associations, trade publications and De- 
partment of Commerce studies. 

The text of these recommendations follows: 


Wartime Management Policies 


Many types of operating economies can only be 
achieved by the retailer’s own efforts. Retail manage- 
ment everywhere is making a special wartime drive 
to eliminate wastes. By increasing operating effi- 
ciency, the retailer not only helps himself to survive 
but he will release manpower and material for more 
essential uses. To aid retailers, the Office of Price 
Administration and the Department of Commerce 
have embarked on a program of studying methods of 
reducing expenses. Informative bulletins are planned 
which will set forth specific operating cost-reduction 
possibilities for different types of stores. A preliminary 
study indicates that a variety of methods have been 
used by retailers in cutting expenses. Although oper- 
ating practices vary greatly from store to store, many 
retailers will find this check list of possible manage- 
ment economies useful. 

I. Adapt your pattern of operation to changed con- 
ditions. 

A. Use self-service if feasible. 

B. Standardize and urge manufacturers to stand- 
ardize sizes. Reduced inventory, fewer returns, and 
facilitated use of untrained employees result from this 
practice. 

C. Extend the use of informative labeling which 
gives full information of quality, care, and use of 
goods. With informative labels, self-service is more 
feasible, returns are fewer and inventories smaller. 

D. Simplify your line. Unnecessary sizes and va- 
rieties should be dropped. 

II. Develop consolidated services. 

A. Pool deliveries. Where no suitable consolidated 
— is available, take aggressive steps to organize 
a pool. 

B. Consolidate buying facilities and adopt greater 
use of group buying. 

III. Seek adjustments in operating conditions 
affecting costs. 

A. Promote staggered payrolls for local factories as 
a means of leveling out weekly sales. 

B. Adjust store hours to war labor conditions. 

IV. Cooperate with supplier so he may reduce ex- 
penses. 

A. Do not ask for unnecessary return privileges. 

B. Group your purchases so that you buy in quan- 
tities that are economical to deliver. 

C. Adjust your buying so that a minimum of trans- 
portation is required. 

D. Avoid spreading your purchases over an unnec- 
essarily large number of suppliers. 

V. Review and reduce these operating expenses. 

A. Store personnel. Minimize full time replace- 
ment of war-lost employees by consolidating and re- 
scheduling work wherever possible. Reduce the need 
for part time employees by adopting a promotional 
policy that will reduce weekend sales peaks. Encour- 
age cost-saving suggestions from employees. 

B. Occupancy expense. Do no unnecessary remodel- 
ing, repairing, or elaborate maintenance work. Avoid 
overuse of lighting and unnecessarily long store hours. 

C. Wrapping expense. Train employees in proper 
use of bags, boxes, paper, and string. Wrap goods only 
when necessary. 

D. Returned goods and delivery. Adopt an internal 
policy to facilitate the program of reducing returned 
goods and delivery expense. Use counter signs, adver- 
tising, and personnel training to reduce returns and 
delivery expense. 

E. Display. Use fewer and less elaborate properties, 
reuse display materials, and change window and in- 
terior displays less frequently. 

F. Salvage. Set up a definite plan for saving all 
materials that can be reused or sold. Give special 
attention to the wrappings on incoming goods. 

G. Frequent buying trips. If purchasing is through 
market trips, reduce frequency to the minimum nec- 
essary to assure proper supply of merchandise. 

VI. Analyze your operating procedures in light of 
suggestions your trade association, trade publication 
and Department of Commerce studies. 
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WOOD 


SAVES CRITICAL METAL 


No. 426 and No. 900 
Now Made With Wood Uprights 


The already popular 24” No. 426 and No. 900 join 
the ranks of Van Dyke Fluorescent desk units in 
conserving critical metals . . . in addition to the 
base, the uprights are now made of wood. Thus 
Van Dyke offers fluorescent with the maximum 
amount of non-critical materials. Here also are ideal 
units to match wood desks now on duty in govern- 
ment bureaus and war plants. 














Wainut wood up- 

rights. Solid walnut No. 426 
base. 24” Adjust- 

able shade. Instan- $1 00 
taneous manual 


type switch and 


ballast. less tube 


Walnut wood up- 
rights. Solid wainut No. 900 
base. Adjustable 
shade, Instantane- 4 50 
ous manual type 
switch and ballast. 

less tube 





Merry Christmas ' Victorious 
and a f New Year 


IMPORTANT 


We urge you to extend Ratings whenever possible 
—it's your protection for future deliveries. 


Ask for and Extend Priority Ratings. 


America’s Outstanding Manufacturer of Fluorescent Lights. 
Wire or Write for Catalog. 


VAN DYKE INDUSTRIES 





21st and Rockwell Sts. Chicago, Illinois 
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REX 


CARD FILING CABINETS 


Yes, it's wood replacing steel Today! REX 
card filing cabinets are built to fit the needs 
for which steel is not available and in so 
doing, render satisfactory service. 





SPECIFICATIONS 


e Made of beautiful selected cabinet hardwood, kiln 
dried and free from defects. 

e All corners are mortised and reinforced. 

e Drawers operate silently and smoothly. 

@ Non-binding follower block, operating freely on 
counter-sunk rod. 

e Finish—olive green and natural oak. 

e@ Capacity per drawer, approximately 1300 cards 
and index. 

e Stock available for immediate shipment. 

@ Material and construction subject to change. 








| | 
DIMENSIONS SINGLE DRAWER | SINGLE DRAWER 





Stay 


Card Size| width | Height | Depth | Oak | Each | Green | Each 





3x8” | 7” | 514” | 15° | No. 2535 | $4.50 | No. 2435 | $4.00 
No. 2546 | 5.50 | No. 2446 | 4.75 








4"x6" | 84” | 614” 15” 
xe” | 10” | 7%” | 15” | No. 2558| 625 | No. 2458| 5.50 

















Prices are F.O.B. Chicago subject to our usual trade 
discount. 


HEDGES MFG&. CO. 


2931 Wentworth Ave., Chicago, Illinois 
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PACIFIC NORTHWEST NOTES 


All manner of filing cabinets, typewriters, safes, and 
other office equipment led the scrap and salvage col- 
lection campaign in Seattle and Tacoma, with a clean 
sweep of valuable steel filing equipment in the county 
offices at Seattle, which even provoked wrath of some 
of the taxpayers, seeing the expensive filing equip- 
ment thrown out for the mighty scrap pile. But many 
individual patriotic citizens and businessmen threw 
away other office equipment, usable typewriters, and 
filing cabinets, to be replaced in some instances with 
wood equipment. But in the case of the typewriters, 
they were old models already replaced. A negro sol- 
dier engaging in the scrap loading campaign paused at 
one machine in a Seattle pile and went down on his 
knees on the sidewalk to tinker with the keys. A 
buddy asked what he was doing. He replied, as he bent 
over the still-working business machine, “Jes’ writin’ 
Mister Hitluh we all’s coming.” But the biggest pile 
of office equipment in downtown Seattle was that 
masterful monument in the courthouse lawn from the 
city and county buildings, composed of discarded filing 
equipment, waste baskets and other similar office ma- 
chinery. Folks looking at the pile and speculating 
expressed belief that its value was several thousand 
dollars. Over in Tacoma, Wash., the business firm of 
Burnett Brothers gave a 4,000 pound store safe and 
vault which had been in the Burnett family for two 
generations. The heavy two-ton safe was the largest 


single contribution. 
* *” * 


After a four weeks’ visitation to the East and a 
first-hand tour of the factories there, A. L. Tredway 
of Trick & Murray, Seattle stationers, printers and 
office equippers, returned to his post in Seattle. By 
plane he went to Chicago, New York City, and New 
England, and visited plants supplying his large Seattle 
company with products. 

” * * 

The Reliable Typewriter Company of Colman Ferry 
Terminal, Seattle, has been designated as an official 
typewriter purchase depot. 

+. *« + 

With both manpower and womanpower drained off 
Puget Sound into war work, office machines and type- 
writers are being left idle and a great shortage of typists 
and stenos has been reported by the state and federal 
agencies in Seattle. Women have left their machines 
in offices and lower salaries to draw men’s high daily 
wages and generous overtime in slacks, bandanas or 
welders’ hoods in aircraft factories, shipyards and 
munitions factories of Seattle and yicinity. New classi- 
fications for women in the WAVES, or ladies’ auxili- 
ary of the Navy, have recently been opened, moreover, 
with Seattle women being enlisted as all sorts of 
business machine operators, and sent for further 
training and office work into the Naval Reserve. 

* 7 * 

The R. M. Church Office Equipment Company of 
Wenatchee, Wash., launched this October a “selling 
out for the duration” sales event to clear out its many 
desks, typewriter and flat top styles, fluorescent light- 
ing equipment, filing cabinets, adding machines, office 
supplies and equipment. 

- * * 

Although numerous stores are cutting down on gift 
wrappings and Christmas packing this year, Eddie 
Vine’s Pen Shop, Seattle, is putting the largest em- 
phasis on envelopings and engravings on the pens he 
vends. He engraves names on pens and gift-wraps 
them free of charge for extending service to patrons 


this Christmas. aaah da 


Unleashing a large telephone campaign through the 
Chamber of Commerce of Portland, Ore., an order was 
sent out by the WPB in Oregon to obtain three thou- 
sand typewriters in less than a week for the Army. 
The Oregon Priorities Division of the War Production 
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FIGURES ARE FIGHTING ON EVERY FRONT 


Study this map... realize that at this moment 
American forces are serving in the deep tropics, the 
temperate zone and the Arctic ... in the air, on 
land and at sea. 

They span space as never before. This is global 
war ... it dwarfs into insignificance any previous 
undertaking by man. Think of the figure work 
behind this gigantic conflict—the figure work needed 
in mobilizing vast armies on land — fleets at sea— 
myriad planes aloft—in producing and transporting 
equipment and supplies to keep all these forces 
fighting for Victory the world over. To produce 
those figures machines are necessary—indispensable. 


Government, the Armed Forces, war industries, 
the countless enterprises that keep the wheels of 
America turning, depend on MONROE machines 
for speedy, accurate figures and records. The hun- 
dreds of thousands of Monroes rendering valuable 
service today are a priceless asset; an asset that must 
be conserved as figure work steadily mounts while 
metals and man power must be diverted. 


MOST COMPLICATED 
BUSINESS 
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Monroe Calculating, Adding and Accounting 
Machines are made to last... they are sturdy, 
precision instruments, designed and built for years 
of service. Give them extra care now to get the 
utmost use of them. 


The nation-wide organization of Monroe-owned 
branches offers Monroe users these definite services: 


Expert analysis of your figure work—so that you may get the 
utmost benefit from Monroe short-cut methods. 

Mechanical service on a Guaranteed Maintenance basis— 
a trained specialist 
inspects your Monroe 
machines regularly 
and keeps them oper- 
ating efficiently. 

Call the nearest 
Monroe Branch or 
write to Monroe Cal- 
culating Machine 
Company, Ine., 
Orange, N. J. 








For Victory 
Buy War Bonds 





MONROE 


Machines for Calculating, Adding, Bookkeeping, Checkwriting 
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But cannot leuch a SACRED COW! 


"Sacred Cow"? Just a term to describe the big buyers of typewriter ribbons and carbons. The 
industrials—the utilities—who are out of reach. 

No, Mr. Dealer, you're wrong. The Sacred Cows in your territory are mot out of your reach. 
Not any longer. True, up to now you've been up against the toughest kind of competition there is 
—manufacturers selling direct to these big users—at a price you couldn't hope to meet and still make 


a profit. 


But PEERLESS-IMPERIAL has landed and the situation is (at last) in hand! You can now suc- 


cessfully compete with any and all direct-selling competition. 


PEERLESS-IMPERIAL wii: match 


(or better) any quality ribbon or carbon your stiffest 


competition has to offer. 


PEERLESS-IMPERIAL ta: « line 


so comprehensive and complete that we can supply 
grades, weights, sizes and finishes for every possible 
need. And all at a price which allows you a gener- 
ous profit. 

You can't afford to ignore this combination. 

No—the Sac-ed Cow is no longer untouchable. 
You get your foot in the door—and we'll make it 
possible for you to get all the way in. AND COME 
OUT WITH THE ORDER! 

Want us to prove it? 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 


General Office & Factory: 401-407 Mulberry St., Newark, N. J. 


THE KEY MEN OF AMERICA . . . Manufacturers with the dealers’ viewpoint 





BRANCHES: DETROIT NEW YORK CHICAGO LOS ANGELES 
37 Linden St., River Rouge, Mich. 321 Broadway, New York City 179 W. Washington Street 828 S. Spring Street 
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Board ordered this many typewriters for use of the 
military authorities, the machines to be those made 
after January 1, 1935. Helping the Chamber of Com- 
merce of Portland round up prospects by telephone 
and locate the machines in the area was the Columbia 
Empire Industries, Inc., also several other organiza- 
tions. 
* * + 

Flat top desks in the white have been featured on 
the Seattle market this fall. The idea is that the 
customers will finish them to harmonize with equip- 
ment in use of which similar units are no longer 
available-—CML 














PRAISE THE SOCC AND PASS THE 
CORRESPONDENCE 

Last month a pleasant letter came from Herbert W. 
Holt, general secretary of The Stationers’ Association 
of Great Britain & Ireland in reference to the Sta- 
tioners’ Overseas Correspondence Circle. About a day 
later Lou Obstfeld of the Markwell Manufacturing 
Company wrote upon the same subject. In fact, Mr. 
Obstfeld suggested the heading that appears above 
this little story. 

Readers will recall previous references to the “Cor- 
respondence Circle” in the journal. A number of sta- 
tioners in the United States have taken advantage of 
the opportunity, but there are still many folk on the 
east side of the Atlantic who would like to have an 
“opposite number.” The value of this type of cor- 
respondence cannot be overestimated, as the writer of 
these lines can attest by personal experience. In the 
words of Mr. Holt, “It is by means of this friendly 
correspondence that we shall more fully appreciate 
and understand each other and not only cement the 
good relationship existing between our two nations 
but materially assist in laying a firm foundation for 
collaboration for the future good of the world in which 
America and the British Empire must take a leading 
part.” 

A brief note to Mr. Holt or to Mr. Obstfeld will start 
the ball rolling toward some happy experiences. Mr. 
Holt can be reached at 168 Uxbridge road, Hatch End, 
Middlesex, England, and Mr. Obstfeld, care of the 
Markwell Manufacturing Company, 200 Hudson street, 
New York, N. Y. 

Oo 
McLANE JOINS RELIANCE PENCIL STAFF 

Albert McLane takes his thirty years stationery ex- 
perience to the Reliance Pencil Corporation, Mt. Ver- 
non, N. Y. He will cover Metropolitan New York and 
New England where he has spent twenty years of his 
business life. Mr. McLane is a past-president of the 
Stationers Square Club of Greater New York. 
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PUOHIUNG 








SELL THESE OFFICE CUSHIONS 
For COMFORT EFFICIENCY and 
BIGGER PROFITS FOR YOU! 


% Made of all New Materials, covered with long 
wearing Lacquered Plaid Fiber and filled with 
shredded cotton linters. 


These NEW Seatmaster Victory Cushions contain no rubber or rubber 
derivatives or any other critical material needed for the War Effort. 
Your customers may now enjoy the luxury of this big, Executive Type 
cushion which in handsome appearance, long wear and genuine 
comfort is equal to the finest on the market. Covered with durable 
lacquered plaid fiber, wtih rich looking leatherette trim to harmonize 
with the most luxurious office equipment. 





Cushions are made in various material combinations—Fiber 
and Leather or Repp Cloth—Colors: brown and green. Avail- 
able in a number of sizes. Catalog page with prices furnished 


on request. 
Write or Wire for Samples 





2635 SO. WABASH AVE., CHICAGO, ILL, 
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Ty NEROST 


CHAIR IRONS 


“Comfort-Engineering’” makes way for 
Engineered Destruction .. . 


The switch from peacetime products to Wartime pro- 
duction has been a radical change at Bolens, as it has in 
all American Industry. 


Today, men and machines at Bolens are concen- 
trating on the great task of helping produce weapons of 
war. The precision skill and engineering experience so 
long concerned with ‘‘comfort-engineering” on Bolens 
SYNCRO-TILT Chair Irons has been switched over to 
“engineered destruction” forced on us by a ruthless enemy. 


But while we work on War Equipment, there's satis- 
faction in knowing that office workers in war plants and 
Government department—millions of them—are benefiting 
by our work in years past... . Enjoying the extra comfort 
of Bolens Chair Irons to help them do a better day's work 
in the countless administrative details of war production. 


« . . We're working for Victory today, 
* and continuing research and study in * 
preparation for peace, when BOLENS 
* Chair trons will be better than ever. * 


DOLE PROUUGTS GOMPHTY 


Wisconsin 


Port Washington 
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NORTHWEST TRAVELERS NOTES 





By H. J. Stephens, Correspondent 

Arthur Strand, formerly in charge of the shipping 
department for Bertelson Brothers, Minneapolis, Minn., 
has joined the Merchant Marine Service, and is in 
training in New York City. Art has a previous hitch 
of four years in the Navy to his credit. ... Mr. and 
Mrs. H. G. Horder paid a week-end visit to the Twin 
Cities recently, attending the Minnesota U.-Northwest- 
ern U. football game as the guests of Mr. and Mrs. Ster- 
ley F. Jerue of St. Paul and Mr. and Mrs. Herbert S. 
Morgan, Associated Stationers’ representative, of Min- 
neapolis. ... Jack Berry, former Globe-Wernicke repre- 
sentative in this territory, is back with us again in the 
Twin Cities, in the employ of the Curtiss 1000, Inc., of 
St. Paul... . Bob Valleau, manufacturers’ representative, 
is reported as ill and confined to St. John’s hospital, St. 
Paul. Hopes for a speedy and complete recovery are 
extended. ... Ray Horn, who left the McClain & Hed- 
man Company store in St. Paul to enter the service, 
was back recently on furlough looking fit as a fiddle. 
Prior to his service with McClain &* Hedman, Ray was 
employed by the St. Paul Book & Stationery Com- 
pany, St. Paul. ... V. A. Hanson of the Brown & 
Saenger Company, Sioux Falls, S. D., has been a sick 
man! Al returned from the NSA convention at Chi- 
cago and was immediately admitted,to a hospital in 
Sioux Falls, where he spent three -weeks with pneu- 
monia. His friends hope he contétiues to improve 
speedily and completely. .. . John Wachter of Hoskins- 
Meyer, Bismarck, N. D., underwent a serious emer- 
gency operation on October 20, and is reported as 
gradually recovering. ... Lt. John Cole, U. S. A., spent 
a week at home early in November after recovering 
from an attack of flu that had him in an Army hos- 
pital. ...Mr. and Mrs. Jack Guntrum are the proud 
parents of a baby daughter, Sandra Karen, born No- 
vember 6. Jack is the Carter’s Ink Company repre- 
sentative. .. . Forrest Luff, of the Burgher-Williams 
Company, Virginia, Minn., has lost all the buttons on 
his vest as a result of Mrs. Luff presenting him with a 
baby son, Forrest Warren II, on November 10! Which, 
incidentally, is Mrs. Luff’s birthday, too. Congratula- 
tions, you proud fathers—and mothers! ... If any- 
one has a good invisible ink, won’t you please notify 
Ed. Kuschbert of the Kuschbert Office Supply Com- 
pany, Milwaukee, Wis.? Ed. has been swamped with 
calls for this item lately, and says if he had a good 
one he could do a land-office business! 


nn ee 
MIDWEST TRAVELERS CLUB NOTES 


By Gene Mitchell, Correspondent 


On Saturday, the fourteenth of November, a meet- 
ing of several dealer and traveler members of the 
eighth district,- NSA, met with Governor Leonard 
Wilcox of District No. 8 at the Muehlebach hotel, 
Kansas City, Mo., to start plans rolling for the 1943 
spring regional meeting. All of that Saturday was 
spent in discussing plans for dates, program, speak- 
ers and subjects and much was accomplished to aid 
the governor in making his final arrangements for a 
successful meeting. 

The Kansas City Stationers Association was host 
to the visitors and travelers at lunch. Paul Baird of 
Geo. E. Baird & Son, Kansas City, was appointed chair- 
man of the Kansas City convention committee for 
1943 and Governor Wilcox requested him to choose 
his aids. He will announce the names of committee 
members at a later date. 

In addition to the membership of the local Kansas 
City association, those present at the meeting in- 
cluded R. D. Latsch, Latsch Brothers, Lincoln, Nebr.; 
Earl Scott, Goldsmith Book & Stationery Company, 
Wichita, Kas.; Cecil Jones, Western Lithograph Com- 
pany, Wichita, Kas.; Gerry Manning, Joplin Printing 
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You know best what you would like 7 
to have in store for you for 1943. 7 
And that is what we want to wish 


you for the New Year ... everything 
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you want most! We’ll try to give you 
all in our power .. . fast service, full 
cooperation, fine writing instruments 
... to make the coming year pleasant 


and lucrative! And there is one wish 
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that I know we can join you in... 


jl 
yi, on New Year’s Eve, 1943, may we all 










be celebrating VICTORY! 


ED). Lime PENS - PENCILS - SETS 


Manufactured by DAVID KAHN, Inc. 


NORTH BERGEN, N. J. 
Since 1896 . . . The World's Finest Popular Priced Writing Instruments 





yy 
MMII 


~ 
-. 


sitll} ijjijzp, 
en Yew” MUMMY Yy 











124 OFFICE APPLIANCES 








For Your Protection and Ours... 


GET PRIORITIES 


With Your Orders... 





a PRIORITIES system is doing an invaluable job—con- 





serving vital materials—placing them where they do us 1311-S 
the most good and Adolph the most harm. Nothing short 
of compliance with priority provisions enables your busi- 
ness and ours to carry on. Nothing else assures Victory 
and the day when bothersome regulations will be abolished. 

You need priorities to maintain your stock of office 
chairs. We need them to buy most of the materials that 
go into their manufacture. Neither your stock nor ours 
can be replaced without priorities! 

And remember this—the sequence of our shipments 
depends on the quality of the rating you can extend to 
us—the higher the priority, the more promptly we can 


fill your orders. 
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J Por" WH. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 
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Company, Joplin, Mo.; W. C. Guy, Arkansas Printing 
& Lithographing Company, Little Rock, Ark.; Sam 
Plant, Western Bank & Office Supply Company, Okla- 
homa City, Okla.; J. D. Landes, Schooley Printing & 
Stationery Company, Kansas City, Mo.; John Uden, 
Gallup’s, Kansas City Mo.; Jack Ellis, F. S. Webster 
Company; Gene Mitchell, manufacturers’ representa- 
tive; R. C. Moore, Columbia Ribbon & Carbon Com- 
pany (the last three are officers of the Midwest Trav- 
elers Club); Matt Dillon, Associated Stationers Sup- 
ply Company; D. A. MacDougall, Stationers Loose 
Leaf Company; H. J. Hoffman and Al Nordstrom of 
Smead Manufacturing Company; Paul Baird, con- 
vention committee, and Governor Wilcox, Roberts 
Printing & Stationery Company, Hutchinson, Kas. 
Several dealers who were invited to participate in the 
meeting but were unable to attend included Walter 
Ruedy, S. G. Adams Company, St. Louis, Mo.; William 
Schmiederer, Buxton & Skinner Company, St. Louis; 
Al Stites, Field Stationery Company, Tulsa, Okla.; 
Ted Warkentin, Lawton, Okla.; Cliff Wirtz, Consoli- 
dated Printing Company, Salina, Kas., and John Ford, 
Peterson Lithograph Company, Omaha, Nebr., who is 
still on his way back from a very serious siege of 
pneumonia. 

While no definite dates have been set for the spring 
meeting, it is presumed that it will be held in Kansas 
City the latter part of March, war conditions per- 
mitting. 

* * a 

Pneumonia has seized several of the good members 
of this territory the past few weeks. However, all seem 
to be regaining their good health nicely. Those who 
have suffered this illness include: John Ford, Peter- 
son Lithograph Company, Omaha; Owen Teague, 
Schooley Printing & Stationery Company, Kansas 
City, and R. B. (Bob) Valleau, manufacturers’ repre- 
sentative of St. Paul. 

bd * x 

The Midwest Travelers Club and the District No. 8 
of NSA extend whole-hearted congratulations to both 
Newell A. Auger and the Wallace Pencil Company, 
upon the election of Mr. Auger to the presidency of 
that company, succeeding the late Asa Wallace. Mr. 
Auger is well known to all in the district for his 
ability as a business man, his genial disposition and 
his winning smile. 

—>- 


SAN ANTONIO NEWS NOTES 


By B. C. Reber, Correspondent 





E. P. Haye, branch manager for L. C. Smith & 
Corona Typewriters, Inc., and a member of the Bexar 
County committee for the sale of war bonds and 
stamps, has received a certificate from the War De- 
partment as a token of appreciation for the good work 
he has done in the sale of bonds. An earnest worker 
and a constant civic leader, Mr. Haye has been among 
the top ten in sales. 

* * 

Miss Margaret Walsh has joined the local unit of 
Underwood-Elliott-Fisher as a service mechanic, bring- 
ing to three the number of women employed in this 
department. F. C. Hall is branch manager. 

* oo * 

Maverick-Clarke have added another department to 
its business which is rapidly gaining in favor. It is 
an adult game department, and includes bridge sets, 
poker chips, dominoes, book shelf games, travel games, 
and others. With gasoline rationing to become effec- 
tive in Texas within another thirty days, resulting 
in more people staying at home, the department 
promises to prove a mightly timely and profitable in- 
vestment. Mrs. Ruby, manager of the personal sta- 
tionery department, is in charge. 


» = * 


J. Andrew Smith of J. Andrew Smith Company, has 


125 





EARLY THIS YEAR 


AND NOW! 





OUR STOCKS HAVE RECOVERED ... 
We've built up our inventory of 
BERKSHIRE TYPEWRITER PAPERS 


so that now we are in an excellent position to make 
prompt shipment on all orders received.* We can 
even service new dealers in territories in which the 
Berkshire agency is now open. 
*We cannot guarantee that tem- & 
. 


but, if they occur, they will be “Gq, iaes e 


usa 


Rksni® 


porary shortages will not appear 
quickly relieved. 


EATON PAPER CORP., PITTSFIELD, MASS. 














Are you | 
selling yourself 
out of business ? 


With your fountain pen stock melt- 
ing away with every sale —with re- 
placements more difficult to obtain 
—you'll find Esterbrook Steel Pens 
are the solution to the problem of 
giving your customers good writing 
equipment service. 


With Esterbrook Steel Pens there is 
a smooth-writing point for every 
writing job — and replacements are 
still available. 


Don’t sell yourself out of business. 
Suggest Esterbrook steel pen points 
for every writing job. 


bstectrvuk 


PEN COMPANY 
CAMDEN, N. J. 
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CARD INDEX CABINETS 
1 & 2 Drawer—3 x 5—4 x 6—5 x 8—Green 

















War Industries 





Are Waiting For These 
New “Efficiency Lockers 
—Go After This Large- 
Order Business. 
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Just what industry needs 
today ... 


Save space for manufacturing use— 
double locker room capacity. 5 ft. 
unit accommodates 12 (24 back to 
back) provides coat hanger, hat 
shelf, 12" x 12" x 12" lock box for 
each employee. Keeps clothing ‘‘in 
press'' dry and sanitary—exposed to 
air and light. 

Above 


Office Valet 
Equipment now 


roe vagy For the duration constructed of ply- 
Bi ania wood and hardboard. Write for cat- 
alog sheets showing complete line of 


"wood" wardrobe equipment. 






OGEL-PETERSON CO., 
“The Checkroom People” 














U.S.A 





1823 N. Wolcott Ave., Chicago 
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been named chairman of the San Antonio Council 
of Lions Clubs, comprised of the local club and three 
from suburban areas, created to procure day-room 
furniture for the use of enlisted men in the rapidly 
expanding aviation cadet centers. Mr. Smith has per- 
sonally contributed approximately $75 worth of furni- 
ture, and in addition has agreed to repair without 
charge any furniture donated. Chairs, game tables, 
small desks and similar furniture make up the list. 
+ * * 


Jack Millburg, for the past three years executive 
secretary of the San Antonio Graphic Arts Federation, 
has resigned this position to accept a position with 
The Clegg Company. 

+ * * 

Stationers and business equipment dealers of this 
city have again contributed their share of employees 
to the armed forces, those leaving during the past 
month including the following: At L. C. Smith & 
Corona Typewriters, Inc., Allen Stanley has joined the 
Coast Guards; Milton Forke, Jr., has enlisted in the 
U. S. Marines, and Armond A. Wietzel is with the 
Army. All were connected with the service depart- 
ment. At Typewriter Sales & Service, A. M. Roberts, 
repair man, has enlisted in the Navy; Tom Bilderback, 
service man for UEF, has joined the armed forces, 
and at Beauvais Carbon and Ribbon Company, Wal- 
lace E. Moore and James Williams have likewise en- 
listed in the Army. 
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Invest At Least 10%, in 


This months qwota for 
FOREST PARK will build 
i Airplane 


War. 


Bonds 
x rs 


ihren (f 
nome) 
WHAT ARE YOU DOING TO HELP WIN THE WAR? 


IMPERIAL METHODS CO. 





HOW THE IMPERIAL METHODS COMPANY PARTICIPATES 

IN THE WAR BOND DRIVE.—The sign board reproduced 

above is one of three in strategic locations in Forest Park, 

Ill., where the Imperial factory is located. This type of 

effective cooperation is typical of manufacturers in the office 
equipment and supply field. 


—_2o—_ 


SLANTING STATIONERY SERVICEWARDS 


Building morale for the boys as well as the stay-at- 
homes is the stationery window that is filled at this 
time with gigantic “V’s for Victory” and a host of 
writing wherewithals—writing instruments that in- 
clude all manner of fountain pens, pencils and paper 
to answer the biggest demand of the hour, “Letters 
from Home” and Still more letters from home, the 
urgent call of all servicemen. 

No other merchant or retailer today is so much at 
the core or crux of the morale situation as is the 
stationer—the headman in getting letters written to 
the boys abroad on multiple military fronts—and his 
windows may now radiate helpful new letter-writing 
activity. By means of astute displays and timely 
merchandising he can get many all-important cheer- 
ing letters written to the men in Army khaki and 
Navy blue. 

Sample letters in bold script with all manner of 
greetings and salutations, depending on the relation- 
Ship depicted, will “up” interest in the display of 
fountain pens, leather pads, automatic pencils, desk 
sets, blotters, paper and envelopes. Window shoppers 
will pause to get a hint or two as well as give free 
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Now-there is a DIFFERENCE 
in Carbon Paper 


Carter's MIDNIGHT standard a ; 
weight non-curl carbon paper 
gives more than 100 consecu- 
tive uses of each sheet. 






















Especially today carbon paper 
users demand the long life and -) pore & 
the many clean black copies fi ane ie ya 
which Midnight gives. 

And also carbon paper users 
buy Midnight because they can 
so easily recognize the distinctive 
Midnight sky design on every 
sheet and on the box. 


Now’s the time 
to check your 
Midnight stock. 
Place your 
order today. 





Mr. Dealer- 
MIDNIGHT 
simplifies 

your stock 


\ single Midnight finish 
takes care of 75% of your 
carbon paper sales. Other 
Midnight finishes avail- 
able for special uses. 


% MIDNIGHT 






CARBON 
PAPER 
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No. 200 stenographer 
chair. Plain oak or birch 
in walnut or mahogany 
finish. Also in quartered 
oak. 





No. 100 quartered oak. No. 104 
birch, walnut or mahogany fin- 
ish. No. 104T with turned posts. 


Progress and Profits with 


The Number Jasper Chair Company 


Ask your salesmen! They get around—they know their pros- 
pects’ needs and buying potential—they know what practical 
tests of use and service must be met before a product can 
make a place for itself upon the market. 

But war needs have so suddenly removed so many mate- 
rials from the available list that effective replacements must 
be developed at short order. So, to assure satisfaction and 
service of all-wood pedestal chairs, the construction methods 
and principles must pass the test of seasoned craftsmanship, 
emphasizing simplicity and strength. 

The recently announced V Number Jasper Chair Company 
chairs have measured up in every way to these standards. 
And in addition to the smooth, quiet revolving and rolling 
movement, pleasing design and clear, protective finish is the 
new, adjustable seat height described in the adjoining column. 

For details with price information and probable shipping 
dates, write 
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No. 88 stenographer pos- 
ture chair. Solid walnut, 
quartered oak, birch in 
walnut or mahogany fin- 













Extra Height Unit 
—Now supplied with every pedes- 
tal chair, attached to the spider 


plate. If user prefers a higher 
than standard 18-inch seat height, 
he removes the set screw on the 
side of the base hub and lifts the 
chair off the base. He then de- 
taches the height unit and places 
it in the bottom of the hub socket. 
Next, he replaces the chair on the 
base and secures it by putting the 
set screw back in position. If a 
lesser adjustment is desired, the 
unit is easily cut down to correct 
height. 

@ER_CHA; 
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oP 
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JASPER CHAIR CO. 


JASPER IN DIANA 





REPRESENTATIVES: 
E. W. Thomas (Southwest) James S. Fowls, (Southern) W. H. Brown, (Chicago-Midwest) 
Box 3493 Peninsula Station 3414 Euclid Heights Blvd. 6708 Glenwood Ave., Chicago 
Daytona Beach, Florida Cleveland, Ohio (Phone ROGers Park 3644) 


Geo. A. Litchfield, Sales Mgr. 
S. H. MacDonald, (West) 
405 Orpheum Bldg. 
Seattle, Wash. 


R. J. Freeman, (Eastern) 
383 Madison Ave. 
New York, N, Y. 
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rein to that little grain of curiosity lurking in most 
which gets a “kick” out of reading over the shoulder, 
or glancing at someone else’s mail. 

Boys on the military front want letters from Pop 
and Mom, the girl friend, most relatives back home, 
school chums and even casual acquaintances who may 
simply send heartening greetings and a word of ap- 
preciation for their patriotic work in keeping the 
nation free. 

In the build-ups for business that come in the wake 
of featuring writing instruments for awakening the 
writing instincts of local townspeople or citizens there 
may be a number of highlights, such as that vital “V” 
in the center or frontispiece, which may have attached 
writing paper as on two diverging runways, or they 
may be photos of current war heroes, Gen. MacArthur, 
Admiral King, or the local fighting men. 

The stationer’s windows may be made to promote 
letter writing by the thousands of letters. “Come in 

. . Get Your Stationery ... Go Home and Write 
to Him.” . .. These are worthy patriotic messages, 
window placard injunctions that may well show that 
the stationer is in business for Victory, and that Vic- 
tory is now the real business before all. 

When the boys have been asked what it is they 
desire most that thunderous echo still being heard, if 
not heeded by everyone, comes from their shout of 
“Letters from home” as if from one mighty throat. 
Therein is the stationer’s prime opportunity, or occa- 
sion par excellence for window build-ups that will 
serve to get those letters started in ever larger quan- 
tity without delay. 

Personal letters of the home folks go a long way to 
iterate and reiterate what the boys are fighting for 
—and they need this encouragement constantly. That 
warm word of appreciation, or long-distance “hand- 
clasp” by correspondence, serves to enhearten the 
soldier or sailor and convince him he’s not forgotten 
while he is performing the greatest service within his 
power in this present day and hour. 

So one of the finest contributions to the war effort 
lurks in the window appeals with offering of all man- 
ner of stationery—the new and timely devices, decora- 
tions and displays that serve the servicemen. There- 
with and therein the stationer also serves himself 
while helping mightily to reinforce morale of fighting 


men and home folks alike —CML 
I 





WAR DAMAGE INSURANCE 


“War Damage Insurance” to protect against finan- 
cial ruin in the event of enemy attack has been made 
available to business firms, at a reasonable cost, by the 
War Damage Corporation, an agency of the United 
States Government. Ordinary business prudence would 
seem to demand that careful consideration be given 
to this type of emergency protection in order to de- 
termine whether or not businessmen can afford to 
gamble with their financial solvency by being with- 
out it. 

On December 13, 1941, following this country’s dec- 
larations of war, the Federal Government, through the 
Reconstruction Finance Corporation, announced the 
establishment of a one hundred million dollar war 
damage fund to meet the immediate demands for this 
kind of protection, which arose throughout the United 
States and possessions following Pearl Harbor. Sub- 
sequently, this fund was increased to one billion dol- 
lors, the sole purpose being to provide temporary war 
damage protection for everyone, pending the time 
that a permanent system of war damage insurance 
could be put into operation. 


Fire insurance policies never have included protec- 
tion against loss caused by invasion or military power 
and it was rather generally felt that it would be un- 
sound for private insurance carriers to undertake to 
furnish protection against these wartime perils. The 
reserves of private insurance carriers have been built 





129 

















GREETINGS 
AND THE 
SEASON’S 

BEST WISHES 




















Our hope for 1943 is two-fold: that our Fighting Forces 
again restore ‘Peace On Earth” in an all-out victory and 


that you enjoy Health, Happiness and Success. 


U. S. TYPEWRITER RIBBON MFG. CO. 


Filbert at Tenth Street, Philadelphia, Pa. 
“A Ribbon For Every Machine-—-A Carbon For Every Purpose” 


Toa 


for 
WARTIME 
RECORDS STILL 
AVAILABLE... 


Our government requires that com- 
plete tax records and business 
records be kept. Safeguarding 
these records in time of war against 
fire and theft is the function of 
Schwab Safes. 














Office outfitters can still sell Schwab 
Safes to War Industries and Govern- 
ment Bureaus with ability to furnish 
priority ratings of better than A2. 
Dealers are urged to make careful 
scrutiny of their communities; locate 
these companies and federal agen- 
cies who are eligible to buy—then 
offer Schwab Safes to these people 
for adequate protection of their 
business records, valuable blue- 
prints and important documents. 


Schwab Safes are available in a 
wide range of capacities and fire- 
proofed for all emergencies. Con- 
sult us if you have War Industries 
in your city in need of modern 
fire and theft protection. 


THE SCHWAB SAFE COMPANY 
LAFAYETTE, INDIANA 
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HOLIDAY 
GREETINGS 


FROM 


MARK WELL 


KEEPING UP 
PRE-WAR QUALITY 
...and Shipments 


The way our unmatched inks stand up 
and resist fading proves that Clear Print 
Wood Stamp Pads are still of pre-war 
quality. Dealers are impressed by our 
fast shipments as much as customers are 
by the brilliant, durable color impressions 
of Clear Print Wood Stamp Pads. 

























Clear Print 


WOOD STAMP PADS 





i92 MILL STREET 
ROCHESTER, N.Y. 


LAPHILLIPS 
President 
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up over a great many years to guarantee the security 
of the protection these companies have sold. To ex- 
pose these reserves to the catastrophic losses which 
might result from invasion or bombardment might 
make these insurance carriers unable to meet their 
obligations to their millions of policyholders through- 
out the nation, thereby undermining our credit struc- 
ture at a time when a strong system of credit is most 
necessary. On the other hand, policyholders who were 
relying upon private insurance carriers for financial 
protection against war damage losses might conceiv- 
ably face financial ruin should such losses prove too 
great for private insurance carriers to bear. These 
were several of the reasons prompting the government 
to provide protection against these perils which pre- 
sent such great catastrophe possibilities. 

Accordingly, there was created by an act of Con- 
gress the War Damage Corporation with a capital of 
one billion dollars and with authority to provide pro- 
tection against direct physical loss of or damage to 
described property “which may result from enemy 
attack including any action taken by the military, 
naval or air forces of the United States in resisting 
enemy attack.” The free insurance which had been 
furnished by the government ceased at midnight of 
the last day of June, and the War Damage Corpora- 
tion began operations on July 1, 1942. 

The purchase of war damage insurance is not com- 
pulsory. It is offered by the War Damage Corpora- 
tion through the established facilities of the fire in- 
surance business which has cooperated closely with 
the government in all of the details involved in plan- 
ning for this venture. The fire insurance industry is 
performing these services as a contribution to the war 
effort and there is no profit to anyone writing this 
form of insurance, it being intended that the allow- 
ances granted to those enaged in merchandising war 
damage insurance will be sufficient only to cover out- 
of-pocket expenses. Thus war damage insurance is 
not a profit-making venture. It is nothing more or 
less than a sound business proposition offered to own- 
ers of real and personal property at a reasonable cost 

It is believed that every property owner will wish 
to consider these new hazards with which he is faced 
as a result of present world-wide conflict, and whether 
or not he decides to purchase war damage insurance, 
he at least should be familiar with the details of this 
plan which is designed for his protection. An inquiry 
of any established agent or broker will bring complete 
information without obligation of any kind. 

Oo — @ 
INFORMATION ABOUT INDUCTION OF MECHANICS 


The following letter from Gino J. Simi, information 
representative, Apprentice and Training Service of the 
War Manpower Commission, was received by Harry 
Turner, executive secretary of the National Type- 
writer & Office Machine Dealers Association: 

“We are transmitting herewith the information you 
requested on Selective Service regulations pertaining 
to induction of mechanics called up for service. 

“First, we want to impress upon you the fact that 
all decisions on deferment of workers are left to the 
discretion of local boards, and that each case is treated 
by each board on an individual and personal basis. 

“It sometimes happens that one draft board may 
decide to grant occupational deferment to one worker 
while turning down the request of another in the 
same shop doing the exact same work and having the 
same obligations, for the reason it is found that by 
deferring one of the two workers, the occupational 
difficulties of the shop or plant in which they work 
has been adequately solved. 

“Neighboring draft boards may render opposing 
decisions on apparently identical cases. However, as 
in the case of the two workers with the same experi- 
ence and obligations mentioned above, no two cases 
are ever exactly alike. Priority of consideration by 
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No...3605 


LIST PRICE 



















@ Seating thousands of war workers is a mighty $ 
important job today. Despite the regulations limit- 26” 
ing the use of critical materials—air bases, ordi- 
nance plants, proving grounds, government 
bureaus and war industries must be supplied with 
office chairs. We, who have been in the office 
furniture industry for many years, accepted this 
challenge. We knew just what the requirements 
were ... for months, we worked diligently to 
achieve our goal. Our TILT and SWIVEL 
CHAIRS are the result. Using no metal parts, 
these All-Wood chairs with both TILT and 


SWIVEL operating advantages are a tribute to 





a 


our designers. 


Tilt and Swivel chairs are made from selected No...3600 
LIST PRICE 


$2 g* 


northern grown birch . . . available in oak or 
walnut finish. Comfortable, deep saddled, 
adjustable wood seat. All-wood swivel and 
tilting device. Equipped with casters. Orders 

accompanied by priority certificates will 

receive first consideration. 
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CARD INDEX CABINETS 


e 3 sizes—3 x 5—4x 6—5 x8. Single and 
double drawers, equipped with follower 
blocks. All cabinets 1612” deep. Built in 
feature permits individual cabinets to be 

stacked. Finishes—oak, walnut, green. 








MANUFACTURERS 
DESKS _e FILES TABLES 


OFFICE 410-12 SOUTH 


Funarrone If 





COMPANY CHICAGO 
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Buy War Bonds 
and Stamps 
NOW 











The necessity to conserve vital materials calls upon | 


craftsmen to redesign and to recreate. 





We are pleased to offer a Standard 4 Drawer File 


(legal or letter widths) that will truly amaze you. 





NOT A SUBSTITUTE for steel but rather it is an 
individual piece of craftsmanship which will give 


years and years of efficient, economical service. 


Beautiful in design and carrying every feature to 


meet the customers’ requirement. 


FEATURES 








Flush Panels: For strength and beauty. 


Follower Blocks: With steel side arms and riding in steel 








channel grooves. Easy running and positive locking. g 


fA PROGRESSIVE PLYWOOD SUSPENSION } 
\ WITH SMOOTH RUNNING STEEL ROLLERS 


Wile For Calalogue , Prices. and Dealet Discounts 
PEERLESS: STEEL: EQUIPMENT: CO. 


UNRUH AND HASBROOK STS., PHILADELPHIA,PA. 
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the board may be the factor which finds one man 

deferred while his bench neighbor is inducted. 
“Secondly, all deferments are only for the time it 

takes to train replacement. There are no exemptions 


in this war; even conscientious objectors are used on | 


non-combatant duties. 

“As soon as another worker can be trained or other 
arrangements can be made to take over the worker’s 
job, the deferred worker will be inducted. 

“If a shop or plant does not have an established 
training program in operation or is not in the process 
of setting up such a program, the chances of having 
a mechanic deferred are very slim. Selective Service 
officials emphatically state that irreplacable workers 
are few and far between, and that employers should 
begin right away to train people to take the place of 
draft-age men. 

“The National Selective Service Headquarters has 
authorized local draft boards to induct registrants ac- 
cording to the following priorities: 

“FIRST: Single men with no dependents. 

“SECOND: Single men who do not contribute to the 
war effort but who have dependents. 

“THIRD: Single men with dependents and who con- 
tribute to the war effort. 

“FOURTH: Married men who are not engaged in 
the war effort but who maintain a bona fide family 
relationship with a wife only. 

“FIFTH: Married men who are engaged in the war 
effort and who maintain a bona fide family relation- 
Ship with a wife only. 

“SIXTH: Married men who are not engaged in the 
war effort and who maintain a bona fide family rela- 
tionship with wife and children or children only. 

“SEVENTH: Married men who are engaged in the 
war effort and who maintain a bona fide family rela- 
tionship with wife and children or children only. 

“In all cases, dependency status must have been 
acquired before December 8, 1942. 

“Obviously it is impossible to predict how many men 
will be needed to win the war or how long the war 
will last. There is always the possibility that all able- 
bodied men of draft age regardless of dependents may 
be called. 

“Already the first category is practically exhausted, 
and heavy inroads have been made into the second. 
Many draft boards, to meet their quotas, have had to 
delve into the third and fourth categories and in some 
cases, even the fifth. 

“It is expected that the lowering of the draft age 
to 18 will postpone indefinitely the drafting of men 
falling in the sixth and seventh categories. 

“By an ‘established training program’ is meant a 
program set up according to recognized standards of 
training recommended by a Federal agency such as 
the Apprentice and Training Service of the War Man- 
power Commission. 

“To assure that people being trained under such 
programs will be available for the duration, they 
should be selected from women of all ages and from 
men over forty-five. Physically handicapped men and 
married men of draft age living with their wives and 
children can also be considered as likely training 
material. 

“We hope that this information will be of value to 
you in obtaining a clear understanding of current 
Selective Service regulations and procedures. 

“If you desire further information or assistance, do 
not hesistate to call upon us.” 


a 
JANUARY CLEARS DESKS FOR ACTION 


January is not only a month for stock-taking and 
for putting in new filing systems and selling transfer 
cases for 1942 files, but also the month for “Clearances” 
and yet more “Clearances,” especially the clearing of 
all desks for action as 1943 dawns. 

The “January Clearance” is in some stores a regular 
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XT: 
VISIBLE 


SAVES 
TIME / 


ALL RECORDS 
ARE /NSTANTLY 
AVAHABLE 


Delays are out—as the unheard of demand on American 
industry makes it necessary to speed up—NOW. Scores of 
businesses, manufacturers and Government departments are 
handling increased volume easier and quicker with Acme 
Visible Records— because they have available at all times 
up-to-the-minute accurate data that saves precious time and 
enables them to keep pace with skyrocketing requirements. 
Acme Visible Equipment is applicable to every kind of 


record and, when applied, multiplies the value of the record 
and, in addition, effects a substantial savings in clerical time. 


Ask for your FREE copy of illustrated folder, “ACME TIME SAVING VISIBLE RECORD SYSTEMS” 


ACME VISIBLE RECORDS. INC. 


122 S. MICHIGAN AVENUE, CHICAGO, ILLINOIS 

















RAVEN BRAND! 


A quality line for your more particular trade. 
Clean, long wearing and sharp writing. The 
new Raven Brand is guaranteed to satisfy. A 
satisfied customer means a “repeat” order. 
Ask us for samples. 


THE Bucheye Ribbon é&y Cdl co. 


Manufacturers 


1458-68 East 55th St., Cleveland, Ohio 
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This HONOR ROLL 


has the rich, sculptured beauty 

of bronze—a sensational seller! 
You'd think it WAS bronze, yet this 12x18 inch Ronzite Master 
Plaque (for 12 names) is only $19.50. For each additional 12 
names, add an Extension Plaque ($5.50). Ronzite name-panels, 


individually gold-stamped, are 50c each in sets of six. Send 
NOW for details of our dealers’ proposition. 


; Ntelionat? | Flonnie Gudlustows 


AMERICA'S LARGEST PRODUCERS OF HONOR ROLLS 
564 WEST LAKE STREET + CHICAGO, ILLINOIS 
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BRIGHT 


LEATHER 
OFFICE FURNITURE 






: 


No. 700 Reclining 
Chair for Execu- 
tive Offices. 


BRIGHT offers wealth of charm 
and distinction of appearance in 
executive office seating that gives the user recurring satis- 
faction and delight every time he returns to headquarters. 
It surrounds him in a positive expression of creative and 
vigorous harmony in the reception of his visitors. 


BRIGHT designs offer wide variety of choice for the many 
opposing temperaments that are to be found among men 
in positions of leadership. Throughout the line is an 
outstanding quality that carries on long after all other 
details of the purchase are forgotten. 


BRIGHT CHAIR CO, Nc. 


127-133 BLEECKER ST. NEW YORK, N. Y. 


| 
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merchandising event with the turn of the New Year, 
an occasion par excellence for moving merchandise 
that has lost its flavor or selling punch, in other 
words, its timeliness, which may have been bought for 
Christmas and left over, or for general “White Ele- 
phants,” or stocks in danger of becoming such. 
Diaries and appointment books begin to lose their 
value in January and lose a little more with each day 
torn from the calendar. So it’s high time for turning 
over a new leaf—for many loose leaves in fact, by the 
stationery house, inasmuch as turnover is what the 


| stationer is after. 


Many articles therefore may be swept outwards by 
that new broom which sweeps clean in the January 
clearance, which is especially tailored for stationery 
merchandising and for clearing shelves for new spring 
stocks. In Seattle, Wash., for example, Lowman & 
Hanford Company has used the January clearance 
with special advertising to clear some of its stocks. 

January is a season for more abundant business for 
the stationer, a most propitious time for moving mer- 
chandise, since many shoppers and bargain-hunters 
in various lines have grown accustomed to wait for 
the “January Clearance” in some of the big stores, 
the clearance that sweeps all before it, with many 
discounted items in the lot. 

Handy devices for getting started in the new year, 
everyday folders and files for holding loose papers, 
better organizing work, tabulating agenda for future 
use—all come forward in January and make their bow 
and bid for business as desks and decks are cleared 
for better “action.” 

As January dawns every businessman is giving 
thought and attention to the future of his business. 
So allied with the new year are all manner of funda- 
mental items in the well-equipped stationer’s stocks 
that careful selection and headlining will focus gen- 
eral attention upon them to meet the larger needs 
of the new year. Starting the ball rolling with them 
will launch the new year under excellent auspices 
and give the stationer a head start towards a “Snappy 
and Prosperous New Year.” 

Thoughts of the average shopper, moreover, turn to 
buying at this season, and there may be sold a high 
volume of desk merchandise, work-organizers and 
desk accessories, short-cuts to filing, ready references 
and indices, for some of the major “New Year Reso- 
lutions” of busy executives, office managers, and office 
personnel will be to put more system in their work, 
place their offices on a more efficient business keel, 
and get down to brass tacks to nail business in the 
bright New Year that perhaps holds a host of real 
successes for us in the bag of mystery as yet un- 
opened.—CML 


ee 
“STRIKING A BALANCE” 


There is no further need to expound on the rigors 
brought about in the office appliance line by the 
effects of priorities, but there is always time to cite 
examples wherein office equipment dealers, who have 
been shut off from a source of revenue by the “freez- 
ing” of items containing essential metals, have over- 
come the handicap. 

Such is the case of Smead Brothers, office outfitters 
of Vineland, N. J., who have transformed their place 
of business into a regular variety showhouse in order 
to counterbalance the deficiency in machine sales. 

The shelves which formerly held typewriters, adding 
machines, etc., are now well stocked with myriads of 
other equipment ranging from fountain pens and 
pencils of national make to world globes. 

The latter, which adequately fill the needs of the 
most stringent arm chair strategist, range in sizes 
from floor models two feet in diameter to those 
capable of being carried in a pocket. 

“Like so many other dealers affected by priorities,” 
to quote the brothers, “we were frantic at first plan- 
ning a line of priority free equipment which would 
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THE ONLY COMPLETE LINE OF WOOD 
STORAGE EQUIPMENT ON THE MARKET 









DOUBLE TIER 
LOCKER 


on 





SHELVING— 
Closed Type 


STORAGE, SINGLE TIER SHOPROBE 
WARDROBE and LOCKER Patent No. 2-2092-427 
COMBINATION CABINET 
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Industry's response to the an- 
nouncement of Lyon Storage Equipment 
“Engineered in Wood for the Duration” has ex- 
ceeded our most optimistic expectations. Orders 
already “booked” have made it necessary to 
expand production facilities. 

This record demonstrates the confidence of 
your industrial customers in products bearing 
the Lyon trade mark... indicates the volume 
and profits ahead for distributors who push this 
complete Lyon Wood Line on every visit to War 
Plants in their territory. 

Mail coupon for catalog and full particulars. 


LYON METAL PRODUCTS, INCORPORATED 


General Offices: 2812 Madison Avenue, Aurora, Illinois 
Branches and Distributors in All Principal Cities 
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LYON METAL PRODUCTS, INCORPORATED 
2812 Madison Avenue, Aurora, Hil. 

Send catalog and details of program covering new ' 
Lyon Lockers, Shoprobes, Shelving and Cabinefs en- 
gineered in wood for the duration. 
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Efficiently equipped offices of 
The Rollins Burdick Hunter Co. 





Installation by Desks built by 
Horders, Inc. Leopold Company 
Chicago, Illinois Burlington, lowa 
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May we wish you a Happy Yule Tide 
Season and the joy of an early victory 
for the United Nations 


we 


Our sincere thanks for your valued patronage in 1942 
and we look forward to your continued cooperation in 
the year ahead. 


SHIPMAN-WARD MFG. CO. 


325 N. Wells St., Chicago 
“The Dealer's Quality Supply House” 
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fill the bill. But after a few weeks of looking around 
we discovered there was no end of substitute stock.” 

Plastic pocket adding machines have proved to be a 
sales “go getter,” along with similar items such as 
Bakelite memorandum pads, folding magnifying read- 
ing glasses and desk nick-nacks. 

An accompanying line of office “musts” are desk 
blotters of various sizes and color, which prove quite 
worthy of the space they command. Brief cases and 
products of a relative nature such as notebooks and 
leatherette pencil cases catch the buying eye of the 
office worker as well as the school-goer. 

It is surprising to note that the would-be typewriter 
purchaser is unaware of the priorities affecting the 
machine he seeks. But the remedy to soothe his dis- 
appointment may be that attractive desk lamp which 
he is shown, for he may be doing the bulk of his writ- 
ing by hand for some time to come. 

Vineland, being a town which is not overwhelmed 
with war factories, has accounted for the decided drop 
in priority ratings, but the need for repairs to office 
equipment immediately was thrown into an accele- 
rated pace. This alone compensates for fifty per cent 
of the lost retail sales, and in itself pays operating 
overhead. 

If the success of Smead brothers can be pointed to 
as a relative example it is justifiable to imply that 
every situation no matter how acute it may appear 
can be overcome by the application of a counter- 


balancing medium.—RCS 
Ee oe 


ACCIDENT—SABOTEUR OR MANPOWER 


Led by business and industry, America is organizing 
the greatest counter-attack on accidents in all his- 
tory. Faced by mounting casualties on the home front 
already exceeding those on the fighting front, the 
country is at last taking unified action to curb the 
sabotage of manpower by accident. 

Since Pearl Harbor 85,000 persons in all have been 
killed by accident in the United States, 7,700,000 in- 
jured. Destruction of human material on this grand 
scale means something more than personal tragedy 
endlessly repeated. It means that 410,000,000 man- 
days of work have been lost. These man-days might 
better have been spent turning out tanks, planes, 
guns, ships, and the thousand and one complementary 
materials of war. 

Of these fatalities 42,000 were workers—at a time 
when manpower is the Nation’s major non-military 
concern. Only one out of eight industrial establish- 
ments—there are 196,000 in all—is fully covered by a 
safety program. Even more alarming, three out of five 
workers injured were struck down not in line of duty at 
furnace, press or lathe, but off the job. 

Whatever the background of our accident-experi- 
ence, its end effects are a gross waste of skills, serious 
lapses of efficiency while replacements are trained, 
and steady impairment of morale. When the trend 
has reached a pitch where ten firms are required to 
keep careless Americans supplied with glass eyes and 
twenty-five more with crutches, the time is ripe to 
call a halt. 

A halt has been called. The first move was made by 
the president of the United States, in a proclamation 
calling on the National Safety Council “to mobilize its 
nation-wide resources in leading a concerted and 
intensified campaign against accidents.” 

The National Safety Council has thirty years of in- 
valuable experience to draw on. It had plenty of ideas 
for concrete action. It knew exactly what it would 
need in the way of increased staff and public co- 
operation. But to move into wartime high gear with 
a program big enough to meet the national accident 
crisis, money for an emergency budget was needed. 

At this point business and industry stepped to the 
fore. In a spirit of wartime public service, representa- 
tive leaders decided to undertake the financing of the 
Council’s biggest assignment, and organized the War 
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ON ACTIVE DUTY 


% ST. JOHNS wood office tables are on 
active duty with the armed forces in 
every type of war production plant. 


% Write today for the new ST. JOHNS 
catalog and let these distinctive wood 
tables do active duty for you. 


BUY WAR BONDS AND MORE BONDS 





No. 24 Table Description: 


% Selected Northern Oak in 
Office Golden or School Brown 
Finish. Top is 7%” thick, Legs 
244” square. 







*% Also available in Northern Sizes: 
Michigan Hard Maple as No. 27 x 48 inches 
25 table finished Walnut, Ma- 27 x 60 inches 
hogany or School Brown. 30 x 72 inches 


St. Johns Table Company 


CADILLAC, MICHIGAN 


New York Office: 206 Lexington Ave., N. Y. C. 
Chicago Office: 666 Lake Shore Drive, Chicago 








Self-sticking paper labels that need no moistening 


and may be applied with finger pressure. Printed 
red, white and blue. In convenient dispenser pack- 
age. Simply pull the tape and out flips a label. 


FRAMINGHAM 


MASSACHUSETTS 
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the Press 


THE NEW 
Quigley Catalog 


OF WOOD 
OFFICE FURNITURE 





We illustrate two numbers of our 
line of wood costumers—Ward- 
robes — Supply Cabinets — Book 
Cases—Telephone Tables and 
Cabinets—Umbrella Stands—Hat 
and Coat Racks. We will be 
glad to assist you in any way we 
can. Write for the new catalog 
now. 


* 
TO HELP WIN THE WAR we are 


prepared to manufacture special 
wood items carrying priorities. 


QUIGLEY 


FURNITURE COMPANY 
Whitesboro, New York 
(SUBURB OF UTICA) 


No. 66 









SHOW YOUR 
CUSTOMERS HOW 
THEY CAN KILL 
OFFICE “BOTTLE 

NECKS” BY USING 


efoto}. 


STEEL FILE SIGNALS 


Vertical Files 
And Visible Indexes 


Attached to file cards, ledger sheets, etc., 
they make any group of facts instantly avail- 
able. Easily attached, relocated, removed. 
Thin gauge, they add practically no bulk. 
Types for every need; 12 non-chip colors. 
Card of samples on request. 
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THE H. C. COOK CO., 14 BEAVER ST., ANSONIA, CONN. 


“ONE HUNDRED PERCENT DEALER PROTECTION” 






OFFICE APPLIANCES 


| Production Fund to Conserve Manpower. William A. 
| Irvin, former president of the United States Steel 


Corporation, accepted the national chairmanship of 
the fund, and Thomas W. Lamont of J. P. Morgan & 
Company became treasurer. A goal of $5,000,000 was 
agreed on, this sum to be raised from business and 
industry throughout the country. 

A national committee of more than 600 members 
was formed, with an executive committee of seventy- 
four—both made up of senior executives in nationally 
prominent firms. A preliminary canvass through the 
national connections of major companies has yielded 
above one million dollars in cash and nearly another 
in oral commitments. At present regional campaigns 
are getting under way in major industrial centers from 
coast to coast. 

Many big firms have contributed heavily to the War 
Production Fund despite the fact they already have 
excellent safety programs in effect. They are aware 
that some outside agency with specialized experience 


| is needed to codrdinate safety off the job, where three 
| out of five accidents affecting workers happen. They 


will also welcome technical assistance in handling the 
brand new problem of safety for the army of women 
in industry, and of safety in the homes temporarily 
neglected for drill press and assembly bench. The 
same goes for accident-prevention methods to protect 
’teen age boys and older men now filling the shoes of 
men drawn into the armed forces. 

The National Safety Council has worked out a very 
careful plan for putting the $5,000,000 to work. No 
radical departures from previous practice are con- 
templated. The general strategy will be to speed up 
the existing program, to get more coverage, more tech- 
nical assistance in the field, and above all, more 
public codperation in accident-prevention. 


The national aspect of the accident problem is 
underscored in council planning, the over-all need 
as contrasted with an aggregate of scattered needs. 

The council has detailed plans for re-energizing the 
safety movement in several directions. Cooperative 
programs to reduce off-the-job accidents will get seri- 
ous attention. The hiring of more staff workers is 
contemplated. More assistance will be furnished 
plants already having safety programs, and will be 
introduced into the thousands of plants now unpro- 
tected. New safety councils will be started in strategic 
war production centers and established councils will 
get help in expanding their activities. A great deal of 
thought has been given to plans for extending the 
safety-training programs in public schools, trade 


| schools and engineering colleges. A strong effort will 
| be made to educate the general public in safety, and 
for this purpose greater use will be made of the press, 





magazines and radio. Methods for handling con- 
gested traffic in war industry centers will be tried 
out. The problem in handling traffic to facilitate great 
troop movements is on the council’s agenda. Above 
all the collaboration of private and public agencies— 
the Department of Labor, the Army and Navy, State 
boards of education, etc.—will be sought to create an 
adequate web of safety control. 
SS 





“an ad or 


10 unique advantages 











ENVELOPE OF SAMPLES FOR CADO DEALERS.—Envelopes 
like the illustration above are being distributed to dealers by 
the Cushman and Dennison Manufacturing Company of New 
York City. The samples of two recently announced fasteners 
enable recipients to try them out and learn for themselves 
about the “ten unique advantages” claimed. The No. 100 
fastener was illustrated and described in the August issue. 
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WARTIME CONSERVATION IN OFFICES 
(Continued from page 29) 


A plan used frequently is to segregate the items 
according to class. For example, one company makes 
a major segregation on (a) conservation of paper; 
(b) conservation of general office supplies; and (c) 
conservation of power. The paper group is in turn 
divided into (a) conservation in paper procurement; 
(b) reduction of consumption; and (c) reclamation 
of used paper. 

The bulletin of the Studebaker Corporation, previ- 
ously referred to, classifies the suggestions under (a) 
envelopes; (b) pencils; (c) electricity; (d) stationery 
and forms; (e) paper, clips, staples, and rubber bands; 
(f) typewriter ribbons and carbon paper; (g) salvage; 
and (h) general. 

Another major breakdown employed is as follows: 

Economies in paper utilization. 

Economies in the use of other office materials and 
supplies. 

Substitution or simplification of 
supplies. 

Economies in the use of office machines, furniture, 
and equipment. 

Economies in the use of service facilities 
light, heat). 

Labor economies (waste of time). 

One company has grouped waste-reduction sugges- 
tions under four major headings of (a) stop using, 
(b) use less or use more effectively, (c) use again or 
salvage, and (d) substitute. 

No one list of conservation practices can be expected 
to meet the requirements of all companies. Each has 
special situations to which the programs need to be 
adapted. In the following pages, however, are pre- 
sented a number of specific suggestions that are 
believed to have fairly general application. 


materials and 


(power, 


Paper Conservation 


1. Forms. Are you using forms that could be dis- 
pensed with during the emergency? 

Are you providing more copies than are abso- 
lutely necessary? 

Have you substituted more generally available 
weights and grades of paper wherever practicable? 

Have you reduced the variety of weights, grades, 
and sizes of paper used to a minimum? 

Have you eliminated multi-colored forms or 
copies and standardized on one color paper so far 
as possible? 

Have you eliminated colored ink? 

Are you taking advantage of the economies of 
combination runs? 

Have you investigated and eliminated cases of 
duplication or overlapping in forms and records 
within departments or between departments, 
branches, subsidiaries, etc.? Frequently two or 
more forms or records can be modified slightly and 
consolidated to advantage. 

Are you ordering smaller quantities of forms at 
more frequent intervals to reduce the danger of 
obsolescence and deterioration? 

A complete and systematic survey of forms used 
throughout the organization is an effective means 
of covering the points mentioned above. 

2. Reports. Have you taken steps to establish the need 
for and to justify every copy of every report that 
is prepared? Some of these may have outlived 
their usefulness and could be discontinued. Others 
might be combined or simplified. Routing a copy 
or the original of a report might be substituted 
during the emergency for individual copies that 
would be justified under normal conditions. 

Can the frequency of issue be reduced? Perhaps 
during the emergency a weekly report can be 
shifted to biweekly or monthly, a monthly report 
to quarterly, etc. 

Stationery. Have you eliminated unnecessary car- 
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Nie GUs 


WOOD en 


“They Look Like Steel” 





No. 180-CA 
STENOGRAPHIC CHAIR 


Solid Maple with All Joints Glued and Doweled. 
Deep Saddle Seat and Large Form Fitting Back. 


ome 


No Adjustments—-Swivels on Casters. 
Choice of Finishes to Match Steel Furniture—Also Stained 
Oak or Walnut. 

5. Genuine Leather or Cavalon Upholstery—-Wide Range of 
Colors. 


6. Attractive Prices—Prompt Deliveries. 


Write for Particulars 


STURGIS POSTURE CHAIR CO. 
STURGIS, MICHIGAN 


‘National’ Gases 


Insure 











Dealer 
Profit 
and 
Consumer 


Satisfaction 





“National” brief cases, envelopes and ring binders mean profit for you 
and assured satisfaction for your customers. 
A wide selection of the finest leathers, skilled 
workmanship and years of knowing-how make 
“National” the outstanding line in this field. 
Priced for popular appeal in line with war- 
time economy. 


National Brief Case Mfg. Co. 


512 S. Peoria St., Chicago, Ill. 
10 E. 34th Street, New York 
1709 W. 8th Street, Los Angeles, Calif. 
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Engineered for Today's 
Filing Requiremen!s 


The 
Volunteer 







Here is a file well made of 
southern hardwood, with smooth 
drawer action, attractive design 
and Bentson standard olive 
green finish. Intermembers per- 


fectly with Bentson standard 


Descriptive folder will be 
mailed upon request. 


steel files now in use. 


THE BENTSON MANUFACTURING COMPANY 


Aurora, Illinois 

















Wood Tables Help to 
Maintain Sales Volume 


MUTSCHLER’S long experience in styling and building 
SAMSON directors room and office tables for discriminating 
business men has supplied the vital “KNOW HOW” that 
enables them to produce sturdy tables fast for Uncle Sam 

. . not only to serve the war winners of today, but as well. 
the peace makers of tomorrow. 


Write for complete descriptive Catalog. 


MUTSCHLER BROS. CO. 


NAPPANEE, INDIANA, U.S.A. 


OFFICE APPLIANCES 


bon copies of correspondence? Routing can be used 
effectively here. 

Are you using the back of the letter or memo- 
randum being answered for the carbon copy of your 
reply? This not only saves paper, it also saves 
filing space. Be sure that the sheet is upended for 
the carbon, so that both sides can be read when 
the letter is fastened in a file folder. 

Are formal transmittal memorandums or letters 
used sparingly? A phone call or an informal tab 
often can be substituted. Frequently a longhand 
notation avoids dictating and typing a special 
memorandum. 

Have you reduced the size of your stationery? 
By reducing the size of its letterheads from 8% by 
11 inches to 8 by 10 inches and buying mill runs 
of paper to accommodate the new size, one com- 
pany saved thirteen square inches of paper on each 
of 7,000,000 sheets. 

Have you provided half-sheet stationery for 
short letters and memorandums? This applies to 
letterheads, continuation sheets, and copy sheets. 
By printing these so that the letter is written across 
the short dimension of the sheet, considerably 
more writing space is provided and a better look- 
ing letter results. 

Are you substituting postal cards for letters 
wherever possible? 

Are you using both sides of the paper and elimi- 
nating margins on rough drafts, manuscripts, in- 
tracompany correspondence, etc., whether typed 
or longhand? This has application to most dupli- 
cated material also. 

Are you economizing on paper by brevity of ex- 
pression in your correspondence and writing? By 
Single-spaced typing? By minimizing editorial 
changes or corrections so as to reduce the need 
for retyping or rewriting? 

Have you taken steps to accumulate spoiled or 
used paper forms, index cards, etc., on which there 
is a blank side that could be used for scratch paper, 
rough notes, memorandums, etc.? A lot of paper 
that could be used in this way finds its way into 
the waste basket each day. On the other hand, 
good printed or ruled forms or index cards often 
are carelessly used for scratch paper, telephone 
notations, etc. 

Have you eliminated envelopes for internal mail 
and for enclosures in master envelopes to branch 
offices, salesmen, etc.? If necessary, the letter can 
be folded and fastened with a gummed label or 
tape. Where an envelope is necessary because of 
enclosures, leaving it unsealed may permit its reuse. 

Do you use messenger or chain envelopes for dis- 
patching papers within the office? Some of these 
serve for as many as fifty trips. 

Can the transparent window covering be elimi- 
nated in your window envelopes? 

Are incoming kraft envelopes opened carefully 
and saved for reuse? Many of these can be re- 
mailed, others can be used for housing records, 
stationery, etc., in desks and cabinets. 

Where multiple mailings or distributions are in- 
volved, do you keep your mailing lists up to date to 
eliminate nondeliveries, employees in military serv- 
ice, etc? 


Conservation of Materials and Supplies 


Is your organization trained to be economical in the 
use of all supplies? Are they carrying smaller quanti- 
ties of such supplies in desks and substorerooms, and 
is care being taken in storing them to prevent deterio- 
ration and damage? Have you standardized and sim- 
plified the varieties and sizes of items furnished? 

Are you getting maximum use from typewriter rib- 
bons and carbon paper? The life of ribbons can be 
extended by using single-color ribbons, reversing the 
ribbons frequently, alternating with two ribbons, week 
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This new File Fastener 
provides the answer toall 


Filing and Binding Problems 


— Use it in Folders 
PATENT PENDING LF or Binder covers/ 


29/4" Centers ~ One Piece Base 
All other centers ~ Attachable Prong Style 


erstoK 


NON-METALLIC 


FILE 



























































BINDS PAPERS 
SECURELY 
FASTENER 
PRESSBOARD 
BINDER COVERS 
F AND 
or complete IN ALL FOLDERS 
p mt | f < a ae BRIEF COVERS 
rice in ormation POPULAR ETC 








and samples write CENTERS 
NATIONAL FIBERSTOK EnveLoPeCo. 





429-447 MOYER ST., PHILADELPHIA, PA. 


















































in the trade 


* 

Sincere wishes for 
a Merry Christmas 
and a Victorious 
New Year. 








INDIANA DESK COMPANY 


JASPER INDIANA 


RED FEATHER 


Cellulose Stencils 


ARE sUPERIOR 


MAKE THE “SPLIT TEST” 
Take one half of a Red Feather stencil lengthwise of 


the backing sheet and paste one half of any other stencil 


made along side of it. Type across both sheets at the 





same time. Put the composite stencil on any duplicator. 
Compare appearance and results. 

With all conditions equal, this will prove Red Feather 
Superiority. 
wa Get your order in now to be sure of a reliable 
of supply for the duration. 





nED FEATHER PRODUCTS, LTD, 429 BUSH ST. SAN FRANCISCO, CALIF. 
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by week, keeping the idle ribbons wrapped in the 
original waxed or oiled paper and winding the active 
ribbon completely on one spool before leaving at night 
to prevent drying out. More use from carbon paper is 
secured by turning it upside down frequently, putting 
the used carbon on the first copy and the new sheet 
at the back, when multiple copies are required, and 
by guarding against wrinkling and tearing. 

Do you get extra service out of so-called “one-time” 
carbon sheets? 

Are pencils being conserved by the substitution of 
harder leads, the use of extensions for pencil stubs, 
and by keeping pencil sharpeners in good repair? 
Dull and inefficient sharpeners chew up a lot of 
pencils. 

Is care taken in handling refill leads for mechanical 
pencils to prevent breakage? Some companies remove 
the lead from short drawing pencils for use in me- 
chanical pencils. 

Are you careful to salvage all materials that are 
usable? Do you remove and save all clips, pins, rubber 
bands, etc., before filing or discarding papers? Are 
guides, folders, and other filing materials salvaged 
from inactive and obsolete files? Turning folders 
inside out or relabeling may permit their reuse. 

Are typewriter and business-machine ribbon spools 
and boxes saved and returned to your supplier? How 
about pasteboard cartons? If opened carefully, many 
of these can be reused. 

Are staples substituted for paper clips wherever 
possible? Staples are cheaper and involve less metal. 
Frequently one staple will serve where several have 
been used. 

Are you making the most effective use of your waste 
paper? In some cases this may mean shredding it for 
use aS packing material; in others, baling it for 
reprocessing. 


Conservation of Machines and Equipment 


Have you provided for adequate care and mainte- 
nance of all office machines and equipment to prolong 
their life? This type of equipment is scarce, and 
equipment on hand must be made to last as long as 
possible. 

Have you checked on the degree of utilization of all 
present machines and equipment? The pooling or 
lending of machines within departments or between 
departments may permit greater utilization and meet 
fluctuating demands. 

Have you considered staggered working hours or 
multiple shifts to meet the problem of limited ma- 
chines and equipment? 

Have you looked into the regrouping or reallocation 
of existing equipment to meet current requirements? 


Much needed filing equipment may be housing less | 


active or less important material. Care in filing only 
significant current material and a systematic weed- 
ing program will help. 


Conservation of Service Facilities 


Can the wattage or size of electric light bulbs be 
reduced at any point? 

Do you have any unnecessary bulbs or fixtures 
in use? 

Are bulbs and fixtures washed and serviced regu- 
larly to insure maximum efficiency? How about win- 
dows? 

Is the organization educated to turn out lights dur- 
ing the lunch period and after hours? Special moni- 
tors have been appointed for this purpose in some 
companies. 

Has the office layout been reviewed and revised to 
secure maximum use of the light? 

Can you arrange to have janitorial work done dur- 
ing the off-peak daylight hours before the office opens, 
at the noon hour, and on Saturdays and Sundays to 
conserve light? 

Have you considered the use of reducing nipples 
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CARD CABINETS 





\ Check These Features — 


3 Sizes—-Double Drawers Only—3x5, 4x6, 5x8. 

Sturdily constructed—-drawers equipped with follower 
block. 

Metal card holders and pull. 

Each size cabinet may be stacked. 

Oak office or School brown finish. 

Green or Walnut finish. 


Write, wire or telephone for details. 


LUU FARBER 


MANUFACTURER'S REPRESENTATIVE 

30 E. Congress St. Tel. Webster 3217 
CHICAGO 

TABLES, CHAIRS, 


DESKS, FILES 














GEORGE B. GRAFF MM 


Washburn Ave. 
COMPANY Cambridge, Mass. 








146 





INVESTIGATE 
THE MERITS OF 


Tae 
4 " 
] 


The Quality five action, all steel 
and nickel, Numbering Ma- 
chine. 









% Capacity for ten wheels. 
% Priced competitive to ordinary ma- 
chines of four and less actions. 


% UNCONDITIONALLY 
GUARANTEED. 


Your large discounts give you a 
real incentive to sell these units. 


The 
ROBERTS NUMBERING MACHINE CO. 


694-710 Jamaica Avenue Brooklyn, New York 


Western Distributor LOUIS MELIND COMPANY 
362 W. Chicago Ave., Chicago, Ill. 593 Market St., San Francisco 




















— Year after year Ehrlich has 
been offering the "best 
buys" in Quality “Leather 
Furniture’. Styled for sales 
with the sales value “Built- 


+ 4 
in, 


To-day Ehrlich 
Recommends A Great 
"Best-Buy” 


* 


WAR SAVINGS STAMPS 
AND BONDS 


BUY 


UNITED 
STATES 








EHRLICH UPHOLSTERY WORKS 


520 West 42nd St., New York, N. Y. 
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OFFICE APPLIANCES 


on steam radiators to save fuel and meet rationing 
quotas? 

Do you make an effort to measure power consump- 
tion by departments or buildings and to set up 
standards? As a result of the monthly analysis and 
reporting of electricity bills in connection with a con- 
servation program, one company accomplished a 
reduction of 20 per cent. 


Conservation of Labor (Time) 


Because of the wide application of this field it is 
not practicable to confine it to specific questions. 
Economy of time or labor is possible in almost every 
form of office activity. In general terms, labor is 
conserved and personal efficiency is improved by care- 
ful selection and training of the personnel, by intel- 
ligent planning and scheduling of the work, by 
adequate supervision. Standard procedures and writ- 
ten instructions are helpful devices in this connec- 
tion. 

Labor wastes also result from absences of office 
personnel. Efforts to guard the health of employees 
and protect them from accidents are definite conser- 
vation measures. 

Good working conditions affect both health and 
morale. 

Have you given all of these factors adequate con- 
sideration? 

——— = 


NEW ENGLAND TRAVELERS NOTES 

The quarterly meeting of the club was held at 
Warmuth’s restaurant, Thursday evening, October 15. 
About fifteen members were present. After dinner the 
meeting was called to order by President Knapp. Jim 
Davidson gave a streamlined report which showed that 
we have about $400 besides our emergency fund. The 
rest of the evening was spent in discussing what form 
our Christmas party should take this year. Many inter- 
esting suggestions were made and the final decision 
has been left to a large committee headed by George 
Slater. We are to hold the party as usual. We also 
are to send a substantial Christmas gift to the four 
members of our club who are in the service; and to 
any others who may join up in the meantime. 

* * * 

The Littleton (Mass.) Grange has a new member. 
It’s none other than our old pal, Jim Hobart. Jim says 
he has always been a son of the soil, at heart. His 
newly acquired acres are on Newton road, Littleton. 
Jim is such a hustler that he’ll probably have time to 
work the farm week-ends and still sell pencils by the 
carload. How about a huskin’-bee for the club, Jim? 

The club voted in a new member last month. He’s 
Charley Loevi of the Boston office of Wilson-Jones. 
A hearty welcome to you, Charley! 

The establishment of Allen & Woods of Providence 
was destroyed by fire in October. They are now located 
at 15 Custom House street. Your reporter isn’t sure 
whether this new address is permanent or temporary. 

(The above news items were gleaned from the 
pages of the New England Travelers Club News for 
November.) 

eB 


SAFE SALES RESTRICTED IN CANADA 


The Department of Munitions and Supply, an- 
nounced, under date of November 7, that sales or pur- 
chases of metal safes could not be made after Novem- 
ber 16 without the written permission of the supplies 
controller. To conserve steel, the manufacture of safes 
was made subject to permit in August. The present 
order, issued by Supplies Controller A. H. Williamson, 
is designed to tighten still further the control over 
production, and to assure fair distribution of the 
limited available supply to essential purchasers such 
as the navy, merchant marine and war plants—RC 
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the , ‘ 4 Ae REVOLUTIONARY processes and new 
Un0 “4 MIDCO MYMELUMG LT 1 ’ technique developed by MIDCO engineers 
amma sence have made it possible to adopt—for the first 

: time in the portable lighting industry—an 
The NEW 1943 Series VICTORY MODEL alternate non-ferrous tempered hardboard 
of great strength and durability, for the 
manufacture of the new 1943 series MIDCO 
the Perfectlite desk lamp—the same material 
now used extensively by the government to 
save certain critical metals in planes, ships 
and other vital war products. 


ELIMINATING all critical metals—except 
electrical parts for which there are no al- 
ternates—will result in the annual saving of 
many thousands of pounds of vital material 
for war needs, and this 


WITHOUT SACRIFICING MIDCO’S 
high standards of quality, original design, 
baked enamel finishes, lighting efficiency, 
durability and trouble-free operation. 


NOTE: The government still requires the 
end-use symbols on priority orders for prod- 
ucts containing critical material used for 
electrical parts. 


Deliveries starting in December. 
Send for descriptive Bulletin D-12 and Price List. 


Midwest Naturlite Company 
440 N. Wells St. Chicago, Illinois 
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FIRST IN EFFICIENCY FIRST IN BEAUTY FIRST IN QUALITY 





REG. U. 8. PAT. OFF. 
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TO ALL OUR FRIENDS 


A VERY MERRY CHRISTMAS 


AND A VICTORIOUS 
NEW YEAR 
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H. M. STORMS CO. 


561 GRAND AVE., BROOKLYN, N. Y. 
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PROTECT CARPETS --- COVER WORN SPOTS. 
Chairs roll easier. 18 sizes and shapes. Brown, Green, 
Black and Maroon. Write today for complete details and 
miniature sample. 


Also makers of Service drawing 
boards @ lap boards @ clip boards. 


SERVICE INDUSTRIES, INC. 


2025 SO. CALUMET AVE. CHICAGO 
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A THREE PURPOSE TRAY 
FOR CIGARETTES 
FOR CIGARS 
FOR PIPES 











No. 117 “HERCULES” 


Ash Tray and Pipe Rack, Solid Wainut 
Retails at $1.50 


<< 


MANY NEW ITEMS IN THE LINE OF 


Wem ory Whas lerpieces 


AND THEY’RE AVAILABLE 


FINCH & McCULLOUCH 
AURORA - - - ILLINOIS 


MANUFACTURERS OF QUALITY SINCE 1903 














OFFICE APPLIANCES 






The Yew "NICK & PULL” 


WITH PATENT STRING FEATURE 
IN 22 COLORS 


WITH THE NEW SMOOTH 
BRILLIANT COLORED LEADS 





laisdell venci co. 


PHILADELPHIA PA U S A 





| 


| 
| 
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i Covers 


TJJechny graph ot 


A NEW 





fecunvonarn] QUALITY PRODUCT 


The Sinatté 
Wi ty 
FILE STENCILS 


5 
jee ko- 24472 



















Be sure to look in- 
this systematic 


mad pre fil- 


ng method; insures 


ytective 


utmost safety for 


sicncils, at low cost 


2 SIZES 


for 50 and 
100 STENCILS 


20” long, 10” wide; 
index page standard 
on both sizes; produc- 
tion record page for 
each stencil allows 
space for com- 
plete informa- 
tion. 


are 
of heavy blue 
leatherette stock; 
pages numbered; 
spiral binding en 
ables book to lic 
flat at all times 


Send today for 
descriptive folder. 


TECHNY, ILLINOIS SS 
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'‘DUROL 


CLEANER 
MAKES OUR 
TYPEWRITERS 
LAST LONGER, 


=P 














CARBON 
PAPERS 
TYPEWRITER RIBBONS 


KEEP ‘EM TYPING! Made right — Priced right — 


Sold right. Here’s a ribbon 





















Make your typewriters last for the and carbon proposition you 
Py ee duration by cleaning them regularly cam Gass tenn enol eae 
) DUROL} with DUROL the new liquid type see 
—— conditioner. It assures clean, sharp oo, ne ee 






operation. 





te Genty Cams. 


originals and carbon copies with 
lighter touch—less calls from the 


ices PENCIL CORP EXCLUSIVELY for 
Mt. Vernon, N. Y. Dept. D8 DEALERS “*" sabes ERS 


Mr. Dealer: Write for details of our con- aes 
sumer sales promotion plan. Complete = 


fare ook es Mectmee, 



















ee 


RELIANCE PINCH CORP 


w Teneplor a Pant 
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ALLEN & COMPANY 


CLEAN TYPEWRITERS ssn tana 
LAST tt On eG € 37 ae 


























AID TO BRITAIN 


BUY BRITISK GOODS 





* ? 
Ordinary stencils permit oil to penetrate to the typewriter 
THE BRITISH STATIONERY EXPORTER platen and feed rollers, causing “swelling.” As a result, 
these vital parts deteriorate and require replacements— 
published quarterly by the proprietors of the BRITISH if you can get the rubber parts. 
STATIONER, contains a comprehensive display of the 
: , —" . , 
most attractive and saleable British Made lines of station- With TEMPO Film Stencils, it's @ different ea, The FILM 
: protects these vital parts—prevents oil penetration—saves 
ery merchandise. We shall be pleased to mail you a copy : ae a : 
expense of repairs and loss of time in tie-up of equipment. 


post free each quarter if you will complete the form below. 


BRITAIN DELIVERS THE GOODS 
SEND US THIS COUPON 


To F. W. BRIDGES LTD., Proprietors THE BRITISH STATIONERY 
EXPORTER, 

34, Bridge Street. HEREFORD, ENGLAND (Late of Grand Build- 
ing, Trafalgar Square, London, W. C. 2 


Find out for yourself with TEMPO’s Trial Offer Plan—no obligation 
—just clip the ad, attach your letterhead and mail. 


__ MILO HARDING COMPANY, 
436 West Pico Boulevard, Los Angeles 
617 Commonwealth Annex, — 
Pittsburgh A 

















Please send to the address below Free copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


Name e ea ae tala 
(Please attach your business card or letter-head) 


Address : se = iisiiesusccanatacitagtl ’ ashi 





Date Sreetelieatiicas eee 














150 




















“KEILTAR” 


Unground Ball Bearings for the 
Metal Office Furniture Industry 


(U, 8. Patent 1,782,622. Canadia: Patent 324,059. Other patents pending.) 





All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% ‘of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 


Kilian Manufacturing Corp. 


1728-1736 Burnet Avenue Syracuse, New York 

















SAEZ SA SEAS SZ 


Season’s Greetings 
to all of 
our customers 
and friends 
V 


May 1943 bring Victory 
to the Allied Nations 


PHOTO MATERIALS CO. 


1323 S. Michigan Ave. CHICAGO, ILL. 


Representatives 
Fred Deutsch, 3525 Southwestern N. L. & K. W. Zeagier, 1709 W. 
Bivd., Dailas, Texas—Texas and Okla Eighth St., Los Angeles, Cal. 
Milton $tone, 30 Church St., New R. E. Horter, Ind., tll., Mich., Ohio, 
York City, covering New York. 2523 W. 109th Pi., Chicago, II!. 
Marry Henkel, 6200 Castle ODr., S. Lichtenstein, 1228 Locust Ave., 
Oakland. Cal. Philadelphia, Pa. 








OFFICE APPLIANCES 


ALEXANDER BROS. COMPLETES DECADE IN 
BUSINESS 


Alexander Bros., Ltd., Honolulu, T. H., is rounding 
out its tenth year of activity in the office machines 
and appliance business. The company was founded on 
November 10, 1932, by Fred P. Alexander and the late 
Earl M. Alexander. On the anniversary day a dinner 
party was given to all the firm’s employees. The pres- 
ent executive staff consists of Fred P. Alexander, presi- 
dent; W. G. Huston, vice-president and general man- 
ager, and Don C. K. Lee, secretary and treasurer. 

Mr. Alexander is at present in the United States 
directing the work in the San Francisco branch of the 


company, expediting shipments to the Honolulu office. 
i R= A 
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a ae on 2. Tae xe an ws = 
ED NOAKES CONTRIBUTES IN A BIG WAY TO THE SCRAP 
COLLECTION PROGRAM.—He wears a smile because the 
scrap pile with which he is pictured contains a ton of old 
typewriters, adding machines and other office equipment 
which he expects to be converted into bad news for the 
Axis. Mr. Noakes is manager of the Sacramento Wholesale 
Typewriter Company, Sacramento, Calif. In the letter ac- 
companying the picture he sent were the words, “There 
are more ways than one of sending typewriters to war.” 
-—_— Eo 


G-W ASSIGNS LARSON TO CENTRAL WEST 

Fred B. Larson has been appointed district repre- 
sentative for The Globe-Wernicke Co. in Illinois, Wis- 
consin, Iowa, Minnesota, Missouri, Nebraska. North 
Dakota, South Dakota, Upper Michigan and Kansas 
City, Kansas, according to an announcement by H. C. 
Anderson, general sales manager. Mr. Larson has had 
many years experience in this industry, particularly 
in the retail field. He is now in the territory after 
spending a few weeks at the factory in Cincinnati. 

ip Se cmon 

STRAIN MADE VICE-PRESIDENT BY DAVIDSON 

At a meeting held October 21, 1942, by the board of 
directors of the Davidson Manufacturing Corp., Chi- 
cago, W. Strain was elected to the office of vice-presi- 
dent in charge of sales. In its printed announcement 
the company says, “While this promotion does not 
essentially change the nature of Mr. Strain’s duties, it 
does involve additional responsibilities, and is in recog- 
nition of the splendid work he has accomplished and 
of the esteem in which he is held by all of us.” 
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THEY ALSO SERVE 


Urging, as we do, an all-out war-effort, it is 
fitting that the example be set at home. Each of 
the major executives of this company, including 
its president, is now a member of one or more 
war-time organizations and is employing over- 


time hours actively on regular duties. 


Backing up our boys who have joined the armed 


services, We repeat our slogan: 


“ALLIED” FOR VICTORY 


LIED 


Ce 


CARBON & RIBBON MFG CORP 


165 DUANE STREET 
NEW YORK. N. Y. 


f 


TYPEWRITER RIBBONS @ CARBON PAPER @ CARBON ROLLS e@ GELATINE SUPPLIES 




















BE SURE YOUR CUSTOMERS’ 


| 300 new items | | Fives are KEPT 

| | CORRECTLY! When under heavy stress for 
1 IN A SINGLE YEAR time, many concerns grow lax in keeping their 
| | files. Folders, for instance, are jammed to twice 


their normal capacity, poorly labeled, etc. 





| In a single year Office Appliances announced some 300 
items in the section devoted to new machines and devices. | Your job is to help them keep their records in 


Usually this information is given before the items appear | ship shape. And when you sell them WARSHAW 


on the market and always in advance of most sources of 


THE 
such news. It is not uncommon for a dealer to tell us that | 
some of his best selling lines have been secured from | WA RSHAW. FG. CO., INC. 


Filing Supplies you sell them real value. 











| seeing the things in Office Appliances. Many readers i 1 MAIN STREET 
| say this section in itself is worth the subscription cost, not BROOKLYN, N. Y. 
| to mention all the other features. a a 
SR, Mia | 
| oi you want to keep in touch with the activities of the ROLL LABELS y ! 
office equipment industry, there is no better way to do it GUIDES ge 7 i 
than by entering a subscription to Office Appliances. INDEX CARDS 
The rates are $2.00 a year, $3.00 for two years; Canada OLDER 
$2.50 and $4.00; Foreign $3.00 and $5.00. PROTEX | 
STICKONS 
MENDING TAPE | 
GUMMED 
The Office Appliance Company INDEX TABS | 
600 W. Jackson Bivd. Chicago, U.S. A. + oo 






































Seasons 
Greetings 


Yb urs be 
Victory 


Metalstand Company 


1615-25 Melon St., Philadelphia, Pa. 
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AUTOMATIC COIN WRAPPERS 


Stationers! It’s your Line. Exclusively! 
Steel-Strong” Products are sold through Stationers and 
Office Supply Dealers only. We have no retail salesmen to 
pirate your customers and cash in on your missionary work. 


Write for liberal discounts and sales help on: 


Lead Seals 

Seal Presses 

Teller’s Moisteners 
Manual Coin Counters 
Draw String Bags Currency Racks 

Metal Clasp Bags be acm Cabinets 
Night Depository Bags Sorting Trays 

Linen Shipping Tags Coin ihesege Trays 
Downey Change Trays 


Coin Wrappers 
Bill Straps 
Coin Bags 
Currency Bags 





THE C. L. DOWNEY CO. 








HANNIBAL, MO. 


————— 


OFFICE APPLIANCES 


Holp Uncle Sam! 


CONSERVE MATERIALS! 


Buy the preferred Daco line. Daco products are made to last longer, 
reducing costs and saving materials. 
@ Filing Folders 


@ Guides and Indexes 
@ Bank and Insurance Forms 


@ Filing Systems 
@ Printed and Ruled Stock Forms 
@ Special and N.C.R. Forms 


Write today for illustrated 


Zh» | siden and Bile, 
DACO ana TTT Sa 


9 FEDERAL COURT BOSTON,MASS 











NON-RUBBER 


Typewriter 
Keys 
* 


The SPRING’S 
the THING! 
* 


MASTER 
SPEED KEYS 


Guaranteed for three 


Speed Key Mfg. Co. sete 





330 Columbus Place 
Brooklyn, New York 











Tool: 


e 
\ 
oD Fy 
oF 
PS rilliilinse 
Se 


DAYTON STENCIL 
WORKS CO. °ohis"™ 








SELL 


Genuine Engraved 
Wedding Announce- 
ments $7.95 


Calling Cards 
$1.65 


(less trade discount) 










We sell only thru dealers. 








Social Engraving Sample Book mailed for deposit of $1.00 which is 
refunded after receiving $10.00 net of engraving or return of sample book. 


NATIONAL ENGRAVING COMPANY 


BIRMINGHAM, ALABAMA 
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‘ee AVAILABLE | 


Twe DAWN Mr6.Core 
viStON OF THE 


WAUL-WELTER CO. 
a KF 


AMERICAN VISIBLE 


NUMBERING MACHINES 


Model GI) 3 Movement 
Model Qf) Lever 







Movement 
Model @) 9 Movement 


WRITE FOR DISCOUNTS 


AMERICAN NUMBERING MACHINE CO. 
BROOKLYN, NEW YORK 





* Prociso PAPER TRIMMERS * 


OUT TO TRIM THE ENEMY 


War production comes first. Our facilities are engaged 
100°% in war work. We are doing our part to help win the 
war as speedily as possible. 

The situation is temporary. When the war is won we will 
again supply you with even finer PRECISE PAPER TRIMMERS 
than before, and be glad to care for your needs as we have 
in the past. Just now, it's Yours for Victory. 


Precise DEVELOPMENTS CO. 


SUCCESSORS TO 


AMERICAN PHOTO LABORATORIES, INC. 
28 N. Loomis St., Chicago, Ill. * 
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POCKET SEALS oF QUALITY 





The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 





“BEST SELLER” for 40 YEARS 





THE NOTARIES FAVORITE 








The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE 








FURNISHED IN 3 SIZES 








FREE LEATHERETTE POCKET CASE with EACH SEAL 





MANUFACTURED BY 
La MEYER & WENTHE, Inc. 
Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO, ILLINOIS 











PLACE YOUR ORDER WITH YOUR LOCAL 
MARKING DEVICE DEALER 








ROLLING STORE LADDERS 
“A” Type Ladders * Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store- 
rooms. 

Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and utomatic Safety 
Brakes. 


New Literature Now 


Ready 





_ WRITE FOR IT, WITH 
PRICES AND DISCOUNT 





Manufactured by 


1, D. -COTTERMAN.'* “Seam: 








CRAMER 


The Complete Line of 
Pos ture seating. 


A Price for Every Purse in Our 3 Price Ranges 


CRAMER POSTURE CHAIR CO. 
1210-18 Campbell St. Kansas City, Mo. 








1842 1942 


100 


years 


A century of fair dealing, high quality mer- 
chandise and complete dealer protection. 


BOORUM & PEASE COMPANY 


84 HUDSON AVE. BROOKLYN, N. Y. 
Boston — Chicago — St. Louis — New York 
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RITE-RITE MFG. CO. * DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 


300 SAFES 


Reconditioned and refinished, new safe guarantee, olive 
green finish, 3 tumbler combination lock. Fire-proof con- 
struction, the best commercial grade. 





All sizes and types for record, money protection. 
NO PRIORITY CERTIFICATES REQUIRED. 
IMMEDIATE DELIVERIES. 
Catalog, price list and dealer's discount upon request. 
Cy 


THE IN 





139 Grand St., New York, N. Y. 


MAGIC FLOW 


An Excellent 
Duplicating Ink 
ALSO OTHER DUPLICAT- 
ING SUPPLIES . . . Colored 


Inks available. Samples and 





prices upon request. 


CONTINENTAL 
INK COMPANY 











544 W. Lake St. Chicago 











FOR EVERY 
TYPEWRITER 


Clarotype is needed to keep type clean on 
typewriters and other business machines 
... IN EVERY OFFICE YOU SERVE. 
These machines are not being replaced and 
need attention now. So take advantage of 
this opportunity today. Clarotype repeats 
because it cleans instantly, without fuss or 
spattering. Order now! 


The Clarotype Company, Inc. 
16-P Hudson Street 












_—— 


CLAR-O-TYPE 


THE BEST KNOWN TYPE CLEANER 
KNOWN AS. THE BEST 





New York 





OFFICE APPLIANCES 


EXPORTER 


@ Published in Great 
Britain every three 
months this popular 
Journal contains up- 
to-date news of the 
activities of British 
Manufacturers of 
stationery and allied 
lines. 


Scores of American 
dealers are on our 
regular mailing lists 
and we shall be 
pleased to send you 
a copy FREE each 
quarter if you will 
complete and return 
the form below. 


BRITISH STATIONERY 





SEND US THIS COUPON 





To F. W. BRIDGES LTD. 

Proprietors THE BRITISH STATIONERY EXPORTER, 

34, Bridge Street, HEREFORD, ENGLAND 

(Late of Grand Buildings, Trafalgar Square, London, W. C. 2.) 


Please send to the address below Free Copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


Name 
(Please attach your business card or letter-head) 


Address 


Date 











eee 


sree eterna 
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SELL MEILICKE CALCULATORS 
The’Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 
ally advertised! Write 
for details nowl 






Simply tip 
the card 
and copy 


Meilicke. Systems, Inc. 2": ces 


BANK PASSBOOKS 


and Pocket Check Covers 


New methods of manufacturing 
make Low Prices and Easy 
Sales. Super Finish and An- 
tique Moorish Passbooks. N.C.R. 
and Burroughs Window Ma- 
chine Passbooks and all other 
style Passbooks and Check 
Cases. BIG OPPORTUNITY 
for Bank Supply and Stationery 
Salesmen. 














® 


Write for samples and prices. 





it ARES Full particulars on request. 
AMERICAN PASSBOOK CO. 
AKERS BLDG. CLEVELAND, OHIO 





KEEP ‘EM TYPING 


The War Production Board has greatly restricted the sale of typewriters 
and other indispensable office machines. Every means must be taken te 
keep existing machines, especially the type and platens, in the best possi- 
ble condition. 


You can help your custom- 
ers in protecting their 
machines by selling them 
the SPEED-MO TYPE 
CLEANER with the auto- 
matic finger tip control 
which saves fluid and pre- 
vents evaporation. There 
is no dirt; no daubing or 
spattering. Fluid is al- 
ways clean. 


WRITE TODAY FOR CATALOG 
NO. 141 AND FULL DETAILS: 


RIVET-O MFG. CO. 
96 Jason Street 
ORANGE, MASS. 











: We have said it before, and 
we say it again: “Our job 
f now is to do everything we 

can to help win the War.” 


THE HARTER CORPORATION 
Sturgis, Michigan 


New York, 354 Fourth Ave Chicago, 14 £. Jackson Bivd. 


“LEADERS IN THE STEEL CHAIR FIELD.” 















DARNELL CASTERS 


Ash for New 192 Page 


DARNELL MANUAL 





DARNELL CORP. LTD., 60 WALKER ST.,NEW YORK,N.Y. 
LONG BEACH, CALIFORNIA, 36 N. CLINTON, CHICAGO, ILL. 
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MARKILO 
IAM TAA ES 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent cel- 
lulose. We build to fit your particular need. Write 
us for details. 


Markile Company, Mfrs. 


3633 S. Racine Ave. Chicago, U. S. A. 
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MAPTACKS 
Stand Up! 


Recent tests prove that Moore Metlhed 
Maptacks can withstand 400 pounds of 
crushing strength! That's why they stand 
up under both hard use and abuse. 
Available in all colors, sizes, shapes and 
styles. Display them in the new Metlhed 
Maptack Display cabinet—free with or- 
der for 5000 assorted Maptacks. Your 
jobber can supply it. 


MOORE PUSH-PIN COMPANY 








SINCE 1900 * 113-25 BERKLEY ST., PHILADELPHIA, PA 








Jume Savor 
FILE 


@ Non-priority wood construction 

@ Two Drawer—Top opens completely 

@ ‘'Two-Way"™ Compressor and Guide 
Rod 

@ Letter and Legal Size; Olive Green 
Finish 

@ Desk Height 30'/,” 

@ Shipment week or ten days 


No. MF500G—Leftter Size, 
$27.00 List 


No. MF600G—Legal Size, 
$29.00 List 
F. O. B. Rockford, Ill. 


BUSINESS EFFICIENCY AIDS 


P. O. No. 258-D, Skokie, Ili. 
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OFFICE APPLIANCES 


The eves of all 
America are upon 
the United States 
Treasury Roll of 
Honor appearin, 

in the “Payroll 
Savings News.” 

For copy write 





AO geese oO 





“TOP THAT 10% BY NEW YEAR'S” 


Out of the 13 labor-management conferences sponsored by 
the National Committee for Payroll Savings and conducted 
by the Treasury Department throughout the Nation has 
come this formula for reaching the 10% of gross payroll War 
Bond objective: 


1. Decide to get 10%. 

It has been the Treasury experience wherever manage- 

ment and labor have gotten together and decided the 

job could be done, the job was done. 
2. Get a committee of labor and management to work out 
details for solicitation. 

a. They, in turn, will appoint captain-leaders or chair- 
men who will be responsible for actual solicitation of 
no more than 10 workers. 

b. A card should be prepared for each and every worker 
with his name on it. 

c. An estimate should be made of the possible amount 
each worker can set aside so that an “over-all” 
of 10% is achieved. Some may not be able to set 
aside 10%, others can save more. 

3. Set aside a date to start the drive. 

4. There should be little or no time between the announce- 
ment of the drive and the drive itself. 

The drive should last not over 1 week. 

5. The opening of the drive may be through a talk, a rally, 
or just a plain announcement in each department. 

6. Schedule competition between departments; show 
progress charts daily. 

7. Set as a goal the Treasury flag with a “T." 


Gave wth 





i 













ton, D. C. 


here yt & 
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all sizes have reached the “Honor 
Roll” goal of at least 10% of the gross 
payroll in War Bonds. This is a glorious 
testimony to the voluntary American way 
of facing emergencies. 


But there is still more to be done. By 
January 1st, 1943, the Treasury hopes to 
raise participation from the present total 
of around 20,000,000 employees investing 
an average of 8% of earnings to over 
30,000,000 investing an average of at least 
10% of earnings in War Bonds. 


You are urged to set your own sights 
accordingly and to do all in your power to 
start the new year on the Roll of Honor, to 
give War Bonds for bonuses, and to pur- 
chase up to the limit, both personally and 
as a company, of Series F and G Bonds. 
(Remember that the new limitation of pur- 
chases of F and G Bonds in any one calen- 
dar year has been increased from $50,000 
to $100,000.) 


TIME IS SHORT. Our country is counting 
on you to— 


“TOP THAT 10% 
BY NEW YEAR'S” 


War Savings Bonds 


War Savings Staff, 
Treasury Depart- 
ment, Washing- 






S of today, more than 20,000 firms of 
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DUPLICATOR 


Uncle Sam, who personifies loyal Ameri- | 

cans and capable Industry—is now a 

major source for war materials —and 
doing a mighty job in supplying everything 
from Battleships to Bullets —to the many war 
fronts. \ 


« 
} 


There is also a preferred source in Lic Sup- 
plies for all makes of duplicators, well known to 
thousands — it's HEYER. So far, we have been 
able to care for the many users who demand 
HEYER Quality Duplicator Supplies, and will 
continue to do so as long as we are able—to 
help war-essential civilian activities continue on 
the home front. 
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This Typewriter 


has been 





will you | 
Sell one to replace it? 


turning 


Here’s a veteran of our Navy...no longer 
able to serve under the Stars and Stripes. 
“Make 


Underwood says to you, to every man w ho 


ood mv loss” 1S W hat this 


(i 
S 
runs an office. 

Mutely it asks the question “Have vou vet 
sold to the government one-fourth of your 
machines? 


You know, 
Elliott 


probably, that Underwood 


typewriter 


Fisher and othe: manu 


Underwood Elliott Fisher Company 


fue Makers r [spr 


rtf, 


? 


tacturers are busy out fighting 


equipment. 


Consequently our government looks to you 


for tne extra ty pew riters SO vitally needed 


fo speed the Nation’s victory. 


Telephone the nearest Underwood Elliott 
Fisher branch. Join the patriotic companies 


who are sharing their ty 


ss 
< 


pew riters with our 
Army and Navv. Underwood FE ]hiott Fisher 


Company, One Park Ave., New York, N.Y. 


e707 79,7 iM 
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